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Nothing is left to chance or compromise when you choose 
from the Benjamin Leader Line “Wheel of Versatility.” 

One look at the wide range of fixtures and features tells 
why the Benjamin Leader Line is FIRST in Versatility, 

no matter what your basis for selecting lighting equipment. 
Be it first cost or economical upkeep...lighting for effect 

or high footcandle levels...whether you’re trying to match 
existing architectural treatment or striving to achieve a 
new, modern decor... Benjamin Leader Line VERSATILITY 
enables you to find exactly the lighting unit you need. 
FREE Catalog Data Sheets contain complete details. 
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Exclusive licensee of the Leage: i. 
Sold Exclusively through Electrical Distributors 


Robertson Irwin Limited, Ham, itc 


Benjamin Electric Mig. Co., Leader Division, Dept. GG, Des Plaines, illinois, also mak 


nals for Industry, institutions and Commerce. 


1ipment and : 


of famous Benjamin lighting eq 





this SURE Protection... 
in ALL Standard Capacities 


Give all your circuits the safe and saving protec- 
tion of economy ve.ay” Renewable Fuses. 


Then whenever you have an electric current “blow”, 
you instantly restore the fuse to its original effi- 
ciency by simply inserting an inexpensive "economy 
pe-.ay” Renewal Link in the same cartridge. 

Takes only a minute or two; costs only a few 


cents!—And you Conserve Precious Brass and 
Copper. 


Your Electrical Wholesaler has 
“ECONOMY DE-iay” Renewable Fuses 
and Renewal Links in stock. 


Ask for the Economy Catalog 
and Price List. 


@® Reg. U. S. Pat. Office 


ECONOMY FUSE AND MEG. GO., 2717 creenview ave, cnicaco 14, 1imois sersssexratss oy 


ELECTRICAL WHOLESALERS—When you corry al! standord capacities of 
‘ECONOMY DE-LAY” Renewable Fuses and Renewable Links in stock, you 
5S770EWRR get Profit PROTECTION, by moking Soles thot might otherwise be lost 
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SQUARE iV Save space and time. Mount and wire 
d of two..-- 
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Square D Company, 4041 N. Riche 
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Wholesale Price Index 48 


A new department featuring the monthly price relatives for 62 electrical prod 
ucts—apparatus and supplies, housewares, major appliances, and radio and TV 


An Editorial . . i ie care 66a 
One Sure Way To Get More Defense For Less Money 


Into This Challenging Year 
HERE'S WHAT THEY SAID ON THE CONVENTION FLOOR 
THEY TALKED ABOUT INDUSTRY PROGRAMS 
HERE'S WHAT THEY SAID ABOUT THE NEXT SIX MONTHS 
HERE'S WHAT THEY SAID OFF-THE-FLOOR 
A GUIDE TO PROFITABLE MANAGEMENT 
PICTURE HIGHLIGHTS OF THE CONVENTION 
A comprehensive report on the 45th Annual NAED Convention in Chicago 


The Return to Seasonal Patterns 


A lot of the old seasonal production ups and downs give promise of emerging agair 


What Salesmen Want in Sales Meetings 82 


A recent survey shows distributor salesmen's choices—and also their pet peeves 


Parlez-vous ‘Electrical?’ J. F. McPartiand and R. W. Noel 84 


How to pep up your sales talk with the colorful jargon of the electrical industry 


Smart Display Board Selling .. . 88 


Bond Electric got more than it bargained for in its chime display campaign. 


No More Billing Backlog George D. Farley 90 


A mechanical “aspirin has cured the invoicing headache of Doubleday-Hill 


Backyard Sports Lighting 93 


A large lighting market that can literally be found right in your own backyard 


Push Button Farming 94 


You have the answer to the farmer's manpower problem—electric hired hands 


There’s More Than One Way To Close a Sale F. W. Sullivan 96 
That's what Jerry Quayle found out—and just in time, ¢ 


Super Market Merchandising 99 


Northwest Electric Supply's approach is that of helping the customer help himself 


The Spring Convention of NAED’s Pacific Zone 100 


Presenting the news and members’ views of this important western conference 


The New American Market .. . 103 


A seven-page report that can be used as a quidepost to local market development 


DEPARTMENTS 
New Products 5 Times and Trends 
Washington Straws 33. News of the Industry 


Business Index 45 and 46 Calendar of Events 


Member ABC and ABP App 





TOP MAN ON THE A.C. CONTROL 
TOTEM POLE? 


THAT’S CLARK “CY”! 


EFFICIENT DESIGN 
THOROUGH ENGINEERING 





EXPERT MANUFACTURE 
RELIABLE PERFORMANCE 
EASY INSPECTION 

LOW MAINTENANCE 


EVERYTHING NECESSARY TO PROVIDE 
STURDY RELIABLE DEPENDABLE A.C. STARTERS 
FOR HEAVY DUTY APPLICATIONS. 


Lets Look 
at the 


Design 


Cut-away view showing steel arc 
chamber twin-break contacts and 
magnetic blowout coils 


Here, for the first time in electrical control history, 
twin break contacts and strong multi-turn twin magnetic 
blowouts are combined in economical space. 


@ Each arc chamber is steel enclosed, carries the flux, 
and provides the ultimate in non-carbonizing. 


® The arc is forced to rotate, moving continually from a hot 
to a relatively cool spot. 


¢ This results in highly efficient and extremely effective arc interruption. 
® Consequently, contact life is greatly increased. 

* All parts are front connected, front removable. 

e Only tools needed are wrench and screwdriver. 


You ought to try CLARK type “CY” 


rt CLARK CONTROLLER co. 


C 
/ 
NEERED ELECTRICAL CONTROL © 1146 EAST 152N° STREET, CLEVELAND 10, OHIO 
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NEW PRODUCTS 


ous runs. The channel makes telescoping union with 
coupler for straight alignment Coupler 1s offset s 
that each fixture in continuous runs is automatically 
spaced. Manufacturer states multiple knockouts re 
ceive practically all commercial dual stem sets. Chan 
nel and coupler are constructed tO receive Ste 


' 


lirectly or in conjunction with the side clamp hangers 
Lighting unit is prewired to terminal block connector 
V” type girder is designed to support more than 40 
lbs. at center without perceptible deflection in 8 ft 
Fixture is wired in rapid start or slimline with shield 
ing angles laterally ley. and longitudinally 45 deg 


| 


SET-SCREW CONNECTOR 18) deg or without cross louvers. Available in 40, 6 


Midwest Electric Manufacturing Co., 1639 W nd 75 watts. Side panels | 
Walnut St., Chicago 12, Ill. r metal and gla 


has 





Specially crimped set screw on EMT connectors 





couplings is a locked set screw designed to prevent 
loss. The manufacturer says the set screw cannot 
readily be backed off completely from the seamless 
steel connector or coupling threads. Photograph 
shows back-off limit of set screw travel. The screw 
does not interfere with assembly of fitting to conduit 
Available in sizes: 14 in., 34 in., and 1 in 











VERTICAL ACTION STARTER 


Square D Company, 4041 North Richards St., 
COO CU cee nteeeenneeeneenseneanna Milwaukee 12, Wis. 


Nikoh Tube Company, 5000 S. Whipple St Smaller than the clapper type starter it replaces, a 
Chicago 32, Hl. new NEMA size 4 vertical action starter is now in 
Feature of the thinwall tubing is four tracing line production. The unit has maximum polyphase ratings 





of the same color—red, blue, yellow or black—spac of 50 hp 0 volts, 100 hp., 440-550 volts. Overall 
90 degrees apart and running the full length of the limensions are 9 “ hig rq in 
tube. The manufacturers say that through coding o leep. Silver contacts at med 0 require filing 
individual raceway runs—for example, blue for | or dressing and a louble-break to eliminate all 
voltage, yellow for 110 volts—maintenance men c: exible jumpers and pivots. The armature has straight 
quickly trace electrical trouble. The colored tubing line motion, guided at top and bottom. All parts are 
also said to be an aid in coding special wiring system front mounted. Contacts may be inspected by remov 
ng the arc chamt ( { y be removed 


replace 1 without turbin f id wirins 


WIRE CONNECTOR 


Holub Industries, Inc., Sycamore, Hl 


i Bakelite 
It is ay 
for joinmy 
no. 18 with | no 

wires, S lid Stral 1 r a mixture oO! orl As the 
FLUORESCENT FIXTURE connector is screwed on, the wires rawn throug 
the small end of the cone into the k where they 
iged in. According to the 
A sectional beaded channel carries the fluorescent wedging 





Gibson Manufacturing Company, Atlanta, Ga page: 
. ° if¢ ¢ 


i¢ 


fixture whether mounted individually 
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THE NEW 
CUTLER-HAMMER 
UNIT BREAKER 


Modern Low-Cost Circuit Protection 


The new Cutler-Hammer Unit Breaker—the Unit System 
Circuit Protector—has everything you want —low price, top 
convenience in stocking, in selecting proper circuit breaker 
capacities for a specific home or other buildings, rapid, easy 
installation and wall-switch snap-on, to restore service. 
The Cutler-Hammer Unit Breaker is 3 simple components. 
The case with bus bar assembly. The individual circuit 
breaker in 15, 20, 30, 40 and 50 amp. capacities that the con- 
tractor just picks out and pushes in. And the cover for flush 
or surface mounting. 6 case sizes handle any circuit com- 
bination from 1 to 32 circuits. There are many other features 
too—plus genuine Cutler-Hammer quality at new low prices. 
See this new Unit System Circuit Protector. Get the whole 
story including the new pocket size Handilog and selector 
charts. Don’t delay. Cash in. Contractors, see your authorized 
Cutler-Hammer distributor today. CUTLER-HAMMER, 
Inc., 1327 W. St. Paul Avenue, Milwaukee 1, Wisconsin. 


CUTLER-HAMMER 


Basically 3 Components 
The C-H Unit Breaker consists of case, 
individual circuit breakers, and cover. 
Easy to assemble, and install. 


la is 


6 Cases—32 Circuits 
Only 6 case sizes handle all needs to 
32 circuits. Also raintight and special 
types available. 





Rock Bottom Prices 
Plus These Features 
Ambient comp ted. No pre-tripping 
in hot climates. Thermal magnetic pro- 
tection against heavy overloads and 
shorts. Compact, rugged, lasting, de- 
pendable. Quick make and break for 
long contact life. Famous C-H Quality. 
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WRENCH 
Appleton Electric Co., 1701 Well- 
ington Ave., Chicago, III. 





Utility wrench, designed for assembly 
of thin-wall fittings, combines de-burr 
ing and non-slip tightening in one 
tool. It is available in two sizes, each 


with double ends, to handle 1% in 
and 34 in., or 1 in. and 11% in. fittings 
The wrench is made of drop forged 
steel. The renewable de-burring and 


non-slip plate is case hardened 


LAMP STARTERS 





Harvey Hubbell, Inc., Bridgeport, 
Conn. 


Fluorescent lamp starters come in tour 
types. A glow discharge starter is for 
normal operating conditions. The pro 
tective type starter de-activates worn 
or defective lamps. A third type is de 
signed for use under “hard to start 


conditions involving high humidity 


low line voltage. Available on request 


re starters for d.c. applications 


PANELBOARDS 
Frank Adam Electric Co., St. Louis 
3, Mo. 


Circuit breaker panelboards are avail- 
able in 10 sizes of enclosures, five with 
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main lug connection and five with main 
circuit breaker connection, 50 to 225 
amp. Capacity 
circuit breaker with thermal magnetic 
overload protection and manual or 
automatic quick-break 


operation. The panelboards are of the 


Featured are “quicklag 


quick-make, 


“panel base assembly” design 





LIGHTING FIXTURE 
Killark Electric Mfg. Co., St. Louis, 
Mo. 


Weatherproof lighting fixture is tot 
industrial, public and residential ap 
plications. Unit may be relamped with- 
Neoprene gasket is also 


out tools 


weatherproof. Series includes three 
styles: bracket, ceiling and pendent, in 
clear or frosted glass, and will take 
from 60 to 150 watt lamps. Fixture 
available in plain alumalloy or steel 


grey finish 


FLUSH ENCLOSURES 


Combustion Control Corp., 718 


Beacon St., Boston 15, Mass. 
Flush 
series flame failure safeguar« 
FP-4 


semi-automatic 


enclosures are for the 26 


1 controls 


type 


system is used for manual or 
fired gas-oil or coal 
burners. FP-2 system is used for the 
full automatic fired burners. Both are 
supplied with dust tight flush mounted 
control housings. Units may be 
mounted in combustion control power 
panel with all control wiring concealed 


in panel's rear 














WiRE CONNECTOR 
Metalectrics, Inc., 677 Broadway, 
New York 12, N. Y. 

Bakelite 


helical 





connector 1s of 
The U 
of 2 


solid 


wire 


cone spring ty pe 


listed connector has a capacity 
solid or 4 no 14 
permit a 


twist of the 


or 4 no. 12 
wires. It is designed to 


sate connection with a 
finger. The unit completes a quartet of 


items of the 


. 


Same ty pe 


> &, 


SWITCHES 
Cable Electric Products, Inc., Provi- 
dence, R. I. 





Residential switches combine a heavy 


duty housing and a positive switch 
mechanism designed to assure long 
usage and foolproof operation. Deep 
wire-retaining walls secure conductors 
as well as heavy 8-32 binding terminal 


screws backed out for quicker wiring 


ELECTRONIC RELAY 


General Electric Co., Schenectady 
5, NM. ¥. 
Electron 


resistance SCNnSILIVEe 


i st } le ss dial 


Op a 


relay 


can be varied by It may 


be used to start or fractional 


horsepower motor directly when a con 
tact making ammeter, voltmeter or 
watrmeter reaches a required meter 
Other liquid 
control, parts 


solenoids and 


reading uses include 


level sorting of small 


ind operating of light 





SERVICING THIS FURNACE is no trouble at 
all. Flexible seavtrre Conduit permits 
ready opening and closing of burner. 


To inspect or clean this furnace in the 


New York Telephone Company Build 


ing, they have to swing away the 
burner. The conduit which protects the 
control wiring must also move and the 


original conduit failed rapidly at the 
fittings. What licked it was a tough 
combination of movement, heat and 
abrasion, Then seEaLtiITeE* Electrical 
Conduit was installed and has been 
working round the clock ever since, 
with no sign of wear, SEALTITE’S syn 
thetic jacket makes a much neater 
looking assembly, and its tough steel 


THE NEW YORK TELEPHONE COMPANY uses SEALTITE Electrical Conduit 
to wire the fuel oil heater for the burner, motor power leads and trans- 


former leads for spark igniter control wiring to Servo motors 


Telephone Company calls on durable SEALTITE 
when original oil burner conduit fails 


core stands up under mechanical abuse. 

New, improved seaLtTiTE (Type 
UA) provides the best all-around pro- 
tection available in a flexible conduit. 
Underwriters’ Laboratories approves it 
for use in wet locations and where 
exposed to mineral oils (up to 60 C). 
A JIC-approved seaLtit! Type EF for 
machine tool and similar applications 
is also available. It bends to small radii 
and installs easily in cramped quarters 

Stock SEALTITE Types UA and EF 
They come in long random lengths and 
can be cut to any size youl customers 


want without waste. For descriptive 
booklets write: The American Brass 
American Metal Hose 
Branch, Waterbury 20, Connecticut. 
In Canada: The Canadian Fairbanks- 
Morse Company, Limited 

i 


Company, 


for flexible, liquid-tight electrical 


conduit specify SEALTITE 


an ANACONDA product 
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NEW PRODUCTS—co ved 


contactors. Power 


115 


should 


requirements are 
230 volts, a.c., 50/60 cycles, and 


not exceed 10 volt amperes 
The time delay, depending somewhat 
on the dial setting and the external 
resistance value, is rated at 5 milli- 
seconds minimum. The relay enclosure 
is both weather resistant and dust tight 


and measures 10 by 614 by 47% inches 


REMOTE CONTROL MOTOR 


U. S. Electrical Motors Inc., 
Angeles 54, Calif. 


Los 


Totally enclosed auxiliary motor has 
been developed to give a positive elec- 
trically-driven control for varidrive 
motors. The unit, which replaces the 
control handle, is operated by a push 
button. The motor is 1/15 hp., 1,800 
rpm., reversible capacitor type. It has 
a low inertia rotor for quick stop. The 
worm drive actuates the varidrive mo- 
tor’s speed control shaft as well as the 


adjustable limit switches 


‘ 


LIGHTING UNITS 
The F. W. Wakefield 
Vermilion, Ohio 





Brass Co., 


Modular lighting units are for recessed 
mounting in suspended ceilings in 
multiples of 1 by 4 ft.; 2 by 4 ft; and 
4 by 4 ft. Ballast and lampholders are 
in an individual metal housing. Units 
are provided with hook-on suspension 
points for the swing-down Plexiglas 
Diffuser formed 


panels panels are 
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with an ¢ to 


rigidity 


INSPECTION UNIT 
Stocker & Yale, Inc., Marblehead, 
Mass. 


Fluorescent portable 





inspection unit 
can be used with or without magnifica 
tion. It is designed primarily for use 
wherever close necessary 


Two or four power lens is straddled by 


viewing 1s 


twin fluorescent lamps which are rated 
at 7,500 hours of normal use. The unit 
can be equipped for ultra-violet radia 
tion 





LIMIT SWITCH 
Minneapolis-Honeywell Regulator 
Co., Micro division, Freeport, IIL. 


Explosion proof limit switch is for use 
on machinery and industrial equip 
ment in explosive gas or vapor-all 
atmosphere. It is U.L. listed as suitable 
Class 1, 


Group C and D. The operating head 


for hazardous locations of 
may be adjusted to any of four hori 
zontal positions. Roller arm assembly 
may be reversed to position the actu 
ator roller on either side of the actu 
ator arm. Roller arm is field adjustable 


to operate clockwise, counterclockwise, 
both 


assembly is adjustable through 360 de 


or in directions. Actuator arm 


grees to any of 870 positive lock posi 
tions at intervals of 0.4 degrees 


UHF-VHF LINE 


Anaconda Wire & Cable Co., Hast- 
ings-on-Hudson, New York 


All-channel UHF-VHF is easily term: 


nated by a penknife. It consists of two 


high-strength conductors enclosed and 
spaced within a foamed polyethylene 
compound. This is a low loss insula 
tion designed to virtually eliminate 


trouble by internal moisture conden 


sation. It is also said to have good 


resistance to weather, sunlight and 


abrasion 


SHEATHED CABLE. 


Columbia Cable & Electric Corp., 


Brooklyn 8, N. Y. 


Improved non-metallic sheathed cable 
tack-free, 
coating which is designed to be cleaner 
The 


also says the cable is readily installed 


features a battle ship grey 


manutacturet 


and easier to handle 


because it is easy to pull. The cable is 


Ui] approved 


eee 
ong, 


POWER DRIVE 


Beaver Pipe Tools, Inc., Dana Ave., 
Warren, Ohio 





Small power drive weighs about 100 
lbs. The cast steel-iron metal housing 
and ¢huck has been replaced with alu 
minum. Other design changes include 
more convenient location of switch 
lever safety-lock on switch and bronze 


spindle bearings. Large side openings 








The name behind the product can mean much to you. If you like to 
deal with a company that puts cooperation, friendliness and in- 


of Top Quality 
tegrity above all—remember— 
AL You'll like doing business with Triangle 
TRIANGLE CONDUIT & CABLE CO., INC. 


& a» NEW BRUNSWICK, N. J. © MOUNDSVILLE, W. VA. 
When t's a Question of Carrying Elechical Power— Specify TRIANGLE 


The Trade Mark 
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—_ t lod id ynal ophone 
ee " ures mciude an additronal mict | 
Ww ODUCTS — continued ae 
PR Pi Se nput, modern all-steel case trimmed 


n chrome, and a sloping, lighted con 


serve for motor ventilation and hand 
This 
heavy duty !% in. to 2 in. chuck, en- 


trol panel. Plastic dial pointers glow 


rips for moving model has a 
grips for ‘ “a red when unit ts on. Each of the micro 


phone inputs and the phonograph 


} 


. : _ g | yi rT 
closed gears running in oil ar input has a separate volume control 


weatherproof motor 





DEHUMIDIFIER ___ 
Viking Air Conditioning 
Cleveland 2, Ohio 


( orp., 


Automatic dehumidifier condenses ex 


cess air moisture over its cooling co! 
Moisture drips into porcelain wat 
When full, 


inside the automatically 


container container 1s 


float drawer 
switches off the machine and turns on 
a red signal light. The unit condenses 
up to 12 


hours, depending on the humidity of 


) 


quarts of moisture in | 


the room air. It is 18 inches high and 
weighs 55 pounds 


TAPE EECCA 


RCA Victor div., Radio Corpora- 
tion of America, Camden, N. J. 


Portable tape recorder is a dual speed 
machine which can record or play back 
up to 2 hours, and can rewind in un 
der three The 
all sizes of tape reels up to 
Push button controls operate the unit 
Main power requirements are 10) to 


minutes machine uses 


\ 
mchnes 


125 volts, 60 cycles, ac. only (50 


cycles on special order). Unit also has 
a jack to permit attachment to phon 
graphs, radio receivers and p.a. sys 


tems. Weight is 25 pounds 
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VENTILATORS 


Pryne and Company, Pomona, Calit 





Exhaust ventilators have a new design 
change. The receptacle is placed just 
inside the plaster ground and is flush 
with the edge. This is to make it easier 
to replace the motor assembly since the 


receptacle can be secn easily 











LOUVER-DIFFUSER _ 


The Edwin F. Guth Co., St. Louts, 
Mo. 


Plastic louver-diffuser is designed t 


form a completely illuminated ceiling 


for stores and offices. | ight is diffused 
translucent cubical 


tacets which pr vide ‘ 


throug! , in 

deg shielding 

Lattice-like pattern sections rest on 
I 

j 


inverted ““T” rails which are suspende 


from the overhead 


AMPLIFIER 


Bell Sound Systems, Inc., 
Marion Rd., Columbus 7, Ohio 





555 


Improved watt amplifier is an 8 


tube version of one of the company’s 
New design fe 


most 


popular units 


Dimensions: 114 2 in. deep; 8 in. high 


ind 1615 in. wide 


FERAL WA (| 


RRA MII 


AIR COOLERS — 


Phermador Electrical Mfg. Co., Los 
Angeles 22, Calif. 


Air outlet discharge ot the evaporative 


if coolers 1S 


located at the top Th 


unit 1s installed by resting the outk 


on a window sill and adjusting bracket 
it Cooler’s bottom for leveling. Opera 
ing switch ts located at center front 
The coolers are equipped with built-in 
low duct, level 


1800 ctm 


pump, float valve, win 


/ 


Inp feet and ire rated at 


nd 2,500 cfm 


TELEPHONE 
Crouse-Hinds Co., Syracuse 10, N.Y. 


Explosion-proof telephon sheathed 


in two sections Of aluminum. It is pow 


ered by the sound of the human voice 


which causes fluctuations in the trans 
mitters magnetic circuit thereby mak 
ing an electrical current. The phone ts 
with a 


equipped 


magneto 
a bell 


states that it can be 


ition in and 


pe wered 
howler instead of Manufacturer 
ised for communi 
around hazardous areas 





Four Steps That Mean 
Easier, Quicker, Safer Installation of 


CRESCENT 


ABC ARMORED CABLE 


FILE OR SAW 4 INSERT INSULATING 
GUIDED BY CUTMARK BUSHING 


NOTE CUTMARK on the fourth turn from right on armor of cable above. This cut- 
mark (at 114” intervals) shows the location of a prefabricated breaking line inside the 
armor. Only a few strokes of a file or saw guided by the cutmark are required to cut 
through one outer ridge, and a bend by hand severs the armor. This results in a clean 
separation with no sharp edge—a safer, easier and faster job. The prefabricated break- 
ing lines are so designed that there is no reduction in tensile strength, bending quality. 
crushing resistance and electrical conductivity of armor. 

NOTE BOND WIRE UNDER ARMOR which is in contact with the under side of each 
convolution. This provides permanently low armor resistance. It is furnished in sizes 
No. 14 and 12 AWG Cable. 

GENUINE A B C CONSTRUCTION provides for easy insertion of the insulating bushing 
because the paper under the armor readily unwraps from under both ends providing 
space to insert the bushing. 

ALL GLASS BRAIDS protect the rubber insulated conductors, and are flame, moisture 
and rot proof. The use of ALL GLASS braid results in a cable with smaller diameter and 


lighter weight, being easier to handle and install. 


CRESCENT 


WIRE & CABLE 
CRESCENT INSULATED WIRE & CABLE CO. 


TRENTON, N. J. 


ELECTRICAL WHOLESALING—July, 1953 





NEW PRODU — continued 


and can also communicate with other 
sound powered phones within a range 
of 30 miles 


PS 
% 


ELECTRIC CHAIN SAW 


SKIL Corp., 5033 Elston Ave., Chi- 
cago 30, II. 


Pushbutton oiler lubricates the electric 
saw's chain operation. The 
unit Cuts up to 14 in. on one cut. Chain 
is chrome plated, chipper-type that 
travels at 1,400 feet per minute. Spade 
type rear handle and wrap-around uni 
versal handle are for easy handling 


Standard voltage is 115. Available for 
? 


while in 


20 volts. The unit weighs 16! Ibs 
and runs off a 1,500 watt generator 


SPLICING TAPE 


Boston Woven Hose & Rubber Co., 
P. O. Box 1071, Boston 3, Mass. 





Plastic electrical splicing tape contains 
a pressure-sensitive compound. The 
will resist 


manufacturer claims it 


weather, corrosive chemicals, water, 


oils and abrasion. Dielectric strength 
averages over 1,000 volts per mil of 
thickness, meeting U. | 
U. S. government's and ASTM stand 
ards. Tape comes in 60- and 20-foot 
widths; and in a 12! 


also be 


used in taping tools, fishing rods and 


specifications, 


rolls in 44 in 
foot roll, 14 in. wide. It may 
repairing hose 
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SHORT WAVE RADIO 


Capehart-Farnsworth Fort 


Wayne 1, Ind. 


Incorporating one 


Corp., 


short wave ban { 


covering 4.7 to 18.1 megacycles, a new 
short wave radio can receive all domes 
tic and foreign broadcasts within these 
The 


permanent magnet speaker, an enlarged 


frequencies unit has a_ special 
tonal chamber and vernier tuning con 
trols. It comes in three color combina- 


tions 


TIME SWITCH 
Paragon Electric Co., Two Rivers, 
Wis. 

New design improvements in the ter 
bloc k 


features of 





minal and redesigned contact 


irms are the time switch 
The unit also has a “skip trip feature 
which permits hand tripping ahead of 
the automatic setting. Dial and trippers 
may be set without the use of tools 


Window is non-breakable 




















TABLE RADIO 
Crosley div., Avco Manufacturing 
Corp., Cincinnati 25, Ohio 





Stylized speaker yrille is a feature of 


the a radio The two CD emer! 


640 and 1240 
Radio 


trans 


ency broadcast bands 
tuning dial 


core LF 


{ sensitivity 


are marked on the 


also features an tron 


former for increase and 
selectivity, drift-free tuning, automatic 
control, an Alnico V_ speaker 


] 


volume 


built-in antenna and ac. or d.c. opet 


ation 


ROASTER OVEN _ —_ 


Nesco, Inc., 201 N. Michigan Ave., 
Chicago 1, IL. 


20-quart, electric roaster 


a “see-through” window in 


and a re-designed bake rack 


guard rails. Internal changes in 
relocation of the nichrome-reflex 


ing elements in the side walls and 
trom of cabinet, and the use of a new 
lective coating on the inside ot the 


| 
uter jacket 








PHONE LIGHT_ 


General Electric Co., wiring device 
dept., Providence 7, R. I. 

The broad base of the phone light and 
all purps »¢ night light slips under desk 
phones, hangs from a nail or picture 


T he 


swivels 


hook beside wall phones unit 


which adjusts on three turns 
in any direction. A plastic shade may 


light Ir | 


equipped with a built-in pushbutt n 


be rotated rm center the 


witch, 6-foot cord and watt bull 


















































ALL-STEEL EQUIPMENT In¢.—s00 Kensington Ave., Aurora, Illinois 
""A BOX FOR EVERY NEED" 
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RECEPTACLE COVER 
Killark Electric Mfg. Co., St. Louis, 
Mo. 


Flush switch screw cap, weatherproof 


receptacle cover is supplied with 


mounting 
cover is an 


screws and gasket. This 
addition to the company’s 
present line of spring-type covers. It 


is made of alumalloy 


INTERCOMMUNICATION UNITS _ 


Webster Electric Co., sound divi- 


sion, Racine, Wis. 
New 
porate styling of deluxe models which 
is designed to make them suitable for 
small business and specialized depart- 
are available with a ca 
Series 


intercommunication units imcor 


ments. They 


pacity Of ten stations OF less 
pictured has a self-starting clocking 
movement and operates on 60 cycle 
current Another series operates 


110-125 volt, ac 


only 


or d.c. current 


WIREWAYS 





Cen- 


Keystone Manufacturing Co., 


Mich. 
Flanged hinged cover and flangeless 
wireways are UI 


ter Line, 


screwcover 8 in. sq 
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approved. Since they will carry up to 
15 500 CMF conductors, one run has 
the capacity of 3 runs of 6 in. sq. or 
5 runs of 4 in. sq. wireways, as defined 
in the National Electric Code. Both 
types come in 1, 2, 3, and 5 foot 
lengths. Side and back knockouts ac 
commodate 14% in., 34 in., 1 in., 114 in 
conduit 


a= | 


TEMPERATURE CONTROLLER. 
West- 


Automatic Devices Co., Inc., 


ern Springs, IIL. 


An outdoor thermostatic bulb measures 


weather conditions and resets a 


tem” thermostat that measures 


changes the temperature of the water 


} 


being outdoor weather 


length of flexible 


circulated as 
changes. A six-foot 
soft copper tubing is wrapped around 
the pipe to measure the temperature 
This is de 


halt 


of water being circulated 
signed to cut installation costs in 


FRESWHD-Alag 


AUTOmarTiC¢c 


Timer 





ELECTRIC TIMER 
Fresh’nd-Aire Co. div., 
poration, Chicago 1, III. 


Cory Cor- 


Automatic electric timer is for use 


with dehumidifiers, fans, circulators 
and humidifiers 
into timer which 
certain Timer 


turns on and shuts off appliance 


Appliance is plugged 
is set to run for a 
autongatically 


This 


time 


procedure is repeated daily 


REEL LIFTER-ROTATOR 


Neal Co., 2806 
Omaha, Neb. 


Hydraulic reel lifter and power rota 
as a plain lifter 


Leavenworth Sct., 


available 
Machines are 


tor 1s also 
made 
2410 


diameter and up to 30 in 


less power drive 


in two standard sizes: reels from 


to 52 in 


wide; 30 in. to 60 in. diameter and up 


to 46 in. wide 





ATTIC FAN 
Frigid, Inc., 
Pac kage 


automat 








Brooklyn 32, N. Y. 


unit attic fan has a built-in 


shutter. The unit has a fan 


mounted on sealed ball bearings and a 


motor completely wired with fusible 
link cut-off switch. Venturi-type orifice 
is designed to afford maximum air de 


bake d 


enamel with aluminum ready cut trim 


livery. The fan comes in ivory 


and requires a 36 in. by 36 in. ceiling 


he rhe 
MERCURY LAMP 


Westinghouse Electric Corp., 
Bloomfield, N. J. 





lamp 
division, 


A 700-watt mercury lamp has a rec 
ommended minimum mounting height 
of 


in street 


) 


i feet and is expected to be used 
flood and 


The lamp gives 35,000 lumens initially, 


general lighting 
has an average rated life of 4,000 hours 
and may be operated from 460 volt 
choke. It 
from other voltages with a suitable bal 


last 


circuits with a also works 


which also acts as a transformer 


5 





SAVES TIME and MONEY! 


; lackhaw 
ndustries 


pce Sele Gk ae 


NEW apsusrasie 


NO-NOTCH BAR HANGER 


No, 560-12” to 18"; No. 561—18" to 26”. 


~7? 


7 
\ sors — 


ee <i 
nea 


% 


NO BOLTS! 
NO SCREWS! 
NO NUTS! 


‘NO NOTCHING- 


FEATURES THAT SELL 


® Only three simple parts © No screws, nuts, or 
bolts to adjust or loosen © Profitable for use on 
new or old work ® NO notching or cutting into 
beams ® Perfect alignment © Two ADJUSTABLE 
sizes for ALL outlet boxes; from 12 to 18 inches 


FASTER, EASIER INSTALLATIONS 


You profit when you offer your customers Blackhawk’s new ad- 


justable No-Notch Bar Hanger. Eliminates notching, speeds in- 


stallations. A multi-purpose hanger used primarily for shallow 


or deep boxes in new construction. Adaptable to re-wiring old 


work, too. A 3-in-1 bar hanger backed by an unconditional guar- 


antee to save time and money. You'll get plenty of repeat busi- 


& 18 to 26 inches between joists and wall studs. 


ness and profit from this item. Once it’s tried it's always used! 
































Insert stud from inside of 
outlet box thru center hole. 
NOTE: Threaded part and 
both lips of stud will then 
be on inside of outlet box. 


SPECIFY be WHEN YOU BUY 


Them 





stries 


Position assembled unit be- 
tween joists so right angles 
of bracket are flush with 
joist ends as illustrated. (See 
inset.) Bracket ends are 
notched so points will hold 
assembly in place for nail- 
ing. Drive nails at 45° angle. 


Slide box into desired po- 
sition. Press flipper down 
until secure on bracket 
arm. NO OTHER bar 
hanger gives you _ this 
quick, no-notch perma- 
nent’ installation! 


WRITE TODAY 
FOR PRICES 


BLACKHAWK INDUSTRIES, ousvaue, iowa 


Entrance Cable Fittings . Steples . Yerd Lights . Sill Pletcs . Locknuts end Bushings . Wire Holders 

Fluorescent Breckets . Coble end Conduit Straps . Connectors . Box Supports . Conduit Entrance 

eit, miatieticeeene UME ios mee tenes ea Taen  craaan 
Hengers . Beem Clemps . Mechine Screws . Wood Screws. 


Insert female bracket be- 
tween stud uprights on 
outside of outlet box. 
Slide male bracket into 
female bracket. 
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NIKOH colorline E.M.T. 


THE HIT OF THE N.A.E.D. CONVENTION 


raceway becomes traceway with 
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They couldn't afford less 


RoZone-RoPrene power cable being reeled off 


Trench digger breaks ground for laying of 5 KV 
and laid in trench. 


RoZone-RoPrene power cables to supply run- 
way lights. 


In this installation cables were covered with 
three inches of sand to prevent mechanical 
damage from rocks, etc. 


All-resistant RoPrene sheath and moisture- 
resistant RoZone insulation permit direct earth 
burial. Note “counterpoise” wire for lightning 
protection. 
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‘than the best cable 


at Salt Lake 


Whether you are selling or in- 
stalling airport wiring, bear in 
mind that the buyer has two pre- 
requisites (1) dependability, (2) 
long-time economy. 

The Salt Lake City Municipal 
Airport is a case in point. Here, 
5 KV RoZone-RoPrene (CAA-L- 
824, Type B) airport lighting 
cable was specified for several 
reasons. 

Its premium quality oil base 
insulation (RoZone) assures ex- 
ceptional protection against op- 
erating temperatures and mois- 
ture. High impulse strength aids 


against lightning damage. 

At the same time, its Neo- 
prene (RoPrene) sheath resists 
the attack of soil acids, oils, 
greases, alkalies, moisture and 
flame. These features, plus in- 


herent toughness, permit direct 
burial in earth. 

The contractor also realizes 
considerable cost savings be- 
cause of easy installation. Both 
RoZone-RoPrene and RoMarine 
(specially compounded rubber 
insulation)-Ro-Prene (CAA Type 
A) eliminate costly man hours. 

They are especially easy to 
tap and splice. Simple manual 
connections eliminate potheads 
and stress cones. 

But, regardless of whether 
you are selling or installing ca- 
ble in airports, industrial plants, 
buildings, homes or farms, your 
reputation insists that you take 
no less than the best. Standard- 
ize on Rome wires and cables. 
Mail the coupon for your free 
copy of the Rome Power and 
Control Cable Catalog. 


Installation: Salt Lake City Mu 
nicipal Airport 

Electrical Contractor: Thompson 
Electric, Salt Lake City 


RoZone-RoPrene was the first 
cable construction to be ap 
proved as Type B under CAA 
Specification L-824 


RoMarine-RoPrene was the first 
cable construction to be ay 
proved as Type A under CAA 
Specification L-824 


Please send me the Rome 


Catalog. 


Name 


ROME - NEW YORK Company 


Power and Control Cable 


aad 


TORRANCE + CALIFORNIA Address 


City 
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PRESENTING THE 


~ NATIONALELECTRIC 


“XDUCT JR.” ELECTRICAL METALLIC TUBING a 


FISHING IS EASY WITH 


“XK DUCT” CONDUIT 


Proved best by actial teh tect! 





“K DUCT” CONDUITS! 


"XDUCT” RIGID STEEL THREADED CONDUIT 
Here’s what these new conduits mean to you! 


\Duet’s”’ new aluminum r coating that adl 


EASY FISHING 
enamel inside coating (patent applied for) was devel eel Sse up 
oped through intensive research in connection with 
important government projects. It provides lubrication 
as friction builds up between conduit wall and wires 
The result: Actual fishing tests conducted with five 
other leading brands of conduit prove “XDuet 
66°° easier to fish on constant pull-—more than twice 
as easy to start as the second best conduit 


\Duet 
vals nizing to 
The result ever 


cou ple te ly p alvan 


rigid 


end 


SUPERIOR BENDING 


ure easy bending 


SUPERIOR CORROSION RESISTANCE 
National Electrie’s revolutionary new patented elec- lO as 
trogalvanizing process electrolytically deposits pure 
zine untformly the surtace of 


“Duct” conduit, including the threads. 


DESIRABLE COLOR 


highly acceptable for insta 


over entire outside 


Phe result: a 
EVERYTHING IN WIRING POINTS TO 


National Electric Products 


PA. 
34 Sales Offices 





PITTSBURGH, 


3 Plants *« 7 Warehouses « 


THREAD PROTECTION 


1 
steel cond 


riar Corre 


assure complete 
r 


\Duet 


lation in ¢ 


LISTED BY UNDERWRITERS’ LABORATORIES, INC. * STOCKED BY LEADING ELECTRICAL WHOLESALERS EVERYWHERE 
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KITCHENS. Built-in wall unit with electric out- 
lets for kitchen appliances. Housewives will love it 


BATHROOMS. Solves bathroom clock problem 
7-watt night lamp a real feature. Other locations 
include game rooms, bedrooms, utility rooms 


Built-in 
unit 


... neat, trim, 
permanent. 








Low-cost. 





* 
9-Way feature tt 
helps sell homes 


IN wall. No cord st} 


lat 


Goes right 











1OWS 


Here’s a real big-volume sales item for your builder and electrician 
trade. A wonderful sales help for new homes. Also for remodeling 
jobs, motels, apartments, resort cottages. Easy to install. Gives 
modern, uncluttered look. Write for information on distributor- 
ship and special introductory offer. Telechron Department, 77 
Union St., General Electric Co., Ashland, Mass. 


Installs easy as A-B-C 


A Attach adaptor plate to B Connect wires. Operates C Mount clock. Only four 
4” outlet box. Fits GE model on 110 v., 60 cy. house cur- screws to fasten. Movement 
$P52151 or equivalent. rent. Outlets rated at 15A. recesses into wall. 


clelechion 
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SIA 


The smooth, clean inside enamel finish 
of Columbia E. M. T. makes 
wire-pulling easy. The galvanized 
coating prevents corrosion. Every 
length is thoroughly inspected before 
shipment—always uniform. Plus, 
Columbia gives you service that keeps 


; 4 ” 
Weelttasteriectitctelesl mmelsmreslceleics| 
bs , 


> Columbia cs snc ce, 


NON-METALLIC SHEATHED CABLE FLEXIBLE STEEL CONDUIT . Ve A.B.C. ARMORED CABLE 


Sales Representatives in These Cities 
Ationta, Ga. Denver, Colo. Los Angeles, Calif. Philadelphia, Pa San Francisco, Calif 
Boston, Mass. Detroit, Mich. Minneapolis, Minn Portiand, Ore Seattle, Wash 
Chicago, Ili Glassport, Pa New York, N. Y. St. Lowis, Mo Thornwood, N.Y 
Dallas, Tex Houston, Tex 
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easiest to specif, ensiast to install, easiest tn soll 


America’s mst complete Quality Lighting Line 





RA Gir 


dule CUSTOM-FITTING LIGHTING 


H 086 U 6 Pat ONCE 





The revolutionary lighting system for commercial interiors. 
Forms unlimited patterns—delivers 20% MORE LIGHT— 
installs quickly and economically —offers enduring beauty. 
Four basic ‘building blocks of light’’ CUSTOM-FIT any 
commercial interior at no more than the cost of 

ordinary fixtures. For full details, ask for 

Catalogs No. 360 and No. 370. 


DY NALITE 
Job-rated Lighting for Industry 


You'll find it easy to specify for any industrial application 
when you choose from the complete line of 82 DYNALITE 
units. Available in all lengths and lamp types, with choice of 
reftectors and shielding. There's a DYNALITE that's 
PRODUCTION.-RIGHT for every job. Full details in 

Catalog No. 438. 


It's easy to specify, easy to sell from 
MITCHELL'S “‘tell-all” Catalogs covering 
Everything in Lighting. Write for them today 


COMMERCIAL FLUORESCENT LIGHTING 


MITCHELL offers 70 superb Commercial Luminaires to 
meet the requirements of every conceivable installation: 
stores, offices, schools, institutions. You can specify 
MITCHELL Luminaires with confidence—they're 

tops for quality, time-saving installation, 

low-cost maintenance and lighting efficiency. 

Ask for Catalog No. 433. 


uni-flow 
Fluorescent Recessed Lighting 


Here's the latest and finest achievement in recessed lighting: 
6 different troffer lengths (shallow or deep); 12 types 

of shielding; 7 types of lamps; choice of reftectors—PLUS 
exclusive ONE-MAN installation feature that cuts 


installing time by 50%! The complete facts are in 
Catalog No. 605. 


ADDRESS 
DEPT. 1-G 
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‘rT CO? ‘) ° ‘) . 
“U.S.” has all 5 tapes to give you .)-way profit! 
FRICTION, RUBBER and PLASTIC 





SECURITY® FRICTION TAPE 


For electrical and general purpose jobs 
Your customers know it’s the strong, rub- 
bery, sticky tape that really grips and stays 
on. The fabric has unusually high tensile 
SECURITY strength to handle tough jobs. Straight 
FRICTION TAPE ‘ cat § tearing, non ravelling No pinholes to 
‘ cause leaks. Rely on Security to turn over 
fast and bring profits. Available also in 
specification grade — U.S. Holdtite® — ex- 
ceeds A.S.T.M. specification 











SECURITY RUBBER TAPE 


For all general electrical work. This unvul- 
canized rubber splicing compound has the 
necessary physical properties: tensile strength, 
elongation, tackiness, plus the dielectric : SECURITY 
strength needed for durable splices. It is easy ; BS ee 
to handle and will fuse into a solid mass with- : . a RUGHER TAPE 
out heat or undue pressure. Available also in -_ oh « saad 
a specification grade—U.S. Holdtite—exceeds —— 
A.S.1T.M. specifications 


ROYALASTIC PLASTIC TAPE 


Does the work of both rubber and friction tape 
in many uses. Many electricians and mainte 
nance men want a tape that makes a thin splic 
and keeps wiring neat and uncluttered. Royalastc 
is the answer. Complete mechanical and elec 
trical protection. High tensile strength and es 
cellent resistance to abra 

sion and to water, oil 

acids, alkalies and corro 

sive chemicals. Good 

stretch clings tightly 


strips cleanly 


These U.S. Tapes sell speedily and bring 
profits all year. Check your stock. Order NOW! 


UNITED STATES RUBBER COMPANY 


MECHANICAL GOODS DIVISION »- ROCKEFELLER CENTER, NEW YORK 20, N. Y. 
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Profit, Turnover, Prestige—you get them all 
when you push the Edwards line. Consistently 
high quality assures long service and satisfac- 
tion for users. Precision engineering and effi- 


cient design provide ease of installation for 


ADAPTABEL 


The most popular heavy duty bell 
... has clear tone with exceptional 
carrying power. By actual test the 
Edwards Adaptabel is 140% loud- 
er than any other bell of equiva- 
lent size. Listed by Underwriters’ 
Laboratories. Available in 4”, 6”. 
10” sizes, 
Loudness Factor 


size 


| decibels’ | loudness units 





tinch 7? | 


77 13.500 
6 inch 83 


21.400 


10 inch 35.000 


“at ten feet 


1. Mount plate on wall or 
outlet box. Elongated holes 
make it easy to line up. 


EASI-MOUNT TRANSFORMER 


For easy and speedy in- 
stallation the Easi-Mount is 
unsurpassed, Mounts to any 
half-inch knockout with ex- 
pandable nipple, adjustable 
by an outside set-screw. Can 
mounted. 


also be surface 


For door bells and chimes. 


ALL PURPOSE CONTACTOR 


ALL. PURPOSE to make or open 

contact on doors, windows, tran 

soms, safes, burglar alarm systems. 

as foot push, automatic machinery. 

etc., operates from pressure in any 
; 


direction. Made of brass, fits 3, 


hole. For low voltage. 


Penna 


contractors. And Edwards policy provides com- 


plete protection for the distributor. 


It pays to promote 


your profits — Edwards. 


2. Pull wire through spa- 
cious center hole and con- 
nect to large binding posts. 


the line that protects 


ADAPTAHORN 


Where maximum loudness is re- 
quired ... especially over unusual 
noise conditions, the Edward- 
Adaptahorn never misses. Loud o1 
muted this is one horn that keep- 
its adjustment . . . never change- 
once it’s set. Listed by Underwrit 
ers’ Laboratories. 
Loudness Factor 


| decibels* | loudness units 


52.000 
10.000 
80.000 


type 


flush 94 
projector | 9] 
srille F 


atten feet 


3. Slip signal on to sturdy 
hanger, push home and 
tighten tamper-proof screw. 


LOW VOLTAGE PUSH BUTTON 


WRITE FOR NEW 
ILLUSTRATED 
STAPLES BULLETIN 


On quality and performance. 
“No. 620” 
has rightfully earned its dis- 


Edwards famous 


tinction of being the world’s 
most widely used flush push 
Has self- 


cleaning contacts. Mounts in 


button, positive, 


hole with spring clips. 


Dept. E.W. 7, NORWALK, CONN. In Canada: Edwards of Canada, Ltd. 
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carries 2500 watts built like a fine watch 
at 125 volts safely for a lifetime of service 


multi-break snap 


only 114” thick . 
action controls arcing 


and 1%" wide 


evolier model 2020 


Proven dependability of Levolier Switches 

is now available in 20 amps 125 volts. The new 
No. 2020 is expressly designed to control 2500 
watts safely on heaters, moters, high 

bay lighting, fluorescent banks, etc. 

Single pole multiple break mechanism with 


Model 1010 ati stall ‘ 
Model 41 on “5 teny. AC and DC rating. Brow n molded 
6 Amp “T” 125V. phenolic case easily removed 
for wiring. Smallest 20 amp pull 
Model 25 chain switch made — only 
am “T” 1257. 114” thick. Underwriters’ 
2 ¥ Color plastic : 
levers Laboratory inspected. 


a U 71 

Model 4100 °125V 
Industrial socket 
660 Watt 250V. 


all are MSGILL- quality 


® 
Send for the new McGill catalog No. 49-A MSG | LL 
describing the complete line of McGill “ 


Lamp Guards, Sockets and Switches. electrical specialties 


McGILL MANUFACTURING COMPANY, INC. 250 N. Campbell St., Valparaiso, Indiana 
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WIRE BY PHELPS DODGE 
MEANS WIRED FOR LIFE! 


Here one of many inspectors checks rubber 


imsulated cable for quality of workmanship, 


peg ww building wire—product of 
Phelps Dodge Copper Products Cor- 
poration—helps build your own reputation 


for skilled, trouble-free installations. An ex- 


ry 
Lae VSTed : 


oo ne 


oe AO 


WIGH VOLTAGE TEST B 


A, PELECTEN WRENere rr 


 Conens SEONTANTE TEST 


Testing a sample of rubber-insulated cable 


for high-voltage breakdown strength. 


acting, direct inspection system continually 
double checks the high quality of Habirshaw 
materials and workmanship—to assure high- 


est standards for long-life service. 
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Habirshaw heat- and moisture- 
resistant, rubber-insulated cable, Type 
RH-RW, typical of quality workmanship that 


makes the name “Habirshaw” synonymous with 





greater job profit in wiring modern buildings 
29 years of careful attention to the 


rigid control of quality—that’s the record 


of this Phelps Dodge worker! 


PHELPS DODGE COPPER PRODUCTS 
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SPECIFY TW BUILDING WIRE 


(newest member of the Ettco family!) 





small diameter Thermoplastic Wire resists severe exposure! 


OTHER PREMIUM 
quality electrical 


easiest, cleanest stripping ever! products by 
saves initial and maintenance costs... installation time! Hee 
laboratory tested and inspected! 


lubricated for easy pulling! 


packaged in handy cartons! © Bushed Armored Cable 


Representatives and warehouses in the following principal cities: © Non-metallic Sheathed 


Atlanta, Go. Denver, Col. Lovisville, Ky. Portland, Ore. Cable 
Boston, Mass. Detroit, Mich. Minneapolis, Minn. San Franscico, Col. e P 
Cleveland, O. Greensboro, N. C. New Orleans, Lo. Seattle, Wash. ad Flexible Steel Conduit 


Chicago, Ill Houston, Tex New York, N. Y. St. Lovis, Mo. . 
Dollas, Tex. los Angeles, Cal. Philadelphia, Po. Syracuse, N. Y. hd Service Entrance Cable 


Washington, D. C. 
SOLD THROUGH ELECTRICAL WHOLESALERS ONLY 
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it's the name to reckon with in electrical 
wiring devices and TURN-TYTE interlocking 
connectors. Rodale offers wholesalers 
throughout the nation the most complete 
independent line for hardware and 
household uses, as well as industrial re- 
HARDWARE quirements. Over a quarter-century of skill, 
DEVICES know-how, and superior judgment goes 
into every item bearing the time-honored, 
job-tested name of RODALE... whether 
it's a wiring device for normal use or the 
famous shockproof, strainproof, safety- 
proven TURN-TYTE connectors for industry 
Where applicable, all Rodale products are 
manufactured under Underwriters’ stand- a“ 


ards, according to Federal specifications 
INDUSTRIAL 


DEVICES 


HOUSEHOLD 
DEVICES 


Warehouses in Chicago and Los Angeles 


MANUFACTURING CO., INC. 
PAS, 
Ge © 


Representatives in all principal cities 
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or convert to higher wattages 


nt Seconda 


Takes Less Than a Minute 
to Change APPLETON AA-51 
Explosion-Proof Lighting Fixtures! 


Appleton AA-51 Explosion-Proof Lighting Fixtures 
are so easy to change, so easy to convert from one 
wattage to another, it takes only seconds! So safe they 
can be changed without danger—even if current should 
accidentally be left on! 

Fixture units are light-weight, compact, easy to store. 
Entire unit changes—no parts to assemble. Can be 
stocked with 60, 100, 150, 200, 300 and 500-watt 
bulbs. Appleton AA-51 Explosion-Proof Lighting 
Fixtures meet all requirements of Underwriters’ Labora- 
tories for Class 1,Groups C and D, hazardous locations. 





SS 
Patent Applied For * f (1) Ceiling mounting illustrated; also available in 
pendent, long bracket and short bracket mounting. 


(2) Standard dome reflector; also available with 
deep bowl, shallow dome and 30° angle reflectors. 


(3) Carrying handle attaches easily, affords safe 
ond convenient grip 


IX Sold Through Electrical Wholesalers APPLETO hi 
| APPLETON ELECTRIC COMPANY 
Tyo” 1734 Wellington Ave. ¢ Chicago 13, Illinois 


* 
Sales Engineers: NEW YORK, 50 Church St. ¢ DETROIT, 3049 E. Grand Bivd. « CLEVELAND, 1836 rY p | osi 0 n = Pro of 


Euclid Ave. * SAN FRANCISCO, 655 Minna St. © ST.LOUIS, 227 Frisco Bldg. © LOS ANGELES, 
100 N. Sonta Fe Ave. © ATLANTA, 724 Boulevard, N.E. © BIRMINGHAM, 809 Brown-Marx Bidg. 


MINNEAPOLIS, 305 Fifth Street, S. ¢ PITTSBURGH, 317 Bessemer Bidg. © BALTIMORE, 100 E. Pleasant St. + 
BOSTON, 226 Ruggles St. © PHILADELPHIA, 231 South 20th © CINCINNATI, 608 American Bidg. 
HOUSTON, 717 M. & M. Bidg. © HAVANA, Cuba, Malecon No. 9 ¢ SAN JUAN P. R., No.6 O'Donnell St. 


CHARLOTTE ¢ DENVER * DALLAS ¢ INDIANAPOUS © TULSA « K ANSAS CITY ORLANDO « MILWAUKEE 
NEW ORLEANS e« SEATTLE * PORTLAND, ORE. 


Export Representatives: International Standard Electric Corp., 50 Church St. New York 7, N. Y¥. 
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BUSINESS SERVICES AGENCY « The Commerce Department has ambitious plans to 
convert NPA from an emergency controls agency into a peacetime “business services” 
bureau. The new agency would have about 20 divisions to act as liaison between govern- 
ment and important industries—including electrical equipment and the general dis- 
tribution business. 

It would also have a production controls office to pull the strings on the defense 
materials system—issuing production directives on mills, granting priorities, allocating 
any remaining scarce materials, and writing the regulations (actual metals allotments 
will be made by the Defense Department and AEC). Each division would be headed 
by an industry man on a six-month rotation assignment. His assistant would be a 
civil service career man familiar with the industry. An advisory council for each 
industry—with a privately-paid staff—would help set policy. 

Main job for the divisions would be to “service” individual industries. In a sense, 
a division would act as Washington clearing-house—or as a “friend in court” for its 
particular industry. The service angle would be played up plenty. 

So far, however, NPA’s conversion is in a rut. Exact functions and organization 
of the proposed new agency have still not shaped up. For one thing, the Justice 
Department wants to take a closer look at whether the industry councils would violate 
anti-trust law. 

For another, outside of steel and aluminum, most industries have been apathetic 
about the whole scheme. They've failed to name people for rotation service with the 
industry divisions, and have shown little interest in the advisory councils. The attitude 
seems to be: the less we have to do with government the better. Commerce, however, 
hopes the new agency will be able to open up shop in August. NPA's remaining 400 
employees would presumably be its nucleus. 


CONSUMER SPENDING PLANS e¢ Consumer eagerness to buy during 1953 is based on 
rising incomes and savings and leveling prices, according to the detailed study of the 
Federal Reserve Board's annual survey of consumer finances. This backs up the FRB's 
preliminary study, issued in March, which offered the most bullish picture for consumer 
buying in three years. 

These are the survey's major conclusions: more people reported feeling financially 
better off early this year, in comparison with a year earlier, than in any previous 
post-World War II survey. They're also more in a mood to buy major durable goods 
than they have been since 1950. 

Increased income is the big factor. This year, 38 per cent of all consumers said 
they were making more money than in 1952. Last year, 33 per cent reported a rise 
in income over the previous year. The big factor for consumer eagerness to buy, the 
survey showed, was the general drop in prices. Only 38 per cent of the consumers 








July, 1953—ELECTRICAL WHOLESALING 











surveyed said they weren't making major purchases because prices were still too high. 
Last year, 52 per cent offered this explanation. 


HOUSING BOOM STILL ON e¢ Sceing no signs of weakening yet in housing, Washing- 
ton expects the boom to run on through most of the year. Housing starts this year, 
estimated at about 1.1 million, should be about the same as last year. Washington 
optimism, however, is not generally shared by home builders who complain that 
mortgage money is tighter than ever and now worry about the new home market. 

Increased VA and FHA interest rates have not shown the results anticipated by the 
industry. Builders gripe that they're not getting the loans they thought they would 
be able to get when the interest rates were boosted. Their feeling is that loans from 
banks and insurance companies won't come through until the yield from VA and FHA 
rates become competitive with industrials and government bonds. 

But Washington housing experts see nothing disturbing in the present tight mort- 
gage situation. VA home loan applications, in which lenders agree to make the loans, 
declined about 6 per cent in April and May. But VA officials think it’s just that the big 
lending agencies are getting their plans worked out for future investment programs. 


FHA MORTGAGE RATES e The fight goes on to ease FHA-insured mortgage rates, de- 
spite the administration’s solid front against any such easing at this time. New goal 
of the builders is standby authority for the President, permitting him to put lower 
down-payments and longer maturities into effect if and when they would be needed 
to maintain the level of housing starts. 

Chances are against passage of such authority. The administration doesn’t want it, 
and Congressmen aren't convinced easier housing credit is necessary. They go along 
with the administration viewpoint that the money market will improve enough to 
take care of housing credit needs. 


PUBLIC-PRIVATE POWER CONTROVERSY ¢ Sentiment for private business operation 
of electric companies is higher than at any time during the past decade. That's the 
conclusion of a public opinion survey made by Opinion Research Corp. It showed 
that 55 per cent of the public favors private ownership of local electric companies, 
37 per cent favors some form of government operation. Actually, there’s a widespread 
lack of public interest in the controversial issue. Only 46 per cent of the persons 
interviewed feel strongly about ownership of the industry—most of them favoring 
private operation. 


FEDERAL CONSTRUCTION SPENDING e Federal spending on construction in fiscal 1954 
—estimated at $5.4 billion—will run about 10 per cent below the previous year. 
Biggest single cut is in military construction. The military spent about $2.2 billion 
in fiscal 1953. They hoped to spend more than $2.5 billion in fiscal 1954. But budget 
reductions will bring the new total to about $1.7 billion. 

In the Federal Government's second largest construction program, atomic energy, 
there'll be a hike from the $1.14 billion spent in fiscal 1953 to $1.47 billion this 
year. The original budget request was for $1.66 billion. Heavier spending on proj- 
ects already under way, like the big plant in Pike County, Ohio, accounts for the 
increase over last year. Curtailed reactor plans are mainly responsible for the reduction 
below the original budget request. 


(Washington, D.C—July 6, 1953) 
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Type EFU—First ond still finest Explosion-Proof 
Fluorescent Lighting Fixture. Available 
for two 40 Watt, 48" lamps or 
two 100 Watt, 60° lamps Industrialite High Mount 
ee Pot. No. 2,393,202 ing Fixture—For railroad 
yords, steel pills, round 
houses—any industrial 
plant calling for a ruggedly 
built, high-mounted 
lighting fixture. 


BETTER LIGHT 
for BIGGER 
PRODUCTI ON Pp) ra tend bone 


rust-resisting iron and fin- 
ished with three coats of 
baked porcelain enomel. 
Sectionalized construction 
permits easy installation, 
convenient servicing. 


Stocklite—Provides 
perfect illumination for 
shelves and bins in 
stock rooms. 


Fewer rejections ... greater safety .. . better employee relations... 
increased efficiency to meet defense demands—these are the immediate 
returns On an investment in good industrial lighting. 

Appleton Industrial Lighting Equipment is precision-designed to 
provide good light—the right light, without uncomfortable glare, troublesome 
contrast or shadow. Expert engineering, unequalled manufacturing 
facilities and nearly a half century of experience are combined in each 
Appleton fixture to provide maximum efficiency at minimum installation, 
service and operating expense. 

Appleton Lighting Fixtures are made to suit every industrial 
requirement—including hazardous locations—whether indoors or out. For 
the finest illuminating equipment or expert assistance on any lighting 
problem, contact Appleton—Standard for Better Lighting. 


APPLETON INDUSTRIAL LIGHTING 


Sold Through Electrical Wholesalers 
1734 Wellington Avenue ¢ Chicago 13, Illinois 
Sales Engineers: NEW YORK, 50 Church St. © DETROIT, 3049 E. Grand Bivd. * CLEVELAND, 1836 
Euclid Ave. © SAN FRANCISCO, 655 Minna St. © ST.LOUIS, 227 Frisco Bidg. * LOS ANGELES, & L r  « ¥ we a ¢ 
100 N. Santa Fe Ave. * ATLANTA, 724 Bovlevard,N.E. © BIRMINGHAM, 809 Brown-Marx Bidg. 


MINNEAPOLIS, 305 Fifth Street, S. ¢ PITTSBURGH, 317 Bessemer Bidg. * BALTIMORE, 100 E. Pleasant St 
BOSTON, 226 Ruggles St. © PHILADELPHIA, 231 South 20th © CINCINNATI, 608 American Bidg. 


HOUSTON, 717 M. & M. Bidg. © HAVANA, Cubo, Malecon No. 9 * SAN JUAN P. R.,No. 6 O'Donnell St. 
CHARLOTTE « DENVER * DALLAS « INDIANAPOUS © TULSA « K ANSAS CITY « ORLANDO © MILWAUKEE 
NEW ORLEANS e SEATTLE * PORTLAND, ORE. 

Export Representatives: international Standard Electric Corp., 50 Church St. New York 7, N. Y. 





BY TYING-IN WITH G. Es 
ANTI-BULBSNATCHING 


<a Te a 
PILE THEM HIGH! 


Be sure your customers get their share of 
the big bulbsnatcher business. Get them 
to plan “mountain” displays that feature 
General Efectric’s 4-bulb package 


36 


we j 
corres INCLUDE EDERAL TT | ay 


USE G-E DISPLAY MATERIAL! 


Urge your retailers to take full advantage 
of the eye-catching bulbsnatcher display 
material that General Electric will make 
available. 


STOCK UP with these 








| 





PUSH POPULAR TYPES! 


The chart above shows the big sellers by 
dollar volume in most stores. But don’t for- 
get other popular G-E lamps like the White 
lamps and GA lamps. 
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Reep&pare GE BULBS onta —. 


BIG SEPTEMBER-OCTOBER 


“BLITZ” PROMOTION! 


[BACKED BY | 
v 


— naa 
ty | RADIO | ADS IN 21 MAGAZINES 


JANE AMERICAN GOOD HOUSEKEEPING REDBOOK 
SPOT AMERICAN HOME HOUSEHOLD SATURDAY EVENING 

POST 

BETTER HOMES LADIES’ HOME 

FROMAN ANNOUNCEMENTS peta ba nd pom then THIS WEEK 

BETTER LIVING LIFE TRUE CONFESSIONS 

SHOW IN TRUE STORY 

COLLIER’S LOOK ye ntl 


SEPT. 10-17-24 KEY AREAS EVERYWOMAN'S McCALL'S WOMAN'S HOME 
FAMILY CIRCLE MODERN ROMANCE COMPANION 


GENERAL @@ ELECTRIC 
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Atlante, Ga 
Buffalo, N. Y. 
Cambridge, Mass 
Chicago, III 
Cincinnati, O. 


teamed u 


NATIONAL SALES OFFICES 


Cleveland, O Los Angeles, Cal Pittsburgh, Pa 
Datias, Tex A St. Lovis, Mo 

Det t, Mich Son Francisco, Cal 
Houston, Tex Je or : Seattle, Wash 
Indianapolis, Ind Ne rk, ? Washington, 0. C 
Konsas City, M hiladelph 
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FOR QUICKER SERVICE 
anywhere in the United 
States...General Cable 
maintains 


| 22 Sales Offices 


14 Resident Sales 
Representative Locations 


* Over 600 Distributor 
Sales Locations 


6 Regional Stock 
Distribution Points 


4 6 Manufacturing 
Plants and Stocks 











. 
| e @ e ee ad © + 
m bd e . e e 
to render service: 
ee 
f 
‘x’ General Cable is an institution that stands for nation-wide service points, 
strategically located ... Field Offices to render on-the-spot service... 
Teamed with important supply houses to put General Cable products on a local 
delivery basis from local distributing points. 


Whatever your electrical wire and cable need, whenever you need it, make 


“General Cable” a part of your product description. 
One Source of Complete Supply 


One Completeness of Service 
One Standard of Quality 


GENERAL CABLE 


« oO R P o R A T ‘ o N 


Executive Offices: 420 Lexington Avenue, New York 17, N. Y. Sales Offices in Principal Cities in the United States. 
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What you should know about 


ABouite 


OUTLET BOx 
REFLECTORS 


Wherever a low ceiling in a lighting installation complicates 
the allowance for proper headroom, suggest Abolite Outlet 
Box reflectors. 


These are complete units including a built-in porcelain re- 
ceptacle to which circuit wires are connected. The entire 
unit is then attached directly to the outlet box. No extra 
plate is required. Top of reflector serves as outlet box cover 
and may be quickly attached to any standard 4” junction 
box, simply by tightening two screws. 


TWO STYLES AVAILABLE 


The ROB series reflectors utilize the popular RLM type 
shape and is the best possible unit for illumination on both 
horizontal and vertical surfaces over workbenches, ma- 
chinery, assembly lines and inspection tables. The SDOB 
series reflectors are shallow dome shaped and are particu- 
larly useful in storage areas, stock rooms, garages, loading 
platforms, hall ways, ramps and similar applications. 


CHOICE OF TWO FINISHES 


Now available in the New All-White outside as well as in- 
side, vitreous fired, lifetime porcelain enamel. Also available 
in green outside—white inside Abolite “whiter than white” 
lifetime porcelain enamel. 


THREE SIZES MEET MOST REQUIREMENTS 


Use 12” outlet box reflectors for 60 to 100 watt lamps; 14 
reflectors for 150 watt lamps and 16” reflectors for 200 watt 
lamps. Best results may be expected from silver bowl type 
lamps altho any standard lamp may be used. 


THE JONES METAL PRODUCTS CO. 
WEST LAFAYETTE, OHIO 


29 
ABOLITE |... 


Built-in porcelain recep- 
tacle makes wiring easy. 
Reflector top doubles as 
junction box cover. 








ANOTHER 


ABouite 


FIRST 
4 BETTER 


LIGHTING 





Easy to install. Econom- 
ical. R!.M lighting effi- 
ciency for low ceilings. 


[wd 


Quick, simple, low-cost 
lighting installations in 
areas requiring wide- 
spread illumination. 


SOLD ONLY 
THROUGH 
ELECTRICAL 
WHOLESALERS 
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Cash-in! There’s a Federal Noark 
fusible device for every job 





YOU'LL WIN a lot more customer satisfaction 
and make more money by featuring the Federal 
Noark complete line of service entrance equip- 
ment... the most modern and practical line of 
fusible devices ever put on the market. 

There is a Federal Noark fusible device tor 
every requirement. All are compact, yet have 
umple wiring space for ease in wire pulling. 
They are all ruggedly constructed; exceptionally 
smart in appearance; finished with gray baked- 
on enamel. 

Don't wait. Get all the facts about Federal! 
Noark fusible service entrance equipment and 
start reaping the benefits of a line that's really 
built and priced for sales. 

Federal Electric Products Company, 50 Paris 


St., Newark 5, N. J. 


Federal Noark products: Stab-lok Circuit Breakers, 
Motor Controls, Safety Switches, Service Equipment, 
industrial Circuit Breakers, Panelboards, Switch 
boards, Control! Centers, Bus Duct * Soles offices in 
principal cities 
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Main Serv 

ing Panel. 60 amp 
head switch 
circults 
166 Ri66—in gen 

al purpose enclosure 
NR 320L-—NR Type Residenc« 
Panel, plug fuse branches 
Ki10—Main Service Panel. 1 
imp. Raintight enclosure 
t afety Switch 
t amp i $ wire 
SN, in raintight enclosure 
110 Same as R110, in general 
purpose enclosure 


12610F —100 Amp. Main-and 
‘ 16 


Range Pull Switch. 10 
lighting circuits 


266W Se as 264. plus off- 
peak hot water heater circuit 
264—60 Amp. Main-and-Range 
Pullout Switch $ pole SN 
For range, hot water aad 
ehting 

AT’ Wiring Troughs com 
plete with « pling straps and 
and end ck C 
iF Junior Type Panelboard 
L303328N Type D Safety 


Switch. 30 amp. plug fuse. Gen 


al purpose enclosure 


Same as R3622, in gen- 
irpose euciosure 








Type FLB Explosion-Proof 
Circuit Breaker Condulet 


Type ARE Piug Receptacle 
With Soring Door 


Type GUAC Explosion-Proof 
Junction Condulet 


Wen 


1. A highly skilled patternmaker, with long years of experience in precision 
craftsmanship puts the finishing touches on an Obround CONDULET master 


Type LB 


attern. 
Obround Condulet P 


They’re made right to serve you better. 


Working from designs that have been carefully 
developed in the Engineering Dept., expert pattern- 
makers make the master patterns. Perfect 
workmanship is a tradition in Crouse-Hinds Pattern 
Dept., where half the workers have records of from 
twenty-five to more than forty years of service. 

Crouse-Hinds Iron Foundry is one of the largest 
and best equipped of its kind. It has the latest 
mechanical improvements to enable the skilled 
molders to produce the best possible castings. Most 
CONDULETS are made of Feraloy, Crouse-Hinds 
special alloy having the desirable characteristics of 
both cast steel and gray iron. It is strong, tough, 
holds its shape, is inherently corrosion resisting, 
homogeneous, and machines well, giving sharp, 
full threads, 


To maintain Crouse-Hinds high standard of 
quality there is constant checking and testing. In 
the Foundry Control Laboratory, core and molding 
sands and oils are examined. Only the best are used. 
Continual temperature readings of molten Feraloy 
are taken, and test bars are made and tested for 
strength in the Mechanical Laboratory. The 
Chemical Laboratory makes daily analyses of the 
Feraloy output of the foundry. 

Crouse-Hinds Non-Ferrous Foundry is equipped 
to turn out high quality castings of aluminum, 
bronze, and other metals. 


When quality counts ure CONDULETS. They’re 
made right... to serve you better ... and last longer. ‘ 


_ rr Pe ndl ad 


ee ee 
7 3 


/ P 
44 pAa on i144 a 


CROUSE-HINDS COMPANY 


Syracuse 1, N.Y. 


OFFICES Birmingham 
Muwoukes - Minneapolis 


- Boston — Buffalo — Chicage — Cincinnati - Cleveland — Dallas - Denver — Detroit Houston - Indianapolis Kansas Ci 
New Orleans — New York — Philadelphia - Pittsburgh 
IDENT REPRESENTATIVES Albany —- Atlanta — Baltimore - Charlote-. Corpus Christi Richmond Va Shreveport 


Los Angles 


Portland. Ore — San Francisco — Seattle — St Louis — Tulsa ashington 


Crouse Hinds Company of Canada Lid. Toronto Ont 


foto), 10) 0) 5 a 8 


TRAFFIC SIGNALS 
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and goes thru every step 
That’s why CONDULET® * fast longer 
—— een 


2. Expert molders operate the molding machines in Crouse-Hinds modern foundry 
Sand hoppers are shown at top. 


*®CONDULET is a coined 
word registered in the U.S 
Patent Office. It designates 
@ product made only by the 
Crouse-Hinds Company 


CONDULET 


First in the field 
STANDARD 


OF 
QUALITY 


3. Molten Feraloy is poured into the molds from a distributing ladle in Crouse 
Hinds mechanized foundry. 


Q] 
a mole)e) Mici snes] AIRPORT LIGHTING 
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oA 
PY VEWETIONAL 








Designed for Safe, Reliable Opera- 

circuit breakin 
tion and Protection of Portable and type plug. 
Stationary Electrical Equipment, in- 


doors and outdoors, under the most severe operating conditions 


MUCH LONGER SERVICE LIFE AND LOWER MAINTENANCE COSTS insured 


by heavy, rust-resisting cast metal construction and rain-tight gasket seals. 


COMPLETE SAFETY FOR THE OPERATOR is provided by safety circuit 
grounding and the interlocking of door and plug receptacle with a quick make 
and break switch mechanism. 


Consult your Pylet Catalog, Bulletin 1150 for complete listings. 


al. 

74° 
PYLE QuelArc plugs, used 
with this equipment, are 
well known industrially, 
for their unique partitioned 
construction. Long insulat- 
ing surfaces from pole to 
pole, and from poles to 
ground provide for excep 
tionally safe handling and 
long service life. 


THE PYLE-NATIONAL COMPANY 


1352 NORTH KOSTNER AVENUE, CHICAGO 51, 


ILLINOIS 


District Offices and Representatives in Principal Cities of the United States 
Export Department: International Railways Supply Co., 30 Church St., New York. 


Canadian Agent: The Holden Co., Ltd., Montreal 


PLUGS AND RECEPTACLES ¢ FLOODLIGHTS + TURBO-GENERATORS + GYRALITES » CONDUIT FITTINGS + MULTI-VENT AIR DISTRIBUTION 
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Business Index: NATIONAL PICTURE 


estimated 


1947 —49= 100% 1947-49 =100%—4 
| 399 — Full-Line Wholesalers . fnkasiabgele 300 — 


} ae 





250 


inventories ea EE aH 200 


ao, ¥ _ ERATE 
ain ca 


150 


Sales 
p———-5 . ; ' : ae 
Se g Lerereatitiitiiipiisitittoririiipiiiat 


195! 1952 





INDEX (above) 
April 1953_ March 1953 SApril 1952. April 1951 April 1950 
Sales e 116.0 120.6 102.6 113.2 93.5 
Inventories 160.5 153.3 163.2 163.6 109.4 
r ee 
1947-49=100% 


1953 


eee Pere ee 4d dd. i. proses - 4 4 —d. A i 4 1 
195! 1952 M ft 4 BoB 
1953 





INDEX (above) 
April 1953 March 1953 April1952 April 1951 April 1950 
Sales 169.4 178.5 143.3 142.9 101.0 
Inventories 185.5 171.5 162.3 153.9 112.9 


1947-49= 100% 1947-49 = 100% } 
— 300 — Appliances and Specialties Wholesalers 





INDEX (above) 
April 1953 March 1953 April1952 April 1951 April 1950 
Sales 143.0 173.5 124.3 149.8 169.9 


Inventories 179.1 181.7 185.6 227.9 138.6 
SOURCE: Index positions as determined by ELECTRICAL WHOLESALING are based on dollar sales and 


inventories reported to the Bureau of the Census. May-June projection is by this publicatior 
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Business Index: REGIONAL ANALYSIS 


ELECTRICAL GOODS WHOLESALERS Sales inventories 
APRIL 1953 Per Cent Per Cent Per Cent Per Cent 


Change From Change From Change From Change From 
March 1953 April 1952 March 1953 April 1952 





NEW ENGLAND 





Full-line 15 
Wiring supplies and 
construction materials 


Appliances and specialties 


MIDDLE ATLANTIC 


Full-line 
Wiring supplies and 
construction materia!s 





Appliances and specialties 


EAST NORTH CENTRAL 





Full-line 
Wiring supplies and 
construction materia!s 


Appliances and specialties 


WEST NORTH CENTRAL 





Full-line 
Wiring supplies and 
construction materials 


Appliances and specialties 


SOUTH ATLANTIC 


Full-line 
Wiring supplies and 
construction materials 





Appliances and specialties 


EAST SOUTH CENTRAL 





Full-line 
Wiring supplies and 
construction materials 


Appliances and specialties 


WEST SOUTH CENTRAL 





Full-line 
Wiring supplies and 
construction materials 


Appliances and specialties 


MOUNTAIN 





Full-line 
Wiring supplies and 
construction materials 


Appliances and specialties 


PACIFIC 





Full-line 


Wiring supplies and 3 
construction materials 1 1 


Appliances and specialties 3 L42 
Source: Bureau of the Census 
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Conduit of COLUMBUS 
gives you ALL 
of these features - 


UNIFORM 


Conduit of COLUMBUS couplings are engineered to ensure uni- 
form quality. Each one must pass a rigid inspection of threading, 
chamfering and finish. Fittings are our only products. The steady 
growth of Conduit of COLUMBUS depends upon precision and 
quality production. You will find a constantly increasing demand 
for Conduit of COLUMBUS fittings, attractively packaged at no 
extra cost. 


SOLD ONLY THROUGH RECOGNIZED WHOLESALERS 
Look for this label 





] when you buy fittings. 


CONDUIT PIPE PRODUCTS CO., , OHIO 


PIPE COUPLINGS +* PIPE NIPPLES °* ELBOWS, RIGID & £E.M.T. 
RUNNING THREAD ° GOOSENECKS ° WALL PLATES 
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olesale Price Index 





. . . A New Department 


The monthly price relatives for 62 electrical products comprise the 
latest addition to ELECTRICAL WHOLESALING'S growing list 


of departments designed to assist distributors in their operations 


TARTING with this issue, ELECTRICAL WHOLESAL- 
ING is adding a new department to its growing list 
of regularly appearing departments. The new one: a 

wholesale price index for 62 electrical products selected 
from the index on prices and price relatives for approxi- 
mately 2,000 commodities furnished monthly by the 
Bureau of Labor Statistics, U. S Department of Labor 

This index is designed to show the specific rates and 
directions of price movements for the 62 commodities 
selected. It is intended to measure “real” or “pure” price 
hanges between two periods of time—that is, to measure 
price changes not influenced by changes in quality, quan 
tiry, terms of sale, etc 
e Cross Section—The 62 commodities selected for 
ELECTRICAL WHOLESALING'S Wholesale Price Index are 
intended to represent only a cross section of the items 
carried by the full-line electrical wholesaler, not a com 
prehensive listing of all the products handled. The Bureau 
of Labor Statistics defines these commodities by precise 
specifications which incorporate all the physical price 
determining characteristics of the products and also the 
terms of sale from specified types of sellers to specified 
types of purchasers. With few exceptions, the specified 
type of purchase for the 62 products listed on the facing 
page is “wholesaler” or “distributor.” The exceptions 
user” for varnished cambric cable, transformers, watt 
hour meter and voltmeter; “original equipment manufac 
turer’ for motors, ammeter and watt-mecter 

In general, the prices used in the index are selected to 
conform with the concept of seller's net realization per 
unit of precise specification. As far as possible, according 
to the Bureau of Labor Statistics, the commodities are 
priced at the focal point of price-making forces. Ma 
chinery, therefore, is priced f.o.b. factory. Net realization, 
as defined by market practice, means actual sales of pre- 
cisely defined commodities, less normal discounts, in ap 


48 


proximately similar quantities to similar classes of buyers 
It does not mean an average realized price for a range of 
similar commodities. In other words, net realization means 
the price for a motor control of precise type, horsepower 
and voltage to a precise class of buyers at a precise ship- 
ping point. 

“Wholesale” as used in the title of this index refers to 

sales in large lots, not to the prices paid or received by 
wholesalers, distributors or jobbers. The price data used 
are those which apply at primary market levels—that is, 
the first important commercial transaction for each com- 
modity. Most of the quotations are the selling prices of 
representative manufacturers or producers, or prices 
quoted on organized exchanges or markets. 
e Freight Charges and Taxes—-Only in so far as trans- 
portation costs are directly included in the primary market 
price are they included in the index. Usually, prices are 
selected f.o.b. production or central marketing points in 
order to avoid direct reflection of changes in transporta- 
tion costs in the index. Delivered prices are included only 
when the customary practice of the industry is to quote 
on this basis. Subsidies and excise taxes are similarly ex 
cluded from the index as far as possible; these are not 
as defined by the 
Bureau of Labor Statistics for the purpose of its index 


considered to be part of the “price 


The calculation base period (100 per cent) is the aver- 
age of the three years 1947, 1948 and 1949. The use of 
any particular year or series of years as a base period for 
calculating an index does not imply “normality” for that 
period. The base period is simply a convenient reference 
point, and the movement of the index between any two 
dates is not influenced by the choice of a particular 
calculation period 

ELECTRICAL WHOLESALING is presenting this new de 
partment in the belief that it will prove a useful tool to 
its readers. 
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Wholesale Price Index for 62 Electrical Products 





Product 1947-49. 100 May 1953 April 1953 May 1952 


Copper Wire, bare. Unit: pound 140.7 140.7 107.3 
Building Wire, type R. Unit: M feet 133.6 133.6 119.3 
Non-metallic Sheathed Cable. Unit: M feet 122.8 122.8 109.6 
Varnished Cambric Cable. Unit: M feet 147.0 146.9 137.1 
Flexible Cord, type SJ. Unit: M feet 131.8 131.8 128.3 


Lighting Panelboard, fuse type. Unit: each 111.8 111.8 119.6 
Lighting Panelboard, circuit breaker type. Unit: each 118.4 118.4 121.5 
Safety Switch, 2 pole, type A, 250 volts. Unit: each 132.9 132.9 132.7 
Safety Switch, 3 pole, type C, 575 volts. Unit: each 133.0 133.0 131.4 
Power Panel, fuse type, 250 volts. Unit: each 139.8 139.8 140.0 
Power Panel, circuit breaker type. Unit: each 122.3 122.3 123.6 
Motor Control, a.c., 25-30 hp., 400-440 volts, combination starting switch. Unit: each 133.1 133.1 133.8 
Motor Control, a.c., 25-30 hp., 220 volts. Unit: each 131.4 131.4 131.4 
Motor Control, a.c., 50 hp., 440 volts. Unit: each 126.9 126.9 126.9 
Motor Control, a.c., 75 hp., 440 volts. Unit: each 131.8 131.8 131.8 
Motor Control, d.c., 10 hp., 230 volts. Unit: each 138.5 138.5 138.5 
Renewable Cartridge Fuse, 250 volts. Unit: each 110.4 110.4 110.4 
Non-renewable Cartridge Fuse, 600 volts. Unit: each 115.6 115.6 115.6 
Plug Fuse, 125 volts, non-renewable. Unit: each 101.1 101.1 105.8 


Motor, d.c., 1/6 hp., 115 volts. Unit: each 137.5 136.3 136.3 
Motor, a.c., '/4 hp., 110-115 volts. Unit: each 109.4 108.5 114.1 
Motor, a.c., '/2 hp., 220-440 volts. Unit: each 117.0 117.0 117.0 
Motor, a.c., polyphase, induction, 3 hp., open sleeve bearing. Unit: each 123.1 122.3 122.1 
Motor, a.c., polyphase, induction, 3 hp., ball bearing. Unit: each 126.9 127.4 126.5 
Motor, a.c., polyphase, induction, 10 hp., open sleeve bearing. Unit: each 126.8 123.4 123.2 
Motor, a.c., polyphase, induction, 10 hp., ball bearing. Unit: each 129.9 126.9 126.1 
Motor, a.c., synchronous, 225 hp. Unit: each 146.5 143.1 141.6 
Motor, d.c., 5 hp. Unit: each 137.7 136.7 136.1 


Fan, under 12 inches. Unit: each 108.7 108.7 106.5 
Fan, propeller type, 24-30 in. wheel diameter, direct connected. Unit: each 135.0 135.0 103.2 


Drill, production line, '/4 in. Unit: each 112.0 112.0 112.0 
Drill, production line. '/2 in. Unit: each 107.0 107.0 105.6 
Saw, production line, 6-8 in. Unit: each 103.7 103.7 104.5 


Lamp, 60 watt, 110, 115, 120 or 125 volts, inside frosted. Unit: each 1346.9 134.8 117.9 


Distribution Transformer, 15 kva. Unit: each 123.7 121.6 120.1 
Distribution Transformer, 45-50 kva. Unit: each 119.3 116.9 115.4 
Dry Type Transformer, 15 kva. Unit: each 125.1 122.8 118.9 


Dry Cell Battery, flashlight, type D. Unit: each 124.4 124.4 124.4 
Dry Cell Battery, combination “A” and “B" radio farm pack. Unit: each 98.3 98.3 98.3 
Dry Cell Battery, portable radio 'B" pack, 67'/2 volts. Unit: each 104.4 104.4 104.4 
Dry Cell Battery, general purpose, No. 6 type, |'/2 volts. Unit: each 124.9 124.9 124.9 


Watt-hour Meter, single phase, 120 volts, 2 wire, 50 amps. Unit: each 120.1 120.1 119.4 
Voltmeter, portable type, 3!/2-6!/2 inches, 0-300 volts. Unit: each 141.0 141.0 133.6 
Ammeter, portable type, 4-6!/2 inches. Unit: each 131.9 131.9 124.4 
Watt-meter, for instrument transformer, 100-150 volts. Unit: each 124.5 124.5 117.6 


Toaster, automatic, "pop up.’ Unit: each 103.2 103.2 103.2 
lron, under 4 pounds. Unit: each 102.7 102.7 102.8 


Cooking Range, standard size. Unit: each 100.7 100.7 103.0 
Washing Machine, non-automatic, wringer type. Unit: each 107.0 107.0 107.1 
Washing Machine, automatic. Unit: each 105.4 105.4 106.1 
lroner, table model. Unit: each 118.7 118.7 118.7 
lroner, portable model. Unit: each 100.5 100.5 102.7 
Vacuum Cleaner, upright. Unit: each 107.1 107.1 104.8 
Vacuum Cleaner, tank. Unit: each 111.8 111.8 108.2 
Refrigerator, capacity 7.4-9.4 cubic feet and over. Unit: each 105.2 105.2 104.4 
Home Freezer Chest, 8-12.4 cubic feet. Unit: each 109.7 109.7 107.3 


Radio, table model. Unit: each 95.0 95.0 
Radio, console model, radio-phonograph combination. Unit: each 94.6 94.6 
Radio, portable model. Unit: each 95.0 95.0 
Television, table model. Unit: each 75.2 75.2 
Television, console model. Unit: each 74.6 74.6 
Radio-television-phonograph combination. Unit: each 75.7 75.7 


Source: Bureau of Labor Statistics 
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Nothing like a NEW line 
to give sales a NEW lift 


When you come down to it, the only noticeable difference be- 
tween CHAMPION Lamps and those made by the ‘‘big three’ that 
have a/so been making good lamps for a generation or more is the 


Champion Diamond mark on every bulb and tube. 


But when you add Champion’s to your line you've got a brand 
with a quality reputation and performance record second to none, 
yet not carried and offered by every Tom, Dick and Harry in the 
business. 


What’s more, Champion Lamps are handled and sold just like 
the other quality goods you distribute — outright sale, no consign- 
ment deals, records and red tape — just a fine product in a fine 
package, priced for profitable volume and giving the customer 
satisfaction that wins steady repeat business. 


Why not check with Champion and see what we can do to give 
you and your men a new sales lift? 


Here’s One Champion Selling Help 


This practical, down-to-earth reference file 

on engineered maintenance for industrial lighting 
and lamp users has created an enormous amount 
of good will for Champion distributors. 

It will do the same for you. 


CHAMPION LAMP WORKS 


Lynn. Massachusetts 
A DIVISION OF CONSOLIDATED ELECTRIC LAMP CO 
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BULLDOG 


ELECTRI-CENTERS 























Thoroughbreds on Guard! 


The clean. neat exterior of BullDog Pushmatic 


word “OFF” appears. Once the trouble has been 


Electri-Centers is truly indicative of their thor- 
oughbred quality and safe, dependable operation. 


Only Pushmatics give you simple-to-operate push- 
button control. On guard over clectrical equipment 
like a row of sentinels, Pushmaties let you easily 
see whether the circuit is on or off. When a short 
or overload occurs, the push-button snaps for- 
ward, automatically breaking the circuit, and 


remedied, simply push the button, and service ts 
instantly restored 


BullDog Pushmatic Electri-Centers are available 
in sizes from 2 to 42 circuits, to fill every indus 
trial, commercial or home requirement. Writ 
today for free Bulletin PM-355 giving complet: 
information. BullDog Electric Products Company, 
Dept. WH73 Detroit 32, Michigan 


© BEPCO 


BULLDOG 


ELECTRIC PRODUCTS COMPANY 
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Remember that Red Hot 1949 Briegel Combination Indenter and Fitting Deal? It broke all 
records then so here we go again! 

For three months only, August, September and October, a Special Package Offer of 200-14” 
B. M. Couplings and 400-14” B. M. Connectors. Free of extra cost in this package will be 


1 No. 606 Briegel 13” Indenter! 
Stock up today with this Deal that sold out the last time it was offered. 


METHOD 
Ka y) 0. 


GALVA,® ILLINOIS 
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CENLACO... 


hot dipped and 

lac quered rigid steel 

conduit, easy to work 

and bend... exceptional 

corrosion-resisting 

properties. Couplings 
hot dipped zit 

coated with electro- 

galvanized threads. 


THE COMPLETE LINE OF 
TOP-FLIGHT CONDUIT . 


AT YouR : SERVICE! SPANG EMT.. 


lightweight ster | 


OIVINID 


tubing with the new 


“Jor easier hry [— .  ading Pi ennarncs 
‘i yee galvani edexterior finish 
A te “ero er 4%. . for better appearance 
oo Op eas! ; . and the me W mteriwr 
coating ot resinot 


f > lacquer compounded 


SPANG Conduit gives you these advantages because with Zirconium for eas) 
it is made of top-grade, quality-controlled steel, formed i yn Lao bomomet . 
under exact heat conditions and inspected constantly 5 On wn Ka ae 
during manufacture. bend and install 


The care that goes into the manufacture and delivery 
of SPANG Conduit right up through the time it 
arrives at. your distributor's makes SPANG a real 
quality-controlled product. When you ask for SPANG, 
you get a top-flight product .. . clean, workable, with 
ee of dependable service built into it. 


Ask any electrical contractor about SPANG 
Conduit—he'll tell; 7 acetal is better! 
CENTRAL 
BLACK... 


Black enamel 

rigid steel conduit 

easy to work and bx 
surfaces will n 

crack, chip or flake 

under the most 

bending strains. 

{ ouplings pickled 

hefore application, 


CENTRAL 
WHITE... 


Flectro-galvanized 

rigid steel conduit 
easy to work and 

bend . . . interior 
coating of black ename 
assures a smooth 


sunties e, making an = i ~ s P A N G- C H A L FA N T 


ideal raceway for ion of The National Supply Company 


easy wire pulling. hy — 2) ; GENERAL SALES OFFICE 


PITTSBURGH 30, PA 


District Offices and Sales Represen 
in Principal Citres 


LINGNOD 
1334S Cidiw 


= 
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for 
SO 


“TITLE 


more 





INDIVIDUALLY ENCLOSED 
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when you sell I-T-E Circuit Breakers with 


internally mounted extra-protective devices 





Many power applications and industrial! PPOCESSES LELpOse 
special requirements that cannot be met by standard types 
of electrical protective devices. When you recommend 
Il-l-E Molded Case Circuit Breakers, however, you can 
support your recommendations with sound customer bene- 


fits—powerful sales points. Customers have a complet 





range Ol sflecial-application auxilia devices to Choose trom, 
The device hit reel a l¢ the pv led sé OF the rouil hreaker! 
-I-b Circuit Breakers are available with special auxili 


de Vices— 


For control of For indication of 
electrical service condition of any 


from any critical circuit 
remote point | 


The I- 
De é 


critical circuit breaker } U location. Operat 


| -] Shunt Tr 
he j 


i ws one or ; Mounted 


to be tripped at the pus! H at all times whether 
of a button from a con- uit is ON or OFI 
trol point anvwhere 


the premises 


For signaling upon 
interruption of 
critical circuit 
f . * . If the circuit | 
rs * 
9 ai ‘ matically tri 
“te : Ein. the Bell Alar 
mediately closed to sound hor ht light 
For protection attracted to the tripped breake 
against voltage 


! 
- From the 100-ampere ‘F’’ frame size 


—up to 600 amperes, 600 volts 


taneously trips the I-1-b extra-protective auxiliary devices can be sup 
| 


cuit breaker. uf ve t plies 

s below 
mined value. Eq 
rotected against pos- Il he 


to meet individual application requirement 
So recommend I-1-k Molded Case Circuit Breaker 
y give QO much more lor oO very (tie wore 
EO Crrewt Breaker ¢ 101} md flan 

elphia 00 P 


Is | re 
sible damage rsonne | iy 2 
ire protected agalnst ' 
accidents since equip- Pi 
mentwon thunctionagain 

until the breaker is reset 


and closed 








CIRCUIT BREAKERS 
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You can profit 
by these 5 


ELECTRUNITE E. M.T. 
Exclusives 


lusive ELEC- 
- KING... @" exc 
SS an feature contractors like 


i Rees 
Easier to fabricate and insta 





“nother ELECTRU- Use the exclusive features of Republic ELECTRu- 


G.. 
INSIDE KNURLIN | tests makes ‘i - 
NITE exclusive. By actvo NITE... the only “Inch-Marked®” E.M.T.... to 


wire-pulling easter. 


sell the raceway for the job... and to help sell the 


whole job... wire, wiring supplies, and fixtures. 


Republic ELECTRUNITE E.M.T. is the only steel- 
strong, light-wall raceway which gives your 
customers the easy bending, easy connecting, 
easy wire-pulling that ELECTRUNITE gives. Be 


+, preference by 
ACCEPTANCE . - Prac punt ...an sure your salesmen and your countermen make 
brand name in un 


ELECTRUNITE feature: strong sales points of these features. 


STEEL AND TUBES DIVISION 


REPUBLIC STEEL CORPORATION 
215 EAST 131s¢ ST. ° CLEVELAND 8, OHIO 


’ for your 


ee NS. - 
BENDING INSTRUCTIONS © J, ELECTRU: Make these ELECTRUNITE Sales Aids 


; ienc 
customers convene 


NITE extra work for you 


Envelope stuffers Reprints of 

y for ELECTRU- ELECTRU- 

i a door-opener for NITE distributor NITE E.M.T. 

A new item to sell - ‘longer-lasting ELEC- Reprints of our 8-page promotional advertise- 
your salesmen - = = d’ E.M.T. for Sweet's Catalog section mailings. ments to contractors, 


” -Coate 
TRUNITE ee toasters _.. an ELEC- for your distribution. architects, specifiers. 


PLASTIC ARMOR 
meat TUBE 


severe-corr 


TRUNITE exclusive. 
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Three quality 
tapes—friction, 
rubber and plastic... 


lf the job requi 


Make ACCURATE Electrica 


friction ang 


he 


ical protection. Both 


* 


Lee” 
rubber, ACCURATE tapes are strong, pliaBilapy 
an 
easier working. These quality electrical 
p 7 
tapes are non-raveling, tear off clean, pull 
ne 


tight and firm ... make neat, high effidié 


wraps even over irregular Ss 


For special jobs where a reduction ing 
essential, specify ACCURAT 
electrical tape. Thin caliper, comb 
7), excellent dielectric strength, make i 


tape for faster wiring p 


es taping 
| ACCURATE 


ACCURATE FRICTION TAPE 
High grade corefully com- 
pounded rubber with finest 
cotton bose provides maxi- 
mum mechanical protection 
for every wrap. Made in 
Standord and A.S.T.M. 


ACCURATE RUBBER TAPE 
Features high elasticity, ex- 
cellent cohesion, high di- 
electric and super aging 
qualities. Availabie in 
Standord and A.S.1.M.- 
A.A.R. grades. 


ACCURATE PLASTIC TAPE 
Offers a bulk-reducing com-” 
bination of thin caliper, 
good mechanical and di- 
electric strength. Recom- 
mended for use wherever 
plastic tape is practical, 


NEW TAPE CATALOG AVAILABLE NOW! 

Just call or write for the handy new Accurate catalog. 
A handy brochure for electricians, maintenance 
engineers and purchasing agents which includes al] 
the facts on electrical tapes. Address 

Accurate Mfg. Company, Garfield, New Jersey. 


Spocift ACCURATE 


MORE THAN A QUARTER 
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5 YOUR BEST BUY IN TAPE 


CENTURY OF TAPE SPECIALIZATION 





“Toughest operating 
but the first batch of 


Says Chief Electrician, Hudson Plant, 
Universal Atlas Cement Company 


@ Year after year, at this quarry, the Amerclad is ex- 
posed to knife-sharp fragments of flying rock. During 
the summer, the rock often gets so hot that you can’t even 
touch it. Other times, the cable lies out in the rain and 
snow— often at sub-zero temperatures. 

At the Hudson, N. Y. quarry of Universal Atlas, Chief 
Electrician Frank Rodmond said, “This Amerclad runs 
the constant danger of being hit with flying rock frag- 


ments through secondary blasting. Yet the down-time 





cost of this operation is so high that we just can’t stand 
cables that keep failing. We kept that last batch of Amer- 
clad 12 years before we replaced it, yet it was still service- 
able when we switched over to new Amerclad.” 

If you want service like this, specify Amerclad the next 
time you need cable that can really take it. Amerclad is 
available in a great many sizes and constructions, with 
or without shielding. There is a type to power anything 
from a river dredge or mine locomotive down to a rough 


and tumble electric hand drill. Send the coupon, and get 





more information. 


AMERICAN STEEL & WIRE DIVISION 
UNITED STATES STEEL CORPORATION 
GENEPAL OFFICES: CLEVELAND, OHIC 
COLUMBIA-GENEVA STEEL DIVISION, SAN FRANCISCO, PACIFIC COAST DISTRIBUTORS 
TENNESSEE COAL & IRON DIVISION, FAIRFIELD, ALA., SOUTHERN DISTRIBUTORS 
UNITED STATES STEEL EXPORT COMPANY, NEW YORK 





paper & varnished cambric cable 


asbestos wire and cable 
eerial, underground & submarine cable 
P shovel & dredge cable 


U-S-S AMERICAN ELECTRICAL 
RR en NNER 
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hewmen A STANDARD Cable for 


THIS 1S A TYPICAL DRILL. It uses a 
4-conductor No. & Amerclad cable, 





condition in our quarry— 
Amerclad lasted 12 years” 











~~ We ge —s 7 


NOTICE THE CABLE TRAY fastened to the shovel. This was developed by Universal Atlas for easier cable handling 
it also prolongs life of the cable. 


HERE A CABLE is raised on horses to clear the railroad track. It TWO WORKMEN WATCH from blast shelter as charge Is set off in 
distance. Low horses cushion cable from shock of falling rock in 


feeds the shovel visible in background 
secondary blast areas 


EC. q SEND THE COUPON 
every SP 4 L Soh 4 : American Steel & Wire Division 
° : Room DE-73, Rockefeller Buiidina 


» mold cured portable cord er ee eae 
| [_] Please give me more information about Amerclad. 


> machine tool & building wire [] I'd like to talk to your representative 


P special purpose wire & cable Name 


WIRE & CABLE aaa 
Ce ee OT 
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Firm . 


Address 





MORE SALES 
POSSIBILITIES 
THAN YOU 
SUSPECT ! 


-» 


FLUORESCENT 
LAMP BALLASTS 


Ballast replacement can be a profitable 
portion of a dealers sales. Millions of 
fluorescent fixtures in service. All own- 
ers want heavy-duty ballasts to replace 
burnt-out units. That's why Acme 
Electric ballasts are easy to sell. 


VOLTAGE 
ADJUSTORS 


Nine out of ten calls your salesmen make on industrial plants 
and commercial buildings, are present or future prospects for 
transformers. There are more sales possibilities for the Acme 
Electric transformer line than you suspect. Wherever power is 
distributed, voltage controlled and electricity used, there's an 
opportunity to sell Acme Electric transformers. 


More and more equipment, especially 
electronic devices, depend upon proper 
voltage for best performance. Under 
voltage reduces performances. Over 
voltage often damages electronic tubes 
Acme Electric manual voltage ad- 
justors can correct this. Available in 
sizes from 150 to 10,000 watts. 


STEP DOWN 
TRANSFORMERS 


DRY TYPE 
TRANSFORMERS 
BELL RINGING AND CHIME 

TRANSFORMERS 


For providing 115 volt service from a 
230 volt source. Small, compact and 
complete, ready to use. Furnished with 
cord and plug and integral secondary 
receptacle. 85 to 2000 watts. 


CONTROL TRANSFORMERS 


There'll always be a market for quality 
built bell ringing and chime transformers. 
Where performance is imperative and 
failure unthinkable it's easy to sell these 
transformers 


These transformers are used for many 
purposes; eliminate double wiring; 
distribute power at high voltage; pro- 
vide 3-wire secondary circuits; operate 
120 volt equipment from power cir- 
cuits; boost voltage; balance voltage 
insulate circuits 


SIGNALING 
TRANSFORMERS 


For all applications 
where a low voltage 
is required to operate 
annunciators, bells, 


To help dealers take orders for quick 
delivery, we maintain a factory stock 
in sizes from 1°10 KVA to 167 KVA, 


single phase, 60 cycle. All standard Available in 


primary voltages 600 and below. Three 
phase transformers 3 KVA to 75 KVA 
can also be shipped from stock. Prompt 
shipments can be effected on trans- 
formers up to 500 KVA. 


a variety of 
styles to meet most popular machine 
tool or control panel requirements 
Every design built for heavy duty long 
life service 


gongs, relays, control 

systems, locking de- 

vices requiring 4-8-12-16-20 or 24 
volts, this line of Acme Electric trans- 
formers is easy to sell 


ACME ELECTRIC CORPORATION 


Main Plant: 


677 Water Street * Cuba, N. Y. 


West Coast Engineering Laboratories: 1375 W. Jefferson Bivd., Los Angeles, Cal. 
In Canada: ACME ELECTRIC CORP. LTD. © 50 North Line Rd. © Toronto, Ont. 
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Announcing the 1953 RLM SPECIFICATIONS BOOK 
for Industrial Lighting Equipment e 


contains RLM quality specifications for 15 nev 
GREATER UPWARD 


its providing 


LIGHT ven better industrial seeing condits 


AND ADDITIONS to the other 68 RLM Specificat 


plus IMPORTANT REVISIONS 


This new 1953 “blue-cover” edition is and mercury industrial lighting units. All 
even more useful and valuable. It incor 
porates long-awaited specifications for 
48”, 72” and 96” RLM Semi-Direct 


Fluorescent Units. The new specifications 


Your copy of this newly-published 


lighting specifications have been brought up-to 


latest illumi 


reference book on_ industrial 
equipment is ready now at no cost or ob- 


ligation. Tens of thousands of architects, 


date in accordance with 


nating engineering developments 


lighting engineers, electrical contractors, 
industrial executives and others have for 
10 years relied on the RLM Specifications 
Book as an invaluable aid in measuring 
illumination, construction and perform- 
ance standards, which are basic to lighting 
equipment efficiency, economy and ease 
of maintenance 


Ri 
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cover 15 variations of this new “Upward 
Component” unit which directs from 20 
to 30% of the light upward 


Altogether, this greatly-enlarged 1953 
RLM Specifications Book has 52 pages, 
covering 83 different types and sizes of 
RLM-certified incandescent, fluorescent 





a 


Whether you buy, sell or specify indus 
trial lighting equipment, you are invited 
to send for your FREE copy of the 1953 
edition of the RLM Speci 

Address request on your 
letterhead, please, to: RLM STANDARDS 
INSTITUTE, SUITE 817, 326 W. Madison 
Street, Chicago 6, {llinois 


blue-cover 
cations Book 


PSA CORPOGRAT IE 





[The 1arevERI 


end tor REY 


M 
SSS ee 





WE COVER THE FIELD WITH A COMPLETE LINE OF ...SERVICE STATION e¢ AIRPORT e 
SPORTS e STREET e OUTDOOR THEATRE ¢ MARINE AND INDUSTRIAL LIGHTING EQUIPMENT 
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FOR CORNER PULL-IN ELBOWS, 3-PIECE CONDUIT COUPLINGS, 
PIPE STRAPS —CLAMP BACKS —NEST BACKS 


GEDNEY ALWAE/ 


GEDNEY FITTINGS have just the features tion and lower costs. Besides that, they are 
your customers are looking for. GEDNEYS made of malleable iron which abolishes break 
are accurately machined and threaded iwe losses. Feature Gedney Fittings and you'll 
smooth finished . individually inspected to really cash in. Theyre best for jobbers’ sales 


ensure the quality that brings faster installa hecause theyre the contractors’ best buy! 


TYPICAL OF THE COMPLETE GEDNEY LINE ARE: 





Corner Pull-in Elbows in 42’, %” and 1” sizes. 
Ideal for space-saving, machine wiring, easy 
wire pulling. Cadmium plated. 


Now available in 11/4", 1'/2” and 2” sizes. 





3-Piece Conduit Couplings in a large range of 
sizes from 42" to 6”. Cadmium plated. 





One-Kole Pipe Straps, Clamp Backs, and the 
handy new Gedney Nest Backs. These supple- 
mentary spacers nest firmly behind the Clamp 
Backs — use as many as you need to hold pipe 
at desired distance from wall. Hot dip galva- 
nized to prevent corrosion. 








GEDNEY 


ELECTRIC COMPANY 


2 





y/ 
rd 


RKO BLDG. « RADIO CITY + NEW YORK 20 
Foundry, Factory and Shipping Point: Terryville, Conn 





GEDNEY FITTINGS FIT 
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NEOPRENE-JACKETED CABLE 





en 


am 













Durasheath: for lower-cost power distribution 


DURASHEATH® is a light, tough cable 
It is easily installed and thoroughly 
dependable for series or multiple 
street lighting, traffic control, and 
airport? lighting, residential pri- 
maries and secondaries as well as for 
industrial plants and railroads. It 
may also be used as Type USE cable 
for underground service entrance 
DURASHEATH cable can save you 
money. You can run this Hexibl 
easily handled cable underground 


buried directly in the earth), over 


CAA Specifications L-S24 


head or in ducts (or in any combi 
without needless 
time-consuming jointing. Its light 
weight and flexibility make duct 
pulling fast even in zero weather 


Line- 


nation of these 


Aerial assemblies go faster 


~ 


men like to work with it 


As one ot seve ral types of ANACONDA 
power cables, DURASHEATH is avail- 
able in all sizes, single or multi- 
aluminum 


conductor copper ot 





from 600 to 15.000 volts. Anaconda 
Wire & Cable Company, 25 Broad- 
way, New York 4, N.) 


ANACONDA 


P } ] 
rimary and seconaary ¢ 


© building, machine tool, control and com 
munication wire . pe rtable cords and 
cable s ° hus dri pP 
cable ° r pper aluminum 

ny} 


re Pia ; 


’ } 
listribution cables 


cables + apparatus 
ce ppe rue ld 


°* wire and ple ICCOSSOTICS 


tt iil 


TIMES and TRENDS 


The Basic Economics of Distribution 


Our only regret following the greatest annual conven 
tion ever staged by the National Association of Electrical 
Distributors is that every distributor, manufacturer and 
wholesaler customer could not be present 

The six-day meeting in Chicago seemed to us a vivid 
demonstration of the virility, interests, problems, aims and 
goals of the electrical wholesaling industry. In tune with 
the current economic conditions we noted the serious 
study and thought being given to the continuation of a 
healthy and growing industry 

Most certainly we would have welcomed the presence 
of those associated with the electrical industry who have 
criticized the distributor in recent months 

We have never failed to experience a certain thrill upon 
seeing a great group of men at the annual distributor's 
convention who represent such an important and vital 
part of our economy and our standard of living. Here, at 
one great meeting, are the people who direct a flow of 
products whereby millions of customers are able to pur 
chase the same goods at the same time from the smallest 
village in Montana to the great city of New York. Here 
are a group of businessmen who represent a tremendous 
knowledge of manufacturing, marketing, warehousing and 
selling electrical goods 

Listening to the discussion on and off the convention 
floor we could not help but feel somewhat justified in our 
statement that many business leaders today still do not 
know the basic economics of distribution. Again, we re 
peat, we regret that these people did not have an oppor- 
tunity to witness and talk to a wholesaler’s convention 

We recall a recent statement made before a group of 
businessmen that advertising is going to eliminate the 
wholesaler and his salesmen. Automatic coin machines 
will handle the personal selling, the spokesman said 
Sounds quite ridiculous if you're looking at the electrical 
industry. Of course, the speaker was referring to food 
products, strawberries to be exact. What we can't under- 
stand is—when the people in an area start getting tired 


if strawberries, does the machine suggest a new approach 


or advance reasons for a declining market? 
We recall another recent statement to the effect that 
direct sales to contractors would be the trend unless whole- 


salers fulfilled the functions assigned to them. We believe 
that most wholesale distributors would be happy indeed 
to perform all of the functions delegated to them 

Where distributors have reduced their normal func 
tions, it has been because there is not a clear, unchallenged 
line of responsibility, authority and policy. In many in 
stances both his suppliers and customers have failed to 
hold up their end of industry obligations 

Caught between customer and supplier, the wholesale 
distributor is in the “perfect” position to be designated 
as an excuse or cause for almost any business problem. He 
is frequently asked to perform services in accordance with 
the desires of both customer and supplier—services which 
are in direct conflict with each other and cannot be per- 
formed without drawing criticism from one party or the 
other 

The cost of warehousing a heavy inventory represents 
a very real investment—an investment that is difficult to 
justify when the customer insists on a “chiselled” price 
and the supplier wants to revise margins downward 

The electrical industry has progressed at a remarkable 
pace and its markets have broadened so greatly that today 
service is required by large and small customers in many 
specialized fields. Some of these markets are being cov 
ered by the wholesaler because the contractor is com 
pletely indifferent toward them 

It is not our intention to wield a thick whitewash brush 
over the wholesale distributor. Many years of prosperity 
have led him into procedures that now need serious re 
visions. He, too, has created a share of the current busi 
ness problems 

However, we do observe a serious and wholehearted 
effort by distributors to clear the trade channel of these 
problems. It was demonstrated absolutely and unequis 
ocally at the recent NAED convention 

It is easy to debate current real and imaginary industry 
problems in terms of who is at fault. But, we prefer to 
suggest that this is the time for all oars to pull together 
The sea isn't running at storm height but there’s enough 
of a wave to warrant a coordinated effort 

A little self-analysis in each backyard, followed by cor 
rective measures and all-out participation in those over-all 
constructive industry programs will net more gain than 
tearing down sound distribution structures by unwise and 


unfeasible suggestions 


EDITOR 
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A MESSAGE TO AMERICAN 


INDUSTRY ®@ 


ONE OF A SERIES 


One Sure Way to Get 
MORE DEFENSE FOR LESS MONEY 


How can we get more national defense for 
less money? The best answer yet given to this 
question appears in a little-noticed section of 
the new defense budget. That answer, with 
which this editorial is concerned, is to provide 
more equipment with which to step up muni- 
tions production in an emergency. Thus we 
can eliminate much of the need to stockpile 
finished munitions in advance. 


The new defense budget provides an appro- 
priation of $500 million, to be invested by the 
Secretary of Defense in specialized facilities 
required to produce munitions on a wartime 
scale, but not adapted to profitable operation 
by private industry in normal times. Facilities 
of this type are known as “stand-by capacity.” 


There is no strictly political controversy 
over the “stand-by capacity” program. It was 
originally suggested by Clay Bedford, Special 
Assistant to the Secretary of Defense during 
the Truman administration. It has since been 
reviewed and endorsed by the Eisenhower 
administration. Moreover, it involves little or 
no technical controversy. Civilian and military 
experts are well agreed that the only alterna- 
tive to enormous expenditures for stockpiling 


military equipment is to provide enough facili- 
ties for producing it quickly in an emergency. 


Here is the Key Idea 


In his speech of May 19, introducing his de- 
fense budget to Congress and the nation, Presi- 
dent Eisenhower stressed the value of such 
reserve capacity in these terms, “The more 
swiftly and smoothly we can mobilize, the less 
our dependence upon costly standing armies 
and navies.” 


In accord with this idea, the $500 million 
requested for the present reserve capacity 
program would be invested in tools that re- 
quire a long time to produce, and so present 
grave complications in an emergency unless 
they are ready in advance. Some such tools 
would be installed in new plants that are 
needed to eliminate potential bottlenecks in 
the defense production program, Others would 
be ordered to replace that part of the govern- 
ment’s present machine-tool inventory which 
is made obsolete by changes in the design of 
defense products. By completely “tooling up” 
with the most modern equipment, the admin- 














istration hopes to realize a production poten- 
tial many times greater than could be achieved 
by spending the same amount of money on 
military end-products. 


Examples of Savings 


In the specialized field of defense produc- 
tion, adequate modern capacity is the key to 
both economy and speedy delivery in a pinch. 
Here are some striking examples from the re- 
cent report of the Advisory Committee on Pro- 
duction Equipment (Vance Committee ) to the 
Director of Defense Mobilization: * 


—In the case of certain ammunition com- 
ponents, the cost of new capacity can be recov- 
ered in only six weeks of full production. 


—If $500 million worth of special tools 
needed to make aircraft are purchased in ad- 
vance, aircraft production during the first two 
years of war will be increased about $18 bil- 
lion. In other words, it costs 1/36 as much to 
acquire the tools in advance as to acquire the 
aircraft. 


—In the case of a certain ordnance item, an 
expenditure equal to the cost of only 150 units 
of the item will provide the capacity to produce 
thousands and save three years’ time in meet- 
ing mobilization requirements. 


Moreover, reserve plants and equipment 
can be kept up-to-date at only a small fraction 
of the cost required to maintain an up-to-date 
reserve of military end-products. The cost of 
replacing 5,000 obsolete tanks is at least $1 bil- 
lion. The cost of new tools for a tank plant 
would be less than 10% of that amount. 


*This Committee, headed by Mr. Harold Vance, Presi- 
dent of the Studebaker Corporation, included Clay 
Bedford, then President of Chase Aircraft, Manly Fleisch- 
man, former Defense Production Administrator, and sev- 
eral retired military leaders with wide experience in 
procurement. 


Savings Will Multiply 


On the basis of facts like these, the Vance 
Committee recommended that the Defense 
Department spend $500 million to $800 million 
per year on specialized defense production fa- 
cilities in order to provide substantial reserve 
capacity as soon as possible. It also recom- 
mended that expenditures for military end- 
products which get obsolete rapidly be held 
to a minimum. The Eisenhower administration 
has adopted this approach to the problem of 
munitions production in asking that $500 mil- 
lion be invested in reserve capacity. 


The importance of this approach is much 
greater than is indicated by the amount of 
money to be spent on new tools, although this 
amount will go far toward assuring a healthy 
machine tool industry, adequate to meet emer- 
gency demands. What is really important is 
the great saving that can eventually be made 
in the cost of our defense program by a mod- 
ern tooling program. If we are to maintain 
this program for a long period, and if we are 
to pay as we go, we must have a low-cost pro- 
gram. No other plan to reduce and control the 
cost of a garrison economy can compare with 
the new approach suggested in the Vance 
Report and now embodied in the new defense 
budget. 


Congressmen will do well to scrutinize all 
military appropriations carefully. They have 
a chronic tendency to be too big. But there 
should be no penny-pinching on investments 
in capital equipment that will pay out in as 
short a time as six weeks in a war emergency. 
It would be tragic if this opportunity for real 
economy were lost in the controversy over 
other aspects of the defense program. The tool- 
ing program is a key part of the Eisenhower 
effort to cut defense costs. It should be 
promptly approved. 


McGraw-Hill Publishing Company, Inc. 
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TO YOUR EXACT NEEDS 


— THE ARROW-HART “PPS” SWITCH IS 
CUSTOM BUILT TO YOUR SPECIFICA- 
TIONS FROM STANDARD COMPONENTS 


What the "PPS ” docs 


* A SINGLE “PPS” UNIT PROVIDES SINGLE-POINT CONTROL . 


involving practically any desired circuit arrangement. 


° THE “PPS” REDUCES THE NUMBER OF CONTROLS REQUIRED 


because it is the ONLY pilot device required for practica!ly all 


installations 


because the ‘PPS’ makes a single MAGNETIC control (starter, 


contactor etc.) do the work of many. 


Hore : THE BASIC OPERATING PROCEDURE 
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PUSH and TURN TO SELECT .. . The operator must first push the 
handle opening all circuits and disconnecting all controls. The 
handle can then be turned to any desired position; this selects the 
correct circuits for the required function. Any number of unwanted, 
intermediate functions can be passed without energizing their 


circuits 


PULL TO START With the handle in the desired position, the 
handle is pulled to start the operation the same as actuating a 
conventional ‘Start’ button 


PUSH TO STOP Pushing the handle immediately stops the 
operation. ‘PPS’ single-point control is safer in emergencies because 
there is never a delay to find the right button 


Tested , Accepted ...and Acclaimed 


Leading manufacturers and designers of new equipment, 
plant engineers and maintenance men, and operators 
everywhere who have worked with and know the “PPS” 
are universally sold on its benefits. Although it is revolu- 
tionary and relatively new, the “PPS” has been thor- 
oughly tested on innumerable installations and found 
OUTSTANDING. 
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This new concept in motor control can help solve your 
present tough control problems . . . and help you build 
peak performance into your new designs. Use the coupon, 
attached for your convenience, to send for completely 
descriptive literature including a sample Target Sheet 
for plotting your circuit requirements. 


industrial Control Division 
THE ARROW-HART & HEGEMAN ELECTRIC CO. 
103 Hawthorn Street, Hartford 6, Conn. 
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of 4 different Handle Types. 


How the "PPS ” works 


To explain the action of the ‘PPS’, let us look ct an example; 
the simplest possible is the standard reversing of a motor. This 
example will show how the required number of magnetic units 
is reduced and how single-point control will serve for any 
number of operations 

While your own actual control application may be more complex 
than this example, it will simply entail using enough additional 
circuits to accomplish the required combinations of load and 


control hook-up. 
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THE “TARGET SHEET” .. . shown here in abbreviated form, 
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A wiring diagram strip shield is visible from the top of every 
switch you buy indicating the terminals and all internal and 
external connections on the ‘PPS’. 
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Into This Challenging Year 


... for industry as a whole, for the 
electrical distributor in particular, 
steps R. M. Johannesen as the new 
president of NAED. What problems 

he will be faced with (and you, 

likewise, as members of the same 
distributor community) came into clearer 
focus at the 45th annual convention in 
Chicago. There, speaker after speaker 
pin-pointed the challenge and charted 
in bold strokes the course of future 


action. For highlights of these on-the-floor 


HE job of heading up the oldest and largest hard 
goods trade association in the United States—and in a 
year predicted by the expe rts to be one of momentous 
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John C. Sharp 


Unfinished Business and 
Salesmen’s Salaries 


Don G. Mitchell 


Mass Distribution 


H. C. Bonfig 


The New Selling Era ana 
Territory Management 


R. J. Sargent 


Specialty Selling and 
Mass Demonstration 


And You 


Highlights of the Convention 


Here's What They Said 


_.. On Mass Distribution 


ASS distribution is the marketing of mass production 
and that implies a constantly lower cost per unit 

lherefore, we must expect distribution to keep our fa 
tories Operating at or near their maximum overall effi 
crency. We cannot expect all of the cost saving to come 
from manufacturing efficiency. When the cost of distribu 
tion exceeds the cost of production, there would be good 
reason to believe that the higher cost might offer a 
larger Opportunity for efficiency. Lower costs will come 
vhen we find ways to distribute larger volumes of mer 
chandise without increasing the cost, or even at some 
increase in the cost, provided the total distribution cost 
per unit of sale is less 

Mass distribution requires many outlets but unless the 
product is highly standardized and heavily promoted thes« 
cutlets cannot be of the self-service variety. People will 
be needed to sell the customer and these people must be 
trained 

By its very name, mass distribution connotes doing a 
marketing job in mass, and in order to do the most ef 
fective job, it would seem that additional attention should 
be paid to the possibilities of collective action 

Mass distribution has as a primary concept a gradual 
reduction of the spread between what it costs the manu 
facturer to produce and what the user pays. There must 
be better efficiency in every link of the chain, starting 
with the manufacturer's own selling methods and on down 
to the final sales contact with the user. The wholesaler 
is still the key man tn mass distribution and will continue 
in that position 

What I have said with respect to reducing the cost of 
distribution is not going to lessen the strain of an eco 
nomic squeeze. Competition regulates prices and the man 
ufacturer’s only hope for success is to find a way to make 
his product better and at a lower cost. The answer in 
competition is always going to be value. That has always 
been the big contribution of mass production 

Che same kind of thinking applied to distribution would 


move wholesalers to reduce their costs while improving 
their services to their suppliers and to their customers 
Essentially, mass distribution is a planned operation and 
while the objective might be volume, the policy under 
lying all the planning must be greater efficiency 


Don G. Mitchell 


Sylvania Electric Prod. 


_.. On Salesmen’s Salaries 


AM afraid we have a tremendous chunk of unfinished 

business with respect to the salesmen—the guys who 
make stuff move and keep factory chimneys smoking. In 
the first place, we are not attracting the young men. How 
do we make a salesman? Educate him in business ad 
ministration and marketing, then brush him up against 
some brass in the office, give him a detailed description 
of the product, and then throw him out into the cold wide 
world of competition. Not once has he been told how to 
get an order. He soon calls himself a peddler in a sor- 
rowful, jesting manner 

The profession of selling must be restored to the posi 
tion that it used to occupy with relation to other pro 
tessions. One of the quickest and most effective ways to 
do this is to pay proper compensations, and that means 
during the periods of learning and training. It must give 
them an idea that there is a future in that profession 

My recommendation is to pay ‘em. There is nothing 
that builds self-respect and a liking for a profession more 
than a good pay check. And if this works like it should, 
by attracting the best young talent, then we shall have 
more unfinished business than we can handle 

Let's teach our boys to get the name on the order blank 
first. Then take them back and teach them the booming 
tee shots that are supposed to be made by headquarters 
personnel. Then they will stay in the business because 
they will have an earlier record of success and a faith in 
their future 


John C. Sharp 
Hotpoint Co. 
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Dr. W. R. G. Baker 


Color Television and 
Sales of Monochrome Sets 


W. H. Gove 


The Salesman’s Functions 
To Serve, Show, Suggest 


_~— 


Cloud Wampler 


Air Conditioning and 
Departmentalization 


L. E. Barrett 


The Appliance Industry 
And Adequate Wiring 


On the Convention Floor 


... On Specialty Selling 


NE word describes specialty selling and that word is 
demonstration.” I am afraid that during the last few 
lush years, the use of demonstration to sell products has 
suffered to a degree. In this new era of salesmanship, the 
popular approach is one of mass demonstration. Dealers 
have picked this up and we now see the advent of store 
parties, home parties and all types of group selling 

You say, “That's the dealer's job.” Yes, that ss the 
dealer's job. But whose job is it to see that the dealer 
does it—to show him how to do it, to train his people to 
do it? It’s yours. And I don't mean just lip service. | mean 
taking strong, forceful, attention-getting mass demonstra 
tion programs out to the dealer, backed up with the right 
materials, with the services of a sales counselor and 
demonstrator. In other words, a packaged program that 
excites his interest and gets him on the team. 

You have strong competition for the consumer dollar 
You, as individuals, can reverse a business trend in your 
territory if you will devote your time to developing a 
good sales organization—one that understands specialty 
selling, one that will teach and preach proper demonstra 
tion of the product 

If the automobile dealer gives a stronger demonstration 
to the man of the house, he gets the sale. If you and your 
dealers do a better job of demonstrating the product to 
the little lady of the house, you get the sale 


R. J. Sargent 
Westinghouse Electric Corp. 


_..On a Salesman’s Functions 


HE three main functions of a salesman are 
To Serve: Not only must the salesman move his prod 
ucts but he must also help his customers move them; he 
must help his customers apply them; he must help his 
customers display and demonstrate them 
To Show: The salesman must demonstrate the product 
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he's selling; he must show the customer how it is applied 
he must let him see it, work it, use it 
To Suggest: If only the salesman will learn to “suggest 
to the customer that he buy the product, he can double his 
sales. “Suggest” that he waste no time in taking on this 
particular line; “suggest” that it would be wise if he gave 
serious consideration to your prope sal suggest that he 
sign the order blank 
W. H. Gove 
Minnesota Mining & Mfg. Co. 


... On Air Conditioning 


REALIZE that you people aren't very much interested 

in the heavy-machinery business or the fields of engi 
neering and contracting. Just the same, it may be good 
for you to know that air conditioning is far more than 
just the room air conditioner business or any other single 
phase of the industry. The room air conditioner business 
is apt to be overestimated in relation to our industry asa 
whole. My personal view is that room air conditioners 
year in and year out—will account for about 15 per cent 


of total retail sales. I also commend 


to you the year-round 
residential air conditioning business—which is just get 
ting started—and that part of our industry generally classi 
fied under “self-contained units.” Here I mean to say that 
all three of these fields spell opportunity for the electrical 
distributor 

The air conditioning business at the retail level in 1964 
will run somewhere around $5 billion. Forty per cent of 
this total will be in central station systems of all types for 
all purposes. Of this remaining 60 per cent figure, $500 
million will be spent for self-contained units, $750 million 
for room air conditioners, and $] billion for residential 
air conditioning 

Ir seems to me that electrical distributors of America 
can well afford to deal in air conditioning right straight 
across the board. But let me make this point crystal clear 
| do not believe that one department in a distributing 
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On-the-Floor Discussion 


continued 


organization can deal successfully with these areas. My 
view is that one group will have to handle room air con- 
ditioners and self-contained units. Then there should be a 
second group that specializes in residential air condition 
ing. And finally, there ought to be still another group that 
will organize itself to sell equipment that goes into sys 
tems or install the systems under its own steam 

In short, | am making a plea for intelligent depart 
mentalization, firm in the belief that this is a better way 
to take full advantage of the tremendous opportunities 
that exist in the air conditioning field 

I see within the lifetime of many men in this room 
three things: Air conditioned streets; whole cities air 
conditioned from central plants; | am sure that long 
before 1977 
America that will not be completely air conditioned 


Cloud Wampler 


Carrier Corp. 


there will be few, if any, homes built in 


... On Adequate Wiring 


LEADING appliance distributor had always thought 

of wiring as something separate and apart from his 
business. Maybe no one took the time to point out to him 
that adequate wiring is an industry-wide program. You 
gentlemen have a problem. When you have a problem 
the overall industry has one too 

All of you electrical appliance distributors must look 
your problem squarely in the eye and do something 
specifically at the local level. You, of all in the industry, 
are better equipped and better trained to tackle a big 
promotional job. That's the kind of job selling adequate 
wiring is—promotional 

If a promotion is to be successful, top management 
must first be sold. Then you will be ready for the sales 
department. I don't think the salesman will be too much 
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of a problem. When you present your tacts to him, ne 
can interpret them in terms of dollars in his pocket. The 
next phase in the promotional program will be to carry 
the story of the industry's problem to the dealer 
Stopping to analyze our objective, we readily see that 
the dealer is the key man in the picture—the dealer and 
his sales people. If the dealer's salesman knows our story 
and can sell it wherever he goes, he will be aiding im- 
measurably in creating in the minds of Mr. and Mrs. 
Public the importance to them of insisting that they have 
the means of enjoying electrical living 
L. E. Barrett 
Barrett Electrical Supply Co. 


... On Inventories 


NVENTORIES are said to be beyond a proper limit 

Statistics show that on April 30, 1952, there were 
1,173,000 refrigerators in the combined stocks of distribu- 
tors and manufacturers. On April 30th of this year, there 
were 22.5 per cert less in these same stocks, or a total of 
914,000. It is very possible that if weather disturbances 
surrender to the hot weather, there will be a shortage of 
refrigerators 

The situation on electric ranges is even more favorable 
In April, 1952, there were 344,000 ranges in warehouses 
at factory and distributor level. In April, 1953, there were 
28 per cent less, with 247,000 in stock. And again we 
know that the dealers have little inventory but are gen 
erally selling one and then buying one 

There are a few large cities where dealers are carrying 
inventories. But across the country at large, most of the 
dealers have inadequate display stocks of ranges, let alone 
a working inventory 


John C. Sharp 
Hotpoint Co. 


... Ona New Era 


ODAY we find ourselves in the third era of industrial 

development—the era of selling. Unfortunately, too few 
people in business today realize this fact. You know your- 
self that a large percentage of salesmen now in business 
have never known what it’s like to really scratch for 
orders. For too many of this crop of salesmen, their first 
and only training in selling was holding an impatient 
customer at bay until the desired item or a reasonable 
tacsimile came through from the factory 

The time is past, I say, when we can wait for the 
buyer to come in and nudge the salesman. Now the 
salesman has to get out and nudge the buyer. The warn- 
ings are at hand. There is no place in this era of selling 
for the luxury of inefficiency, or for smugness and lethargy 
for that matter. If you are to properly perform your dis- 
tributive function, and thereby operate in your own best 
interests, you must tune your individual organizations 
to the realities of today 

Are you convinced that your salesmen know the mean- 
ing of selling? Are you convinced that your sales force is 
trained to the proper pitch and really understands how 
to cover and service a territory? Do your salesmen have 
well-plotted and scheduled itineraries so that they can 
cover their territories without wasting time and effort? 
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Are you satisfied that your internal organization ts stream 
lined for maximum efficiency? Is your physical layout 
such that you can handle the mechanics of distribution 
with the minimum of lost time? Do you maintain a 
close and intimate relationship with your Customers? 
Do you make it your personal responsibility to really 
know your territory and your customers? 

Gentlemen, the difference between two distributors 
one who prospers and one who doesn't, is frequently a 
matter of territory management 


H. C. Bonfig 
Zenith Radio Corp. 


... On Selling Tools 


M ASS production tackled the problem of productivity 
by providing better and better tools, each more costly 

than the one it replaced and each having a fairly high 
rate of obsolescence. We need some of the same kind of 
tool-thinking in the field of distribution 

While searching for new tools we might be surprised 
if we were to dust off some of the tools that used to be 
so effective. We may have to change them around some 
what to fit today’s conditions, but we should never forget 
that it is people who sell and people who buy. The pri 
mary motivations of human beings do not change very 
much even though the environment is different 

One of the old-fashioned methods that used to work 
very well was asking the customer to buy. I am afraid 
that the prolonged seller's market has given a great many 
salesmen the wrong idea. Writing up an order and selling 
a bill of goods are quite different 

Another old-fashioned device was to train sales clerks 
to know their merchandise and to take an interest in the 
customer 

Then there is the old-fashioned device that was so 
useful when one was just starting out—hard work and 
initiative. I'll bet the old days were interesting days be 
cause every minute one was thinking how one could sell 
a bill of goods to someone. It was good medicine then 
and I rather imagine it is good medicine today for those 
who will take it 


Don G. Mitchell 


Sylvania Electric Prod. 


_.. On Consumer Credit 


HE viewers-with-alarm and self appointed authorities 

say that the appliance business is headed for trouble 
Credit is supposed to be over-extended. Reliable statistics 
show that consumer credit at the end of 1940 was 31 per 
cent of the yearly spending power after necessities of life 
were paid for. At the end of 1952, the consumer credit 
was only 18 per cent of the yearly income after paying for 
food, clothing and shelter. If anyone is alarmed about the 
total consumer credit of $24 billion you may point out 
that it could go to $42 billion before it reached the 1940 
level 

I believe a distributor or a finance organization knows 
what is reasonable in the way of credit for a dealer or 
consumer. The American people, especially consumers 
seem to know what is best for them and, if let alone, can 
handle their own affairs 


John C. Sharp 


Hotpoint Co. 
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.. . On Subscription TV 


HE desire to own a television set is conditioned by the 


kind and the quality of the programs that set can bring 
into the home. Increase the scope and step up the quality 
of TV programs and you increase the desire to own a set 
In short, you increase set sales 

That is exactly where subscription television—phone 
vision—fits into the picture. Phonevision is the instru 
ment which can bring to home television such premium 
attractions as brand new movies, full-fledged Broadway 
productions, and can keep on home television the ever 
widening circle of sports events that now threaten to be 
kept off the present-day, so called “free” television. 

Broadcasters are reluctant to launch television service 
in those cities throughout the country which have been 
allocated new TV channels because of their awareness 
that there just isn't enough local advertising money to 
support their stations. Also, they know they can't expect 
much financial support from the big national advertisers 
who, because of the high cost of TV, have to concentrate 
their spending on the top markets 

But these hundreds of markets could be opened up for 
set manufacturers and the distributors and retailers by 
the adoption of subscription TV. Stations in these smaller 
cities could become paying ventures with the addition of 
subscription revenue, supplementing money earned from 
advertisers 

Mark my words, gentlemen, the arrival of subscription 
television, opening up of vast untapped areas of choice 
programming material, guaranteeing of sports on home 
TV, and expanding the medium into a truly national 
tf set sales 


H. C. Bonfig 
Zenith Radio Corp 


service will provide a terrific impetus 


... On Tight Money 


PEAKING of tight money, | ought to tell you that back 


in the early Twenties | personally sold the bonds of 


some of the finest companies in the United States that 
carried interest rates as high as 7!5 per cent and 8 per 
cent. I mention this experience in order to bring home 
to you two points 

First. This 442 per cent money ts really not tight money 
at all. Therefore, be not dismayed. Not even if it goes to 

per cent. For such a rate was long considered quite 
normal 

Second. We are apt to forget what has happened in the 
past. And it is always well for us to keep in mind the 
lessons of history. If we don't, we may be either en 
couraged or discouraged at the wrong time 


Cloud Wampler 
Carrier Corp. 


_.. On Plant Capacities 


ANUFACTURING capacities are 


great. In the first place, a capacity figure does not 


claimed to be too 


mean a production figure. A refrigerator plant with a ca 
pacity of a million refrigerators a year will not produce 
and sell a million refrigerators. Sales dictate production 


and even with flywhecls of warehousing and overtime 


73 





WAL RSSOCUTICN 


“AL OST) BW OE 
oe AE 


a} 


On-the-Floor Discussion 


continued 


the output would be approximately 20 per cent less than 
Capacity in most years 

Such plants require tremendous investments. One does 
not invest his money in a plant for present-day require 
ments only. It must be capable of keeping abreast of the 
needs for 10 years at least. Therefore, I give little ear to 
the claims of over Capacity a few years, yes, most years 


no 


John C. Sharp 


Hotpoint Co. 


_.. On Color Television 


HAT kind of a forecast (on color television's time 
table) I can make depends on one fundamental: The 

official Federal Communications Commission's approval of 
the National Television Systema Committee color system 
and when this might come 

It now appears possible that the NTSC can conclude 
its technical work by September. This could mean that 
the hearing (with FCC) could be scheduled early in 1954 
and the NTSC system could be approved by March 1, 
1954. It may be anticipated that a model or two of color 
receivers will be included in the fall line of many man 
ufacturers 

I am convinced this will be a good thing for the in 
dustry. Color will prove to be a supplementary service 
and will not quickly, or perhaps ever, completely replace 
the monochrome service. I am confident that the standard 
black-and-white receiver will continue to be the back 
bone of television sales for at least five years into the 
future 

There will be a very critical period in sales while the 
public appraises the value of color against black and 
white. The quicker we can give the public the opportunity 
to make this side-by-side comparison and appraisal, the 
shorter will be the period of indecision and hesitancy 
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buy a black-and-white receiver. Actual demonstration of 
the relative value and price of monochrome vs. color 
(well-performing 21” monochrome receivers in the price 
bracket between $250 and $450, as against 17” color 
picture receivers, listing for between $750 and $900) 
would give the dealer a better chance to sell monochrome 
than if he attempted to compete with rumor, misunder 
standing and public imagination which would tend to 
run toward the anticipation of perfection; a general idea 
that the difference in price would soon be negligible and 
that it might be smart to withhold the purchase of a 
monochrome set and wait for color 

Where does the industry—and you, in particular 
stand in the immediate future? Let me make these pre 
dictions 

I am convinced that color television will be a factor 
in your merchandising in the fall of 1954. 

Limited programs will be on the air generally on a 
national basis 

Color receivers will be available, perhaps only on a 
sample basis—a relatively few to each dealer. The total 
of color television receivers in 1954 will be a very small 
percentage (less than 1 per cent) of total television re 
ceiver production for the year 

The industry will be in the market with the best black 
and-white receivers they have ever built. I believe thar, 
properly presented and actively promoted, black-and 
white receivers will be sold in quantities substantially 
equal to past volume. The public must be properly edu 
cated and informed of the relative merits between color 
and black and white 

Some of you may think I have sold color television 
short in these remarks. That was not my intention. I be 
lieve that color television is one of the greatest technical 
achievements of our age. It represents outstanding prog 
ress and another important contribution of the electronics 
industry to better our American way of living 

But in our enthusiasm, let us also remain realistic in 
our appraisal of the services which I strongly believe 
monochrome television will continue to provide in the 
years ahead 


Dr. W. R. G. Baker 


General Electric Co. 


_.. On Business Conditions 


W' have seen almost five months of 1953. And there 
is much to support the view that this will be a very 


good year, especially for our (air conditioning) business 
However, my hunch is that come September or October 
a very noticeable softness will put in its appearance. And 
I suspect that this will prevail with a somewhat downward 
trend through 1954 and perhaps a little longer 

In my best judgment, 1954 is apt to be a considerably 
more rugged year than any we have seen for quite a spell 
No, 1 do not think we are going to have a depression 
But I do believe that next year we will have to work a lot 
harder and be very much more ingenious if we are to get 
the orders we will need 

If I had to define what I expect between the third 
quarter of 1953 and the third quarter of 1955, I would 
use the term, “Intermediate Business Recession.” 


Cloud Wampler 


Carrier Corp. 
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On-the-Floor Discussion 


They Talked about Industry Programs 


... On Relighting 


FOR the past year, our committee of the Industrial and 
Commercial Lighting Equipment Section of the National 
Electrical Manufacturers Assn. has been engaged in pre 
paring the first national certified relighting program for 
commercial and industrial establishments. The program is 
designed to promote relighting that is at least up to 
minimum accepted standards and practices. Minimum 
standards and practices will cover both quantity and 
quality. A national lighting bureau is to be set up at 
NEMA headquarters to work with local lighting bureaus 
In the initial stages, the national lighting bureau will set 
up a small number of pilot activities to test every phase 
of the program, after which it will be promoted on as 
wide a scale as possible. A survey of utilities and whole 


salers disclosed an almost unanimous desire for a sales 


... On Fans 


CONVINCED that fans can be sold early, the NEMA 
Electric Fan Section prepared a program to promote the 
idea of early selling—to encourage the dealer to take ad 
vantage of an opportunity for more sales. We prepared a 
simple window display contest. Whether or not the dealer 
enters the contest is incidental—whether he gives some 
thought to the importance of a good fan window display 
however, is of the utmost importance to him, to you, and 
to us, for it means more business for all concerned. We 
set aside a substantial sum, just a reward for doing some 
thing that was going to make profit for every dealer who 
went along with a good fan window display during the 
month of May. We prepared a streamer, backed it up 
with a strong trade magazine advertising campaign. In 
all, we had a potential 38,000 retailers ready to do busi 


_.. On Electric Housewares 


I DON'T want anybody to get the idea we are ungrate 
ful for all the wonderful cooperation you've given us in 
the Electric Housewares Gift Campaign. Without it, we 
could never have accomplished the very successful results 
we have already achieved. But what we've done is behind 
us—what have we done lately? We know that, to date 
over 47,000 sales planners, over 42,000 sets of window 
streamers, over 22,000 decals have been shipped. But all 
these promotional helps are only selling tools. They have 
to be put to work for all of us. In recognition of the fine 
work which has been done and which we feel sure will 
be done by all of you distributors, it is being proposed 
that the Electric Housewares Section of NEMA offer an 
nually nine plaques—one for each NAED district. These 
plaques will be awarded to the distributor in each of yous 
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Lighting Presentation 
participants: Morris 
Sacks, representing 
distributors; B. D 
Levaur, Sam Williams, 


Be inl hlel 
yo | 


; representing manufac 
i turers 


training program designed 


to fic the problems of relight 
ing. The national lighting bureau is authorized to develop 
such a sales training manual. At the same time, written 


courses in lighting techniques will be prepared 


S. M. Ford, chairman 
of Merchandising 
Committee orf 
NEMA’s Electric Fan 
Section, who shared 
spotlight with D. 7 
Meskill, G.t 


ness. The important accomplishment was not the prizes 
The important feature was the number of early season fan 
windows in retai' stores featuring, “May Days Are Fart 


Days far more displays than in any | 


G. W. Orr, chairman 
of the Sales Promo 
tion Committee of 
NEMA'‘s kKlectric 
Housewares Section, 
displaying a copy of 
the NEMA plaque 


nine districts who, in the opinion ot impart 
considered to have contributed most toward the success of 
the Electric Housewares Gift Campaign in his area The 


first awards will be made at the next NAED convention 
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_.. On General Business 


THERE are some factors to indicate that the high level 
of business which we have been enjoying may not last 
forever. In fact, if all the warning signals are at all ac 
curate, it is possible that there will be some slackening 
off in general business either before the year 1953 ends 
or slightly after 1954 begins 

This does not mean—and I am not suggesting—that 
we are heading into a business depression. It is just like 
riding an elevator. You get in at the 25th floor and get 
off at the 21st floor—you don’t have to ride all the way 
down. Another thing: An elevator goes up as well as 
down. Even when we go down we can turn right around 
and go back up. That is what is most likely to happen 


too 


_.. On Electrical Distribution 


RECOGNIZING the ultimate disaster 
the use of inflation as an economic tonic, the Eisenhower 


invited by 


Administration is trying to get away from it. It is trying 
to shift to the incentive of a fair wage, a fair profit paid 
in a dollar of relatively stable purchasing power 

I'm still optimistic about the rough spots ahead. We 
have seen evidence that many electrical wholesale dis- 
tributors are recognizing and preparing for this transition 
in our economy. We know that some of you have 
launched programs to achieve the goals that we believe 
all business must seek harder than ever—scientific man 
agement, precision seliing, and a philosophy of gearing 
your thinking to the customer 


It 1S becoming more and more obvious that a pront 


_.. On Electronics 


THE hills and valleys in electronics production coin 
cide rather closely with the pattern of general business, 
but in the first quarter of 1953, the production curve of 
the electronics industry has risen at a faster rate. 

I know of nothing at the present moment which would 
change this pattern. Whatever happens to general busi 
ness in the next six months, it seems certain that the 
production and sale of electronic equipment will remain 
at a higher level 

Here's why 

A very high percentage of the military electronics busi 
ness involves development contracts. They are long-term 
and you cannot turn them on and off as you can a 


water spigot 
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Here's What They Said 


Kenneth Kramer 


Executive Editor, Business Week 


Ihe Federal Reserve Board Industrial Production Index 
is at 242. Therefore, let’s say that we are on the 242nd 
floor. I will say that we will probably get the elevator 
stopped and it will level off by the time we get to the 
210th floor 
breathtaker momentarily but it is not too bad. 


a drop of 32 


points or 32 floors. It is a 

Let me remind you that when we were at the peak of 
our post-war boom in 1948, we only had an index of 
195 which was lower than the level of 210 that I said 
we might descend to. We had a bit of a slide to 165 
before we finally began to climb up again in 1950 

Sales will have to be pushed, but with the right kind 
of pushing, business in general, and retail sales in par 


ticular, will bounce up again 


Arthur W. Hooper 


Editor, Electrical Wholesaling 


less prosperity is in prospect this year unless electrical 
wholesalers are able to trim off every marginal expense 
Even now, many firms are in a position where the con- 
tinued financial health of a few major accounts means 
the difference between profit and loss 

Precision selling simply means developing salesmen 
who are in complete control of the products they sell and 
the market they serve. The wholesaler salesman maintains 
control by being familiar with every single feature, speci- 
fication and application fer the product he sells. 

I believe that the electrical wholesaling business, given 
sufficient cooperation, will negotiate the shift now in 
progress and prove to be a major factor in helping the 


industry traverse successfully the road ahead 


W. W. MacDonald 


Editor, Electronics 


A high percentage of the orders that are military in 
nature have been on the books of the electronic industry 
for a long time and have not yet been produced. They 
are paper orders, the backlog of military electronic equip 
ment still being very high 

In the military classification, there are at least two 
activities which seem most unlikely to be cut back and 
with which electronics is very closely associated—guided 
missiles and the Atomic Energy Program 

There are two things which I think will have little in 
fluence on your business this year but certainly will be 
important in the future. I refer to the transistor and the 
magnetic amplifier. Both will some day represent very 


important products for all of you to sell 
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About the Next S 


_.. On Electric Utilities 


AT the beginning of the year, the electric utilities, both 
public and private, said they were going to spend over 
$2 billion for power station equipment—1} per cent 
more than they spent in 1952 

They said they were going to spend some $65 million 


in transmission equipment—some 15 per cent over that 


) 


which they spent in 1952. They said they were going to 
spend something over $1 billion for distribution equip 
ment—/7 per cent over 19 

They plan to install 12 billion kilowatts in generating 
capacity in 1953, compared with less than half of that 
installed in 1952. They plan to build 11,000 miles of 


66 KV and above-transmission lines, compared with 
10,000 in 1952 


... On Electrical Appliances 


ON appliance sales, generally, | am bullish for the 
rest of the year. On the other hand, we are in a business 
that has startling ups and downs. When we do take a 
nose-dive, we take a good one. I don’t see that for this 
year 

I am going to stick my neck out on a few predictions 
as far as sales are concerned 

On refrigerators: 3.5 million last year. Up 35 per cent 
in the first quarter. 3.7 million this year 

On freezers: 1,140,000 last year. Up 92 per cent in 
the first quarter. 1.4 million this year 


On washing machines: 3,145,000 last year. Up per 


cent in the first quarter. 3.2 million this year (1.8 milion 


will be automatics ) 


_.. On Electrical Construction 


GENERALLY, I see very little reason for modifying our 
first-ot-the-year estimate of what is going to happen in 
1953. I believe that we are going to wind up a few per 
centage points ahead of 1952 

It should be kept in mind that electrical construction is 
supported by powerful supports. Practically all new con 
struction work requires electrical work which must come 
up to some minimum standard of operation. Thus we have 
a very firmly assured market 

Another substantial prop is the continued growth of 
appliance sales and application of modern apparatus and 
machinery. As a result, our base is strong and well as 
sured and will be only moderately subject to the whims 
of the general economy 
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ix Months 


Fischer Black 


Editor, Electrical World 

As of today, it looks as nouLn ft al vpoiny through 

with that expanded program, tor dl tal is abour 12 
per cent more than was spent 


When you level it all off, it 


growth is going to be at least 5O pe nore and it will 


is if electric uculities 


be the b gyeest year that they h had veir history in 
terms of electric utilities kilowatt 
hours of growth 

That is the thing that makes b ss for you and, 
regardless of any variations 1 into during 
the year, a speed-up in t rcl distribution trans 
formers or other n ra slowing down overall, you 
have got to pu equipment to carry these 


loads 


Laurence W. Wray 


Editor, Electrical Merchandising 
On dryers: 440,000 last year ) r cent in the 
first quartet! 615.000 this ye 
Qn ranges 1,060,000 last 
the first quarter Around | 
On water heaters 0.000 last per cent 
in the first quarter. About 820,000 


1 


On air conditioners 11.000 last figures for 


the first quarter. 500,000 to 0.00 this 
On dishwashers: 175,000 last year. If pron d prop 
erly, 275.000 this year 

On vacuum cleaners 885,000 last year. Up 10 per 
cent in the first quarter. Will be Q.000 this year 
On television: Over 6 millio ist if QO per 


cent. Between 6 million 


William T. Stuart 


Editor, Electrical Construction and Maintenance 


There is a va 


in lividu il an 1 collec tiv 


segments can move forwat 


destroy opportunities. For ex sidences, a 


minimum code joo 18 assured. 4 | late wiring job 
| 


is optional, and with over homes predicted 
I 


tor the year, this opuon becon 


ler is the present high level of 


mportant factor 
Another thing to consi 
new plant construction. When management is faced with 
modern zation 
least new req 
handled by 
The most significant th 


market, a market we can tak 





Informal Talks with Members 


Here’s What They Said Off-the-Floor 


Gone was the conversational emphasis of past conventions—the 


difficulty of doing business under the Controlled Materials Plan. 


Taking its place were other contemporary subjects, the most heated 


of which concerned the maintaining of local stocks by manufacturers 


FF-THE-FLOOR conversations among distributors at 
the 45th NAED Convention underscored the indus 


(ry Ss swing to more competitive conditions Gone was the 


conversational emphasis of the several past conventions- 
the difficulties of obtaining sufhcient supplies of short 
materials, the headaches of priorities selling and doing 
business under the Controlled Materials Plan 

Taking their place in the spotlight were a number of 
other problems, some of long standing and some relatively 
new. Consignment selling, demoralization of markets by 
price-cutters, brokers and wholesale-retail operators, direct 
sales by manufacturers to contractors and industrials, dis 
count schedules on certain products, personnel turnover 
credit, and—of course operating Costs were the COpICcs ot 
many intense, informal discussions 
¢ Top Topic—The one subject that seemed to draw 
the most heat, however, concerned the pros and cons of 
manufacturers and manufacturers’ agents maintaining lo 
cal warehouse stocks. Expressions of opinion ranged from 
enthusiastic approval to angry protest, with the majority 
queried on the dissenting side. As a sample, here is what 
a few wholesalers said 

e “We like the idea of manufacturers maintaining local 
warehouse stocks because when a distant supplier estab 
lished a warehouse in our city—after first asking us what 
we thought of the idea—our sales of his products went up 
35 per cent. It enabled us to round out our line 

e “The maintaining of local stocks by manufacturers 
with their sales branches or agents is a bad thing. Al 
though it would be agreed beforehand that these sales 
branches would not sell direct, the opportunity for doing 
so presents itself in too many instances. All the manufac 
turer's good intentions would go for nought if, in just one 
instance, the branch took advantage of a tempting offer to 
sell direct. After all, if the wholesaler isn’t in business to 
stock goods—one of his prime functions—then he 
shouldn't be in the business at all.’ 

e “When manufacturers announce the establishment of 
a new warehouse in a territory, it is accompanied by a lot 
of fanfare about how it will enable the factory to offer 
taster, more efficient service to the distributors and jobbers 
in that area. A complete stock of goods on which the 
distributor can draw for special and rush orders is sup 
posed to help him do a better job. This all makes sense 
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only as long as the warehouse is given a Clear definition 
as to what is meant by distributor. If everyone who can 
sell in person, by ringing a doorbell, or by simply quoting 
a price, is permitted to draw on the warehouse, then the 
manufacturer more often than not is causing his regular, 
stocking distributors more harm than help in setting up a 
warehouse with local stocks 

e “It’s bad—very bad. It puts the distributor who ful 
fills his warehousing function on the same footing as the 
guy who doesn’t do any warehousing and who simply 
draws from the manufacturer's local stocks. Furthermore, 
it makes it easy for the ‘gyps, whose only offer ts a cut- 
price deal. There's another angle, too. There must be a 
disadvantage in it for the manufacturer who has local 
warehouse stocks because the large number of small orders 
that ensue certainly make the operation expensive for 
him.’ 

e “I'd say this practice was a good thing in our terri 
tory. You see, we have no cause to worry about manufac 
turers shipping direct from their sales branches; there 
hasn't been any reported to date. I believe if the operations 
of sales branches can be kept within limits, wholesalers 
should have no fear of them. A sales bratich which stocks 
goods helps the wholesaler in that it offers him another 
warehouse from which to draw without the necessity of 
paying for that additional space 

e “The establishment of local warehouses by manu 
facturers is a demoralizing practice. It leaves the distribu 
tor with no incentive to put his money into merchandise 
The fruit peddler, for example, knows he’s got to sell his 
bananas between the time he buys them—when they're 
green—and the time when he dumps them—when they're 
black. Well, electrical products are perishable, too—in a 
monetary sense—if you don’t turn them over. Recently 
we lost out on a big job to a non-warehousing competitor, 
who was nothing more than a broker. He had been given 
the regular distributor's discount by the manufacturers 
agent's warehouse. His lack of overhead made the differ 
ence in getting the job. It has come to the point now that 
whenever a manufacturer establishes a local warehouse, it 
scares me into action on the stock cards. I begin to work 
toward the elimination of the lines.” 

e Some Good, Too—But at least one large whole 
saling firm (independent) finds that a manufacturer's 
warehouse has certain advantages, other than just pro 
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viding extra warehouse space. Its executives say that on 
occasion a stock of special equipment obtained from such 
a warehouse has made possible the speedy filling of an 
order for a special job. It appears, too, that in rural or 
sparsely settled areas where there is some delay in ship 
ments to a wholesaler’s stock, the maintenance of manu 
facturers’ stocks in the territory helps the distributor 

On the other hand, wholesalers asserted that the prob 
lem in their opinion was in what policy was set by the 
manufacturer as a guide to the operation of the warehouse 
Also, the type of representative selected to manage the 
manufacturer's warehouse was important. If the manu 
tacturer maintains a warehouse where he has im confer 
ence with his local distributors decided that it can help 
them and if the representative or local sales manager has 
been carefully briefed as to what policy will prevail in 
doing business in that location, then there should be no 


problem of untair competition with the local distributors 
e Needs Study—Certainly there is a problem here that 
needs serious study. Many of the older wholesaling firms 
believe that the elimination of manufacturers warehouses 
would dry up the brokerage type of operation that has 
been demoralizing the industry. The distributor who at 
tempts to perform the functions of maintaining adequate 
stocks, sales force and credit facilities cannot hold his 
position if the local market is undermined by brokers 
operating only on special jobs. Many of the over-all costs 
in conducting a wholesale business are based not on 
individual sales but on a cross section of business, and the 
important job of building markets for the manufacturer 
suffers when the firm with know-how loses out to firms 
that are interested only in short-range, reduced profit on 
the sale 


(Continued on page 138) 


A Guide to Profitable Management 


Prepared by: L. M. Nichols 


Consultant, Operating Cost Committee 
National Association of Electrical Distribut 


Published by: Operating Cost Committee 


National Assoeiation of Electrical Distributor 


290 Madison Ave., New York 17 


BOOKLET-FORM “Guide to Profitable Management 

written expressly for distributor operations by L. M 
Nichols, consultant on NAED's Operating Cost Commit 
tee, was one of the surprise disclosures made at the recent 
NAED convention in Chicago. Announcement of the new 
association service to its members was made by Charles 
G. Pyle, executive director of NAED 

Basically, the guide explores the essentials of profitable 
management from six angles 

Position in the Competitive Market—How to establish 
your own individual position with respect to the rest of 
the industry, comparing your sales from month to month 
vear to year, to see if they tally with the sales of the 
overall industry 

Effectiveness of Sales Organization—Catching weak 
spots in sales by commodity lines; improvement of low 
sales volume per invoice; correcting inadequate gross 
margin rates 

Analysis and Control of Expenses—Use of operating 
ratios instead of per cent to sales; comparison with aver 
age expense rates; selection, training and supervision of 
employees; physical work standards for clerical jobs; effect 
of warehouse and office arrangement and equipment on 
number of employees required; suggestions for control of 
expense items other than salaries and commissions; sug 
gestions for preventing losses and maintaining a profitable 
operation; expense conwol through practical and effective 
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New York 


budgeting; budgeting in depression and “boom” periods 
the importance of a “flexible” budget 

Turnover of Merchandise Inventory—Purchasing and 
turnover guides; penalties of excess merchandising invest 
ment; methods of moving obsolete and Gverstock items; 
stock control and policy methods 

Collectibility and Turnover of Receivables—Control of 
bad debt losses 

Analysis of Profits by Commodity Lines—What to do 
if sales value per invoice is lower than average, or if the 
merchandise inventory is out of proportion to cost of sales 
from stock, or if a customer's orders are below average or 
concentrated on unprofitable lines and the margin rates 
are insufficient to cover the expense of handling that kind 
of business 

In addition, the management guide sketches in chart 
form such pertinent information as: typical personnel 
salary expense for a combination house, the selling ex 
penses of a typical specialty appliance distributor with a 
sales volume of $5 million; standard work to be expected 
from a typist, calculating machine operator, and other 
office personnel, average expense items other than salaries 
and commissions; expenses of a typical combination 
house 

Also included is a schematic of an ideal office layout 
and a chart on the financial operating statement and bal 
ince sheet of a typical combination house 





NEW OFFICERS. Left to right: L. E. Barrett, Barrett Electrical Supply C St. Louis, chairman 
Apparatus and Supply Division; R. M. Johannesen, Johannesen Electric C Greensboro, N. C 


president; H. S. Shiele, Artophone Corp., St. Louis, chairman, Appliance Division 


Picture Highlights of the Convention 


AWARD OF MERIT. Charles G Pyle presents inscribed HONORARY LIFE MEMBERSHIPS. George F. Hessler 
silver scroll to Benjamin Gross, Gross Distributors, for “‘hi congratulates E. V. Wetmore, newest honorary life 
vutstanding contributions to the association.”’ member. K. G Gillespie stands by to receive his certificate 


JUNIOR ACHIEVEMENT AWARD. francis E. Stern 25 YEARS’ SERVICE. Miss Rose Cleary admires leather- 
chairman of the Junior Achievement Committee, presents bound book containing letters from her many NAED 
the association's award to Alan Daus, Lectro-Craft Co friends. This year marks her 25th with the association 
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Industrial production this year indicates 


The Return to Seasonal Patterns 


Before World War Il, U. S. industry followed a pronounced sea- 
sonal pattern of production ups and downs. Since the war, a rush 
to fill backlogs and then a rush to rearm has dominated the 


industrial scene. But now a lot of the prewar 


certainly not all of them—give promise 


HIS year will see a large segment 
of U. S. industrial production re 
verting to a seasonal pattern, ac 
cording to the McGraw-Hill Depart 
ment of Economics. Although it’s too 
early to define precisely the seasonal 
variations that are emerging in many 
branches of industry, there can be no 
disputing the fact that seasonal ups 
and downs are on the way back 

There is a basic difference between 
a seasonal change in production and a 
change that comes with a boom or a 
recession. In both cases, sales volume 
changes and employment and produc 
tion are affected accordingly. But since 
the 
more or less regularly, businessmen 


seasonal ups and downs occur 
who recognize them can make plans 
to minimize the effects. For example, 
many firms schedule vacations for slack 
periods, so that workers do not lose 
pay. Inventories of materials can be 
held down and many plant activities 
curtailed, so that profits are not cut as 
sharply as when management is taken 
unawares 


Before World War I, U.S 


try followed a pronounced seasonal 


indus 


pattern of ups and downs. When, for 
example, automobile production fell 
off in August, 
normal. But 
fill backlogs and then a rush to 
the 


this was conside red 


since the war, a rush to 
rearm 
dominated industrial 


has scene 


Except for some non-durable goods 
industries—consumers just don't buy 


wool suits in August—this rush has 
submerged the normal seasonal varia 
tions in production. Most of the time 
the economy has been stretched taut 
But in 1953 a lot of the old seasonal 
pattern gives promise of emerging 
again 


e In Automobiles—The automobilc 
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industry displayed a pronounced sea 
sonal pattern before World War II. In 
immediately after the war 


the years 


production stayed high all year t 
make up backlog demand. Recently 
however, the industry has been mov 
ing back to a seasonal pattern of pro 
duction 

The 


automobile 


following table shows he “ 


production was divided 
over the four quarters of 1939 and in 
several recent years 


Per Cent of Production in Each Quarter 
1939 1950 1951 1952 


Ist Quarter 29 30 30 23 
2nd Quarter 26 26 28 28 
3rd Quarter 13 29 22 19 
4th Quarter 32 25 20 30 


was divided 4 
halt 
always highest 


Neverthe 


iS per cent of total pre 


In 1939 output 


between the first and second 


Automobile sales are 
during the spring months 
less, in 1939 
duction took place in the second half 


manufacturers 
j 


This was because auto 


retooled in August and commence 


new model production, at a very high 
When 
Janu 


pe riod 


rate, in October and November 
new models were introduced in 
as was the case during the 


arly 


ary 


1929-1934—it was the ¢ month 
that showed high production. The split 
berween the first and second halves of 
the year was 65-35 

Since manufacturers presently intr 
duce new models in January, there 
would seem to be good reason for ex 
return to the 65-35 ratio of 
And, in fact 
for production to be 


the 


pecting a 
1929 44 
a recent trend 


there has been 


more first 
} 


~in spite of heavy all-year-round 


come concentrated in 


half 


production. During the past three 


patterns—though 
of 


re-emerging 


total 
} 


than 9U per cent ot 
nnual automobile production occurres 


halt The 1952 


unusually high fourth 


in the first figures 


in licate 


production, are 


which 
quarter distorted by 
the ettects of the day steel strike in 


June and July 


In terms of current levels of pre 


luction—cars are now being produced 

it a half yearly rate of 3.4 million 

would 
July 


hrough December would fal! to about 


It the 6 


the 1939 seasonal 


that production 


i return to 
mean from 

million seasonal pat 
tern of 1929 take hold 


SCCt nd halt production would 


954 were t 
this year 
shrink to 1.6 
Steel 


cent years has been completely dis 


million 
e In Steel production in re 
torted by strikes and the 
oft the 


re quire ments 


defense program. These vwo ta 


caused steel production to 
949 


tors have 


iway from. the seasonal 


The 


how steel output was distributed over 


veer 


patrern following table shows 
the four quarters of 1939 and in sev 


eral recent years 


Per Cent of Production in Each Quarter 
1939 1950 1951 1952 

Ist Quarter 21 23 24 29 
2nd Quarter 20 26 25 19 
3rd Quarter 24 25 21 
4th Quarter 35 ) 26 31 


In 1939—a prewar year 
9 between 


he 


Ss cond 


Was if il 


1 halt 


steel output 


the first and concen 


half 


that auto 


secon 


tration of the 


{ 


au 


out} if 1) 


was largely to the tact 


mobile manufacturers and industrial 


buying heavily for 


for 


contractors were 


inventory as well as current pro 


duction 
Since 1950, production during the 


(Continued on page 139) 





Here's How Electrical Distributors Salesmen Rate 


"¢ 


359 points 
FIRST—Description of 
and its uses 


the product 


208 points 
SIXTH—Price compared with that of 
competitors 


a 
a 





Uj WA 
rt 
26] points 
THIRD—Charts, models, 
bring out sales points 


294 points 
SECOND—Tips on how to sell the 
product 


films to 


173 points 
EIGHTH—Size of market and how 
much it is worth 


203 points 
SEVENTH—Demonstration gimmicks, 
samples to help sell product 


What Salesmen Want in 


ITH THE fading of order tak 
ing, return of the buyer's mar 
ket and resurgence of real 


selling, sales meetings have regained 
much of their former important stat- 
ure in the eyes of the salesman 
Mindful of toward in 
terest in sales meetings as rallying 
points and replenishers of product 
knowledge and selling information, 
ELECTRICAL WHOLESALING recently 


this trend 


electrical dis- yood. The 10 features were each 


the checked for the total number of first 


surveyed a group of 


tributors’ salesmen throughout 
nation. They were asked to rate 10 


features in the on 


choices, second choices, third and so 
These then given 
which point 


results were 


produced the 


basic sales meeting 
order of their importance to 
selves. The questionnaire also invited 
further comment and asked specifically, 
“What don't like 
meetings?” 
Response to the 
cent of the forms mailed—was very of 


them- weights 
rating score for each feature 
Description of the product and its 
uses” was far and away the number 
one choice, as might be expected. Burt 
unexpected was the last place ranking 
“Outline of national consumer 


you about _ sales 


survey—16 per 
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Sales Meeting Features 


258 points 
FOURTH—Comparison of products 
with competitor's lines 


172 points 
NINTH—Question and answer period 
to help clear up problems 


211 points 
FIFTH—How to meet sales argu 
ments of competitive products 


TENTH—Outline of national con 
sumer product advertising 


Sales Meetings 


product advertising.” For further ex 
planation, see the column at right 
which contains several of the sales 
men's pet powwow peeves. A run 
down of comment indicated that 

e Sales meetings are too long 
drawn out 

e Manufacturer's men don’t know 
enough about the product or can't 
seem to get the knowledge across 

One thing is certain. A majority of 
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those queried took the time to express 
opinions on the questionnaire, indicat 
ing that the electrical distributor's 
salesman can be very articulate when 
he has something on his mind 

ELECTRICAL WHOLESALING offers 
these survey results for the benefit of 
salesmen, distributor management and 
electrical manufacturers. It is hoped 
that this sales meeting analysis will 
help to improve presentations 


What Salesmen 
Don’t Want in 
Sales Meetings: 


“The old style PEP meeting or 
‘GET OUT AND FIGHT! 

Phooey! Leave out the fancy talk 
and get down to facts. Don't try to 
gloss over weak points. Acknowl 
edge the mi and go on to point out 
thre over halane ing advantage $s. 


° ° 


Long-winded presentations, can 
ned talks, no real product knowl 
dge, false claims and half-truths 
ahout produc ts 


° 


“Executives, sales managers, ete 
who walk in and out of meetings 
at will and give the impression that 
it’s only for the common people to 
listen to. Then at the end of the 
meeting (they) jump up with false 
enthusiasm and say, “Now boys 
let's get out and knock-em-dead! 
Blah-Blah, ete Also, nothing 
more boring than to go on to say 
that we are all advertising in 9-mil 
lion publications, ete. “This ad in 
(a national consumer publication) 
will be read by 20 million people 
et 


° ° ° 


Lengthy technical description of a 
product where a general one would 
sufhice kxaggeration of past sales 
or potential sales of a product 
when we all realize that they don't 
take it away anymore.” 


© ° 


“Too many sales meetings are of 
little value to the firm’s salesmen 
The powers that are’ solicit: the 
salesman’s opinion and then govern 
themselves by their own likes and 
dislikes. I believe a competent 
salesman can sell anything he him 
self believes in and not just the 
items the bosses foist upon him. In 
other words. sales meetings are too 
often one-sided get-togethers.” 


o o oO 


Lack of importance of closing the 
ales meeting at the scheduled time 
when a time has been set. When 
speakers making presentations 
have a poor voice and don't knou 
their subject, and don't knou 
when to stop. Representatives who 
try to sell their items on the na 

tional advertising it will have and 
not on the use or merit of the 
product 

“—_— = 
‘Presentation too often poorly pre 
pared by manufacturer's man. Dull 


and uninteresting, too.” 





There's real sales power in using trade 


IGHT now, can you imagine your 
self, a wholesaler’s salesman, try 
ing to sell electrical supplies in a 
territory on the outskirts of Bombay 
India? Suppose you got an order for 


Say 
hole Lede) ibe bib Ieee} |e lee lini 


Sure, it would be a tough job, if 


not outright impossible, due to the 


language barrier which would exist 
For many and obvious reasons, your 
potential customers would much pre 
fer doing business with salesmen who 


Yet 


are salesmen selling electrical supplies 


speak their native tongue there 


in this country who, although they 


may not realize it, are stymied by a 
similar inability to speak their cus 
tomer’s “native 


What is 


the technical language, colorful jargon 


tongue 


this native tongue? It's 


and over-all manner of trade speech 
peculiar to the electrical industry. It’s 
a real, living, dynamic lingo in which 
the electrical man finds facility of ex 
pression and takes genuine pride 

e Big Help—That a versatile and 
fluent use of electrical language can 
add 
effort is 
like to do business with people who 
talk their language. They find it difh 
cult, 


much to the salesman’'s selling 


easy to establish. Customers 


time-consuming and annoying 


to have to explain themselves, just 
because a salesman can't keep up with 
their trade lingo. Contractors and chief 
electricians have all too often cited 
this problem and indicated the price 
the salesman must pay for his lack of 


like to do 


business with such-and-such a supply 


this language: “I don't 


house They don’t know what I’m 
talking about If you don't give 
their salesman or their office people 
a precise description or a_ catalog 
number, you're licked.” 

It's a tested and proved fact that 
the salesman with a language “in” is 


high PI 


breviation for 


selling at (an electrical ab 


Power Factor, which 
is the ratio between actual power and 
apparent power delivered to electrical 
utilization Customers 


will feel 


speaks electrical 


equipme nt) 


closer to the salesman who 
and will have con- 
fidence in him. As “one of the boys, 
this salesman will be consulted when 
equipment has to be selected; will be 


asked for 


use of new types of equipment; and 


recommendations on the 
will have a strong priority when it 
comes to placing orders 

The takes it 
himself to 


salesman who upon 


know and use electrical 


trade language with more than a super- 
ficial understanding will be more than 
Backed 


a salesman to his customers 


language... 


Parlez-vous ‘Electrical?’— 


by his understanding of the customer's 
jobs, he will be accepted as an all- 
around valuable member of the cus- 
tomer’s team and will be looked upon 
as a sales engineer. Finding it easy to 
make himself understood and recog 
nizing the understanding the salesman 
has, the customer will be inclined to 
talk shop with the salesman, to show 
him jobs “on the boards,” to inform 
him of contract awards 

Offering such rich, tangible reward, 
a facility for using the electrical lan 
ruage is well worth the time spent in 
salesman 


developing it. To this end, a 


should evaluate the extent to which 


he already uses the language and map 


out a plan for further development 
For best results, this plan might be 
outlined on paper and nailed down as 
to specific steps. Above all, however, 
the task must be made interesting and 
enjoyable to assure ever expanding de 
velopment 

e Building the Base—Perhaps the 
first plan to learn the 


step of any 


electrical lingo should be to master 


the units of electrical measurement 


and their abbreviations. A salesman 
might well set aside a half-hour each 
day to study these units in a good 
handbook, to them 
and to There 


are many things a salesman might do 


electrical write 


down memorize them 


Here's what's behind these more popular figures 


“LIVE-FRONT” panel is any con 
trol panel with electrically ener- 


gized parts on front surface 


hazardous to personne! 


ing high voltage cat le 
between the cable and another conductor carry 


ng energy to 


**POTHEADS” are large insulators for terminat 


and shielding connection 


a piece of equipment 


“GROWLING” is a test procedure in 
an energized wind ng 
core) is used 
detect faults in a motor armature 


which a growler 


on a U-shaped laminated 
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By Joseph F. McPartland, Jr., and Richard W. Noel 

















to make this He might 


units in his 


interesting 
carry a list of electrical 
pocket and test himself whenever he 
gets some time to himself 

Of course, it’s very important that 
tech- 


the salesman learn the 


nical names of electrical components, 


pre per 


equipment and supplies. Here again, 
electrical textbooks and the wealth of 
manufacturers literature are invalua 
ble aids and should be studied on a 
The 


supplement formal study in this cas¢ 


scheduled _ basis salesman can 


by practicing with the equipment and 


components he comes across in his 


work. He can make it his business to 


learn the names for each and every 
piece of electrical apparatus and al- 
lied products he might see 

Upon the sound base of a thorough 
familiarity with electrical units of 
measurement and electrical equipment 
and tools, the salesman is then ready 
to start learning the accepted trade 
phrases and which are 
usually used in place of the proper 


titles. He must learn the colorful ways 


expre $s1ons 


of expressing electrical conditions and 
describing the various phases of elec- 
trical work. He must keep his ear 
constantly tuned for particular ways 
in which the man 
things; must remember what he hears 
When any expression stumps him, the 


electrical says 


“*MUSH-WOUND"” coils for electric mo- 
tor windings are wound on rotating coil 
with no particular arrangement 
of successive turns and layers of wire 


winder, 
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salesman should clarify its meaning 
from books, if possible, or from some 
engineer friend who knows the ex 
pression 

e Putting It To Work—As soon as 
the salesman feels he has a funda- 
mental understanding of the language, 
he should start applying it. Without 
overdoing the whole thing and mak 
ing himself sound ridiculous, the sales 
man should use as often as_ possible 
the phrases and expressions he has 
learned 


Much had by 


talking with journeymen electricians 


practice can be 


and other working personnel whose 
reaction to usage of the 


slang can't possibly damage the sales 


improper 


man’s reputation. At all times, how 
ever, the salesman must take care that 
his language is realistic and serves 
a definite purpose 

The 


typical conversation with a wealth of 


following bit of dialogue 


electrical lingo flavor, discloses the 


functional fluency which can be de 
veloped 

Salesman: How are things, John 
Got anything new? 

Contractor We're doing pretty 
good now ... topping off the housing 
job, getting ready to close out... . Wi 


ought to have a final on it next week 


And you know, we got that neu 


; ) > 
plant ut on Pre Road ] 
roughing it im nou Kinda » 

for ti ] ’ peli Pine wy ‘ 

the j wnnin pit 
4 la / ( 7 4 / rig ’ ; crs fi f ‘ { 

and } (§Ped ni first fi r and ’ 

elling read tup the transformer 
mats There's a lot of beavy copper 


motor load That reminds me. I've 
af. fend a a nkey ver there tor 
the heavy pipe for Lhe ’ 
Ind ie necd i { f neu 
PICRCYS / NW a , € JMINWA 
ind a me-alor , ‘ fart 
1? fh <¢ sf) “ia? j ore 
Salesman: Sow John. N 
ny nak 17) i , for / 
lL XS YOu orde re for C.1 6 need 
Separate Lues 
Contractor l'n d ’ f nN inmake 
but YOU Can send vr al “if SIN d / 
350-thousand Ind you can send 
OvUCcT a KO pune et and a li, MN 
hddl 


brief 


a sample of the ele 


this conversation 


Ot course 
represents only 
however 


trical language It indicates, 


the extent to which trade phrases and 
slang terms are used and shows how 
flexible their use is. But, development 
of a full and facile use of the language 
task for the 
take 


sale S aid 


remains a continuing 


salesman who would advantage 


of this effective 








tural parts in combination with a 


equipment to accomplish a particular job 


is used to remove commutator 


above 





A “RIG” is any shop-made assembly of struc 


piece 





“GRITS BLASTING” is a method 
of whereby finely-ground corncot 
Rig grits are blasted under air pre 
ure t clean motors 













Popular Figures of Electrical Speech (Cont, 


operation in 


“SWEATING-IN” is an 

which heat is used to fuse 
Above, solder and arc heat 
into commutator 


metal part 
used to 
slot 


are 


‘sweat’ leads 


“RUNNING-UP” | 
tightened on each other 
the bolts on 


Here, an 


“run-up” 


a 


THE “GUTS” of any piece of equipment 
(an escalator, above) describes inter- 
related structural and operating parts of 
assembly, concealed by finished housing 


86 


THE “SHANTY”’ 
truction 
shelter 
f fice 


an operation by which threaded part: 
impact 


1 large motor end-bell 





nN any electrical con 
the temporary 
contractor’ 


small 
serves as the 
some type of pre-fab hut 


Ssife 1S 
that 
Usually 


““FORM-WOUND” c 
tangular cross-sectio 
The finished 


are 


wrench is used to 


turn: 


“BANK” of equipment (transformers 
Capacitors, etc.) is unitized mounting 


of a number of individual units. Above 
resistors are ‘‘banked’’ on a frame 


X 





A “PULL BOX” is a 
closure used at turns in multiple conduit 


Or € { »f : ell % 


heet metal en 


the place « 
cable pulling 


run »x take 


tacilitate 


oils are constructed of conductors of rec- 
laving of successive 
tangular cross-section 


n, with an orderly 


has a neat rec 


coil 


describes the first 


“ROUGHING-IN” 
stage of electrical work in which cable 
is run and equipment mounted. Here 


ground wire is hooked up to box 
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GLOSSARY OF TYPICAL ELECTRICAL TERMS 


&. T.—current transtormer 


Lugs—terminals 
Pipe—<conduit 


Come-along—a cable grip (‘usually of tubular, basket-weave 


construction with a pulling ‘eye’ on one end) for pulling 


cable in conduit 


Goulash—wet concrete (also called mush 


Snake—spring steel wire for pushing through conduit and 
f g 


pulling wire back into the conduit ‘also known as fish 


tape 
Fiddle—smal! hand-operated drill 


Mat—concrete base for heavy equipment (transformers 


heavy motors, etc 


Roughing-in—tfirst stage of electrical construction work 


installation of electrical material and equipment before 


any construction ‘‘finishing’’ operation can be undertaken 


KO—knockouts: partially cut-out openings in enclosure that 


can be pushed out if needed 


Horse—an abbreviation for horsepower hp 


J. B.—abbreviation for junction box 


C. B.—abbreviation for circuit breaker 
0.C.B.—abbreviation for oil circuit breaker 


A.C.B.—abbreviation for air circuit breaker 


Mouse—any weighted line used for dropping down betweer 


finished walls to attach to cable to pull the cable up 


Fish—tto fish out or fish up: to pull wire through conduit 


raceway or other confined space 


Donkey—motor-driven unit for threading or cutting conduit 


Hickey—a tool for bending small conduit; also a suspension 


member for lighting fixtures 


Copper—a general term for copper conductors wires and 


cables) 


Service entrance—point at which power is supplied to a 


building, including the equipment (service switch, meter 


and protective devices) used at this point 


Topping-off—tinishing touches to an electrical installation 


mounting plates on wall switches, receptacle installing 


fixtures, etc 


Take-off—the procedure by which equipment and supplies 


are accurately listed from the electrical plans for a job 


Specs—abbreviation for specifications ‘precise description 
Pp p 


of the scope and details of the work involved in an in 


tallation 


Riser—a vertical run of cable or busway for conducting 


power from one level to another in a building 


t cables from a power company’s aerial 


Service drop—run 


lines to the point of connection to a customer 


power 


premise 


Feeders—conductors in an installation which carry large 


blocks of power from the power source in a building to 


points at which the blocks of power are divided among 


various circuits which feed motor and lighting loads 


Hot leg—a circuit conductor which is not connected to 


ground (not connected to a water pipe or grounding elec 


trode) in a grounded electrical system; has line voltage 


between itself and ground 
BX—armored flexible 


metallic shielding 


cable conductor a common 


Load—on a €ircuit or system, may be described either as the 


amperes of current flowing or as the total kilowatt rating 


of the equipment connected to the circuit 


Gutter—the provided along the de: nside fuse 


switch and distribution cabinets for arranging conductors 


space 


which terminate or are spliced within cabinet 
N. E. €.—WNational Electrical Code 


Disconnect—a switch for disconnecting an electrical load 


from its power feed 


Power center—a fuse or circuit breaker enclosure from 


which circuits radiate to various electrical load 


Service—electric power delivered, rated in amperes or kilo 


watts; described according to voltage and number of 


ik: 


phases Le |} 5-volt ingle phase 12 208 volt 3 


phase, etc 
High-potential—over 6 


witchnboard with ne "live 


Dead front—usually 


terminals or 


describe a 


parts with whict perating per nnel might 


come in contact 


Phase leg—one of the phas¢ yphase ele 


trical system 


on either end f a metor trame 


End belli—bearing bracket 
Trofters—recessed fluorescent lighting fixture 


Footcandle—unit of light intensity on a surface 


urtace 


Footlambert—uwunit ot light reflected from a 


Growler—a test device for locating faults in a motor arma 


ture ‘growling describes testing with a growler 


Scope—an yscillose pe;.a cathode ray tube test instrument 


tube voltmeter 


VTVM—a vacuurr 


I1C—interrupting capacity, of a switch or circuit breaker: 


amount of current which car be interrupted without 


damage to the switch or breaker 


Pullbox—a metal box used for turr ynduit run 


facilitates pulling and splicing of cé 


Meter pan—a shallow metal enclosure with a round pen 


ing through which a kilowatthour meter is mounted 
Five hundred thousand—500 MCM 
referred to by their 


be 2 


conductors are usually 


size, 1.e., a ‘pair of 2 oughts’’ would 


conductors of No. 2/0 American Wire Gage size 


twin three hundred thousand’ would be 2 conductors of 


390,000 circular mil size 








July, 1953—ELECTRICAL WHOLESALING 








TOUGHEST PART 


quality line, properly merchandised, w 


»f the chime display board installation drive was convincing the dealer 


uld sell. Bond salesmar J M 


Richard 


explain 


PRIMING 


cust 


dealer 


pitch, 


mer sales 
a Pan 





that a 


TRYING pitch on cus 


Value f tomer lealer stresse 


Smart Display Board Selling 


The Bond 
Hartford, 


planted some sales seeds 


LMOST a 


Electric 


year ago, 
Supply Co., 
Conn., 
sales volume 


that into 


and higher profits for this electrical 


grew greater 


wholesaling firm and its dealer cus 


tomers 
Bond 


paign tO 


salesmen carried out a cam 


install its line of chime dis 


play boards in as many retail stores 


as possible The first drive resulted in 


’4 installations in two months’ time 
The boards came in five models, price 
scaled from 10 to 160 dollars to fit in 
with the dealer's budget Equipped 
with transformers and plug-in cords 
the attractive displays were available 


to dealers for the price of the chimes 


displayed. The rest of the costs were 
defrayed by the manufacturer and the 
wholesaler 

The 


month 


company, in its initial two 


year, placed 


campaign — last 


more display boards in dealers’ stores 
than any other distributor handling 
One 


reason might be Bond's concentration 


this particular line of chimes 
on dealers. About 90 per cent of the 
The 


specialize in 


firm's customers are retailers 


distributor's salesmen 
selling them. They were experts using 
expert top-line merchandising meth 
ods that paid off in spades 

But selling dealers on installing the 
Many of 


their 


display boards wasn't easy 


the salesmen had to convince 


customers that a higher-priced, big 


had 


to insist on suitable space and good 


name line would sell. They also 
locations for the eye-catching displays 
In addition, the dealers would naturally 
have to carry adequate stocks for the 
Many of balked 
Bond Morris 


had to be hit over the 


new line them 


some says President 


Goldberg. 
head 
The 


argume nts 


won 


of the 


the boards were in 


salesmen most 
Once 
resistance and objections went 
Dealers 


minimum 


stalled, 


out the window who didn't 


want to carry stocks were 


clamoring for more. It seems that de- 


that even the 


is had to 


mand became so intense 
" 


chimes on the display boar 
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for = 


Richards accents chime 
juality, style 


how chimes will blend 


BIC PAYOFF come 


with her home's decor set of di play chime 


when dealer tell alesmar 


Laughing at empty space 


Dealer specialist salesmen of the Bond Electric Supply Co., Hartford, Conn.., 


proved that top lines plus creative displays bring greater sales, higher profit. 


be sold. This happened many times 
Dealers who had never sold chimes 
Bond 
and 


quality, high-priced products. Salesmen 


before were asking salesmen 


about more chimes other top 
found it easier to sell other high-qual 
ity electrical items to dealers who were 
no longer so price-conscious or so “in 
sistent on buying junk,” as Goldberg 
puts it. 

The 


their customers would buy top lines 


dealers were convinced that 
They began to cut the number of lines 


carried and concentrated efforts on 
doing a better merchandising job on 
quality items. Result: more profit per 
unit sale and a more inspired selling 


job by retail sales people 
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Bond Electric 
Supply has more than doubled its vol 


What's more 


the repeat sales resulting from the dis 


In less than a year, 


ume of chime business 


play boards created new ordering 
problems. As Bond's dealer customers 
took on other quality lines, the whole 
saling firm had to adjust its own pur 
chasing. Changes are still taking place 
Bond Electric 


has installed well over 100 of the dis 


At present, Supply 
play boards and is continuing the oper 
ation at the rate of three or four each 
month. Since approximately 90 pet 


cent of the company’s accounts art 


dealers, the job is far from finished, ac 
cording to Goldberg 
We that 18 per 


estimate cent of 


our dealers customers have the display 


boards. Some have more than one 


Now 
maining accounts in another big drive 
All of these 


a selling job and placed in good store 


were going out to get the re 


boards will be out doing 


spots. They carry a top quality name 


and heavy consumer recognition due 
to national a lvertising 

All of the selling effort we put 
out was well worthwhile. In a com 
paratively short time these boards have 
boosted our chime sales tremendously 
and helped to sell other quality items 
line merchan 


sed We re ct 


tain that they ll do an even better job 


As self-sellers for top 


lise they are unsurpa 


in the future 
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ORIGINAL COPY of order tailored to Boubleday-Hill’s new billing system. . . 








No More Billing Backlog 


Here's how Doubleday-Hill Electric Co. of the South, Washington, D.C., defeated an 


old enemy—invoicing backlog—coming up with many extra benefits from its new system. 


By George D. Farley 


ATT LLL 


9:32 Writing up the order, the salesman care- 10:0 Inventory control department clerk get 11:31 Selecting 
a fully fills in quantity ordered, catalog . order, pre-edits it for quantity shipped . and pack- 
number, description, shipping instructions discount, unit price, and routes it to shipping ng all the items 
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EVERAL months ago, the manage cut the number of overtime clerical office for billing. A copy went to the 

ment of a Washington, D. C, workers needed to handle the end-of- shipping department for delivery, and 

electrical wholesaler decided on a month work load on killing backlog, after some delay the merchandise got 
large economy-size aspirin for a king- and to improve customer relations to the customer 
size business headache—billing. The Doubleday-Hill Electric Co. of the Back in the ofhce, the entire order 
aspirin: a new billing system combin- South formerly used a billing method — had to be typed after pricing, and the 
ing a handwritten shortcut with a which couldn't keep pace with its fast backlog caused delays of ten days to 
tailor-made machine procedure de growing sales volume. The salesman two weeks in sending out invoices 
signed to get invoices out faster, | wrote up the order and sent it to the ¢ Delay, Disappointment—Custom 


gid | - LL ELECTRIC 
| ae Ae Ae 


lf 
ordered the sh p 12:1] Truck man delivers the merchandise 1: ie ng machine operator nserts original 
ping clerk speed . customer who signs delivery receipt, taking voice and accounting copies, completing 
up service responsibility for completeness of order pee i Invoices are ready for mailing 


July, 1953—ELECTRICAL WHOLESALING 





No More Billing Backlog 


The new billing method brought many advantages which con- 


tributed to the electrical wholesaler’s best selling item—service 


ers complained of the delay, some 
claiming that there were discrepancies, 
short Another sore 
point was the firm's occasional inabil- 


shipments, et 


ity to deliver all the items promised, 
due to temporarily short stocks. At 
the time, stock was checked and se- 
lected by the shipping department 
Salesmen had little foreknowledge of 
whether or not the items were avail- 
able, or how back orders affected stand- 
ing stocks 

On top of all this, there was an end- 
of-month peak billing load which re- 
quired the overtime efforts of three 
or four office workers to complete. 
This pressure naturally led to. still 
more human error. The situation be- 
came so that the December, 
1952 billing, for example, wasn’t com- 


acute 


pleted until January 16, 1953. 

Time came to order new billing 
forms. Paul West, president of Double- 
day-Hill, decided to do something 
concrete about the mounting problem 
He collected his ideas, based on 30-odd 
years in the business, called in a Bur- 
roughs Adding Machine Co. represent- 
ative and together they came up with 
a solution. The company’s needs were 
analyzed and adapted to an almost 
foolproof machine procedure. (There 
is still the human factor involved. ) 

e Streamlined Service — The new 
system requires the salesman to hand- 
write the order himself. The order's 5 
copies—original, invoice, accounting, 
packing slip, and delivery receipt— 
are then passed on to the inventory 
clerk, keeper of a recently installed 
Rand inventory control 

stock set-up is 
invaluable to providing speedy, ac- 


Remington 
system. This record 
curate service. The clerk pre-edits the 
order, filling in the quantity shipped 
and the unit price. At the same time 
he records issue of the merchandise on 
control 
cards. If tentatively promised items are 
unavailable, the clerk can immediately 
advise the salesman or customer, if he’s 
ordering by phone 

If a counter customer asks for a cer- 


the appropriate inventory 


tain product, he doesn't have to cool 
his hurried heels while the counter or 
stock man about physically 
checking for the item. Inventory con- 


dashes 


92 


trol, via the intercom, answers the 
waiting Customer's request in a matter 
of seconds. Both receiving and issuance 
of stock go through this department 
first, making it the key point for stock 
information at Doubleday-Hill. Back 
orders are attached to the inventory 
control cards, further concentrating the 
firm's fingertip stock condition know!l- 
edge, and making purchasing easier, 
more accurate 

After the order has been pre-edited 
(morning batch takes 2-3 hours), the 
inventory clerk tears out the original, 
packing slip and delivery receipt and 
routes them to the shipping depart- 
ment. The invoice and accounting 
copies go to the billing machine oper- 
ator. 

In a short time the shipping clerk, 
quickly selecting the items from the 
company’s neatly arranged stocks, has 
assembled and packed the whole order 
Ready for shipment, the customer's 
merchandise is put aboard a truck 
parked in one of the spacious bays 
specially built into the distributor's 
plant. Incidentally, the next day's de- 
liveries are usually loaded on the 
trucks and left in the bays overnight, 
allowing drivers to get an early morn- 
ing start. 

When the order is delivered, the 
customer signs the receipt, eliminating 
possible complaints of short deliver- 
ies, etc. When the truck returns, the 
delivery receipt is checked against the 
original by the shipping clerk. He 
sends the original up to the billing 
machine operator who can now com- 
plete the billing process 

The operator inserts the original, 
invoice and accounting copies (with 
carbons) in the machine. Quantity 
billed, discount, unit sale price, total 
sale price, unit cost and total cost are 
computed and filled in automatically 
by the machine. 

Doubleday-Hill’s mechanical “brain” 
has ably taken care of the work pre- 
viously done manually by a staff of 
office workers under rush conditions. 
The invoice is ready for mailing with- 
in one day, a follow-up reminder of 
the firm's efficiency. The backlog is 
eliminated; delays and _ disappoint- 
ment have disappeared. 


The 
curate and assures a tighter control of 
the billing and accounting procedures 
Doubleday-Hill’s president 
that the general speedup produced by 
the new method has freed from 15 to 
20 thousand dollars in working capital 
“Not only that,” says West, “this pro 
cedure gives us an edge where it counts 


system is speedier, more ac- 


estimates 


—in providing better service. What 
better can a wholesaler offer these 
days? We've all got the same product 
lines—price is a football—the best 
you can offer is service, and improving 
service improves your business. We've 
cut delivery and billing time from al- 
most two weeks to not more than a 
day. We've saved sales by knowing 
our stock and cutting customer disap 
pointment to a minimum.” 

On the company’s side, the new 
method frees the and clerks 
formerly required, for more important 
duties. It simplifies bookkeeping and 
accounting records, gives a truer idea 
of costs, speeds up collection and pro- 
vides a sounder base for extending 
credit. Indirectly, it aids the company’s 
ordering by fostering quicker entries 


ty pists 


of inventory depletions 
e Few Complaints—Although sub- 
stantial opposition to handwritten in- 
voices was expected, the firm so far 
has had only two complaints. One, 
from a government agency, was quick- 
ly taken care of by use of an “Original 
Invoice” rubber stamp 

The other objection came from a 
downtown department store manager 
who insisted on a “businesslike” typed 
invoice. He stopped protesting when 
Paul West, a native Washingtonian, 
reminded him that he'd had a personal 
account with the man’s store for a 
number of years, yet He had never re- 
ceived a typed bill. The manager 
laughed, admitting West was right 

“Every day,” says West, “we find 
unexpected additional advantages com- 
ing from the new system. From an 
efficiency standpoint, it's nearly per- 
fect. paying off 
faster than we thought it would.” 


Economically, it’s 


“Besides,” he smiles, “anything that 
adds to an electrical wholesaler’s stock- 
in-trade—service—can't be measured 
only in dollars and cents now, can it?” 
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PLAYING CROQUET under the lights 


equipped with three 300 watt floods supply the necessary 
The recommended height of the poles is 12 


light 


DART THROWING requires plenty of light 
lamp is adequate for a distance of about 15 feet 
other lamp could be used to light the area behind the target 


flood 


Two 


poles, each 
from the net 
Pole diameter 


feet used 


One 300 watt 


An ing 


Backyard Sports 


HERE'S a 
electrical wholesaler and his sales- 
in the American backyard 


large market for the 


men 
Many homeowners now can enjoy the 
recreation their very own yards have 
to offer with backyard sports lighting 

inexpensive portable lighting that 
operates on ordinary household cur- 
rent 

Quite often during the summer it’s 
almost impossible to use the backyard 
because of Nightfall offers 
the best time for gathering of family 
or friends because it With 
backyard sports lighting the coming of 
nightfall will simply mean switching 
on the lights, not calling it a day 


the heat 


1S cooler 
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e Lighting the Yard — Backyard 


sports lighting involves the use of 
weather-resistant lamps (300 watt re 
150 
mounted in a manner similar to those 


Flo ds 


Of spots, mounted on wooden or light 


flector and watt projector ) 


used by roadside gas stations 


metal poles in clusters of one or two 
three-lamp assemblies, will distribute 
enough light for most activities 

The fixtures have to be literally up 
in the air. Why? To eliminate glare, 
distribute light evenly and also to keep 
pesky night flying insects at a rea 


sonable distance. The lights can be 
mounted on poles that may be pur- 


chased at the local hardware store or 


BADMINTON lights are located on the net line, 15 to 2 
Here three-lamp poles with 3 


should be from t 


HORSESHOE PITCHING can be 
Three floods (3 
sity if pole is not pl. 


) feet 
watt floods are 


yne inch 


light 


watt’) are u } sy are a nece 


» pole 


ed in a pre 


ighting 


made by the homeowner himself 


e Just Look Around—Examples of 


backyard 


everywhere 


lighting are seen 


base ball 
/ 


wor lighting on a 


Spt rts 
Night 


races us¢ 


scale ( hurch 


and trot 


out 


ting 


large and fraternal orf 


ganizations have been using lights for 


dinners, bazaars and cere 


tor The 


lighting of commercial buildings and 


outdo Df 


monies years Christmas 


homes involves most of the basi 


ideas used in backyard sports lighting 
What with the 
the 


all-time high in home 


ownership, wholesaler and hi 


salesmen would do well not to over 


look a large and profitable territory 
maybe in their own backyard 





Push Button 
Farming 


Here's a wholesaler's-eye view of current opportuni- 


ties to sell time and labor-saving equipment to price 


and cost-worried farmers 


ATEST developments in farm af- 
fairs have not been encouraging 
His fading, the 
American farmer once more is caught 


“good” years 
in the squeeze of declining prices and 
mounting costs 

Faced with an expensive and stead- 
ily dwindling labor supply, the farmer 
looks around for help. The answer to 
his manpower problems are electric 
“hired hands’—machines and 
ment that hold out a promise of great- 
er return for his customary, carefully 
husbanded dollar. Electrical mechaniza 
tion of farm operations can pay divi 
dends in time, labor, less long-run ex 
pense, increased productivity and 
higher net income 

The cost of farm labor has nearly 
tripled in the last ten years. In the 
same period, the use of electricity has 


equip 
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increased more on farms than in any 
other industry or productive segment 
of the American more 
than 70 per cent of per farm energy 
use is confined to household rather than 


Why can’t this situation be 


economy, yet 


farm use 
reversed? 
e Big Sell—The market is there. The 
old idea that a product price drop 
makes the farmer tight with his dollar 
hold The 
farmer is not yet fully aware of how 


doesn't necessarily true 
electrical equipment can make push 
button farming a reality and help to 
eliminate his biggest worries. If he 
gets the whole story on how electric 
“hired hands” can banish the costly 
labor problem, provide more and 
cheaper horsepower, step up yield, and 
do a more dependable, economic and 
efficient job, he'll invest in them 


NEW “HIRED HAND” 


The electrical wholesaler is a key 
man. Through his own customers, the 
local contractors and retail dealers, he 
can aid the farmer immeasurably by 
indirectly selling him electrical equip 
ment and service fitted to his needs 

The question of profitability invari 
ably enters the wholesaler’s evaluation 
of the farm Cultivating the 
market seems comparatively expensive 
obvious 


market 


Aside from the costs for 


greater territorial coverage salesmen 
in the rural areas must 
e Know and understand local farm 
problems 
e Have a working knowledge of 
electrical farm machinery and its ap 
plication to pass on to contractors, 
dealers 
on all new elec 
trical farm products (farmers 


items, ask embar 


e Be up to dat 


often 


know more about 


rassing questions which have to be 


answered ) 

e Actively cooperate with regional 
power company representatives 

e Provide more service and support 
to dealer and contractor Customers 

All these requirements make selling 
the tarmer 
But the returns make the effort 
worthwhile. Electric farm 


go for pennies 


relatively expensive, it's 
crue 
more than 
equipment doesn't 
Handling it brings high profits to the 
retailer, contractor, distributor and his 
mention later and 


salesman, not to 
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continuing benefits to the utility 
e Solid Customer—In addition, the 
farmer is probably the best repeat-sale 





prospect to be found. If one machine's 
operation has introduced him to the 
beauty of cutting costs, there’s almost 
no limit to the other electric “hands” 
he'll hire. The farmer is still a shrewd 
buyer, and usually the most faithful 
customer, once you've proven good 
faith. That’s why service is especially 
important to selling the farm market 
Lost time is lost money to the farmer 

The man who sells the farmer is 
more of an adviser than his city coun- 


His 


large enough to excuse poor products, 


terpart trade isn’t transient or 


slow service, etc. If the service-con 


scious farmer sees a negative service 
approach, he won't buy. The electrical 
local 


dealers and contractors by helping to 


distributor's salesman can aid 
survey farms for potential electrical 
equipment adaptations and sales, by 
making products available for on-the 
farm demonstration, helping to show 
the farmer that putting his dollar into 
push button farming is not so much an 
expense as a thoroughly worthwhile 
He can also act as a focal 
point—a clearing house for sales aids, 
engineering and power information— 
helping to concentrate manufacturer, 
wholesaler, utility, and 
dealer efforts for maximum effective 
ness and impact 


investment. 


contractor 
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Many phases of electrically mech 


anized agriculture are still experi 
mental. Potentials are almost unlim 
ited. New machines and new uses for 


standard products are coming in fast 
These developments seem to dovetail 
with the growth of the price drop and 
farm labor problems 

e New Product — One 
effecting tremendous savings, is the 
pipeline milking process. This opera 
tion takes milk directly from the cow 
to a storage tank where it is cooled 
for pick-up. Milk stays fresher longer 
There the 
heavy can lifting, pouring, separating 
After only 
operation, ome unit in 


innovation, 


is no exposure to air, no 


or loss of burter fat three 
months 
New York State saved the farmer the 
price of the installation in butter fat 
alone. Incidentally, the lowest priced 


upper 


pipeline milking unit and tank type 
cooler sells for $1800 

There are many other electric “hired 
hands” saving money, time and labor 
Hay and other crop curing units save 
millions of tons and dollars in spoil 
age every year. Chick brooding with 
infra-red lamps, pig, calf, lamb and 
turkey brooding are a few of the bet 
ter known uses of electrical equipment 
Stable cleaners, silo unloaders, portable 
elevators, automatic grinders and feed 
ers are some others. 

Electrically-powered irrigation ma 
chinery, proven in the West, is mak 





rest of the 


ing great gains in the 
nation, particularly in the East. Germi 
cidal lamps, power tools for farm ma 
chine shops, welding equipment and 
outside lighting are all showing gains 
The 


motor, freeing tractor motors for other 


portable fractional horsepower 
tasks, can be used with fans for hun 


dreds of farm applications, yet this 
market potential still hasn't been fully 
explored or de veloped 

Push button farming beats all other 
agricultural methods and has already 
made six-figure farming projects a 
reality 

Manufacturers and power companies 
are ready to help in every way. They 
provide product application informa 
tion, installation aid, and the knowl 
edge and services of their own agri 
cultural sales engineers 


e Share Market—Seldom 


been as good an opportunity to sell 


has there 
the investment-conscious farmer on his 


need for cost-cutting, profit making 


electrical machinery and supplies. The 


market has a potential that isn’t being 


nailed down. If the electrical whole 
saler wants his share, he must work 
closely with the manufacturer, utility 


contractor and retail dealer to tell the 
complete sales tale, to make it easier 
for the farmer to get equipment, in 
formation and service 


Otherwise, farm implement whole 
salers and dealers will cut the cake 






jerry Quayle was new at selling electrical supplies 
and appliances, but was enthusiastic, eager to succeed. 


His friendliness and skillful approaches secured interviews 
with prospective customers on almost every cold call. 


Theres More Than One Way 


Part I 
By Francis W. Sullivan 


HEN we came out of the third appliance store we 
had called on that morning without getting any 
business, salesman Jerry Quayle seemed definitely 
encouraged 
“We're certainly making some worthwhile contacts 
today,” he said cheerfully. “They should certainly pay off 
That last was a good interview. Nice fella in there.” 
This was the attitude I had been observing for a day 
and a half, and now the time had come to take action 
“Yeah,” I said 


get ‘good interviews. Neither the company nor yourself 


good interview. But we're not here to 


can make any money that way.’ 

Nice, friendly, good-looking Jerry was so startled that 
he stopped short on the corner in front of the First Na 
tional Bank and stared at me 

“But but he stammered, “you can’t rush these 
fellows they won't stand high pressure; that that’s 
He frowned. “Of 
course, | wish we could land more of them, but 

“Well, take some wishes into this bank here,” I said, 


waving at the white granite structure, “and see if you can 


the quickest way to lose a prospect 


get some money on them. Like everybody else they pay 
off on orders, not wishes.” 

“Say, what's the matter with you?” Jerry demanded, 
sharply. “Have you gone haywire or something? 

“Nope. Just thought it was time you quit kidding your 


self, because that’s what you're doing. By the way, have 


you got your order book with you?’ 

“Sure,” he replied, offended, “I’m never without it. See? 
He stretched the mouth of his open brief case and I could 
see the order book nestled comfortably at the bottom 

“It isn't any good to you down there when you need it,” 
I went on, maintaining the tough attitude. “Why don't 
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you bring it out and lay it on the desk the minute you 
start talking to a prospect? And open, too, at a fresh page 

I don’t want to scare ‘em,’ he defended. “A lot of 
prospects are pen-shy and freeze up when they see an 
order book. It only builds up their resistance 

“Baloney!” I growled. “They aren't as scared as you 
think. Remember they're buying goods all the time and 
they have to sign orders. Maybe it’s you that’s scared. How 
about it, Jerry? 

He turned and looked down the traffic-crowded street, 
as if searching for something. I waited 

He turned back, trying to force a smile. “Maybe you're 
right,” he said quietly. “I hadn't thought of that. All I 
know is that | am muffing a lot of sales, and if the order 
book is to blame we'll soon cure that!” He dug down into 
his bag and yanked the offending pad to the top 

That isn't the real trouble,” I told him. “It’s just a 
symptom. The real trouble is you're afraid to ask for the 
order so you dodge asking for it. You're afraid you'll be 
turned down. Isn't that right? 

“I guess it is,” he admitted. “It’s getting so I dread 
calling on a new prospect because I land so few of them 
His shoulders sagged. “1 must be the world’s worst sales 
man.’ 
“Nothing of the kind!” I challenged, genuinely con- 
cerned, and abandoning the tough guy role. “You're one 
of the best right up to closing the sale. And now that we 
agree what the trouble is, maybe we can do something 
about it.” 

It was the truth. I had been greatly pleased by Jerry's 
smooth, skillful sales presentations. His skillful approaches 
secured interviews almost everywhere, and he had the 
ability to dramatize the advantages our products would 
give a buyer. He handled objections in a way that built 
up the prospect's desire to own and profit by the product 
But he stopped there. He couldn't get over that last hurdle 
that counted more than all the rest of them put together 

Time and again I had watched him bring the sale up to 
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He had the ability to dramatize the advantages that his 
tirm’s products and services would give a prospect. 


To Close a Sale 


the payoff only to quit talking and wait for the prospect 
to act. In other cases he simply missed opportunities to 
close during the course of the sale and eventually talked 
himself out of the order when the prospect lost interest 
The result was that his sales performance was only 
mediocre when it might have been among the best in the 
company 

“So, what's with the order book?” he asked now, som« 
of his natural cheerfulness returning 

"Where do we go next?” I countered 

Jerry consulted his efficient-looking work card where 
he had listed the day's calls in the most convenient order 
Bronson Electrical Contractors, Inc.,’ he reported. “New 
concern, just starting. I got the tip while checking new 
incorporations in the capital last week. Bronson, the head 
of the outfit, used to be manager for one of the big con 
cerns in town, but when some builder friends promised to 
get him in on a couple of new construction jobs he decided 
to go in for himself. Hasn't even got a store yet, just a 
temporary office downtown here.” 

“Let's go!” I urged. “If we're not too late maybe we 
can set him up in business. And give me that order book 

We found Mr. Bronson in a small room on the fourth 
floor of an office building. He was signing papers, inter 
viewing help, talking to decorators and telephoning his 
lawyer; in short, preparing to open up a business. He 
greeted Jerry cordially, but it was half an hour before he 
could give us any attention. We sat at either corner of 
his desk, and the first thing I did was to lay the order book 
out in front of me with the pages turned back to a fresh 
blank 

Jerry did the talking and with a few questions devel 
oped that Bronson already had a lamp contract and had 
placed some orders for appliances. But he had made no 
commitments for distribution equipment or apparatus and 
supplies. With that information Jerry concentrated on 
what our company could do for Bronson to supply these 
needs with the least trouble, expense and loss of time. He 
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Then he stopped. He couldn't seem to get over the last 
hurdle—closing the sale. That was until he learned 


talked service cooperation, deliveries, the varieties of lines 


we carried and our years of experience. He backed it 
all up with names of satisfied electrical concerns, most 
of whom Bronson knew 

Bronson listened closely. He asked a few questions, 
nodded his head occasionally in agreement, and finally 
instructed his telephone operator not to put any calls 
through but to take the messages. He was interested: he 
was buying what Jerry had to sell 

Then it happened. This was the psychological moment 
to switch from the institutional build-up to specific prod 
ucts and an actual order, but Jerry suddenly slowed up 


} 


ind stopped 


No more than five seconds went by, but I could see 
Bronson's steam pressure beginning to fall before I could 
say: “Mr. Bronson, one of the things we try to avoid at 
any time 1s overl ading a customer but particularly $O 
with one just starting in business. With that in mind, | 
suggest we now work out a minimum initial order based 
on the specified materials called for on the jobs you have 
coming up. We can probably save you some money. Let's 
start with that new glass factory going up just west of 
town. How about motors? How many and what sizes do 
your specifications call for? 


{1 sheets of paper 


Bronson pulled several closely typ 

lotter, fe 

ments, and told me. I made ; he facts in the 
orderbook 

Now the panelboards, how many of those? And whil 


from under his desk b und the motor require 


we re at if let's figure conduit and httings too 

We worked it out together, and I again entered the 
data in the order book. This time Bronson noticed the 
action and said abruptly, “Wait a minute! I'm not order 
ing that material; we're just working out an estimate 

I understand that,” I replied with a friendly smile 
but I need to put down the amounts so that we can figure 
the cost correctly. You are not obligated in any way 


Bronson's defensive tension relaxed. Now for Jerry's part 


97 





At ums point [ asked Jerry a question which got him 
back into the picture. From there on he took over, and he 
was once again the skillful salesman. His solid technical 
knowledge and ability to talk the contractor's language 
soon had him in a concentrated huddle with Bronson, dis 
cussing the details. Together they built that factory step 
by step and wired it as they went along. Time and again 
Jerry caught errors or made suggestions that saved a lot 
of future trouble 

And every quantity of every item that they agreed upon 
was dutifully entered in the order book with the price 
alongside it and the extensions correctly figured. If 1 had 
been alone | would have had Bronson do the figuring 
with me to prevent mistakes and to let him know where 
he stood all the time. Now when they finished, a neat, 
businesslike package of skillfully selected materials 
was wrapped up and ready for delivery. But would Jerry de 
liver it? | was ready for him this time 

He knew, too, that the time had come for action for, as 
| watched, a look—almost of terror—suddenly crossed his 
face. He licked his lips, paused, and refused the jump 

Calmly and without hurry I got up, lifted the order 
book, turned it around and placed it before Bronson 

“If you will just check those items,” I suggested, “it will 
prevent any possibility of error.” 

He was still deeply engrossed in his plans. He was 
visualizing the job, how it ought to be done, and the ma 
terials needed to do it. With this assortment he was ready 
to go. Bronson checked the items, running a practiced eye 
down the columns. The total amount was $4,267.26. He 
glanced at it, but nothing more 

“Now,” I went on, “if you will just approve that order 
we can arrange for the most convenient delivery. Which 
day will be best for you, next Monday or Thursday?’ 

He thought for a moment. “Thursday will be better, 
he replied, signing the order as he talked. “Our new stock 
room will be ready then.” 

“Thanks,” I said, taking back the book. “Everything 
will be taken care of in accordance with your instructions 

“And I'll drop around Thursday myself,” Jerry put in, 
to see that everything is O.K. Perhaps | can help the boys 
arrange the stock. There are some tricks to that, too 

“We'll be glad to have you, Jerry.” Bronson smiled 
shaking hands. “And thanks. You boys have been a lot 
of help. Goodbye.” He lifted the telephone receiver, his 
mind already on another pressing problem 

It took quite awhile after we left to get Jerry down off 
the pink cloud he was on, but I finally guided him to a 
safe landing in the hotel coffee shop where we had a late 
lunch. The good hot food completed his return to earth 

“That order book technique is terrific!” he finally said 
It really clinched that sale.’ 

I didn't close that sale, you did. All I did was ask for 
the order 

But that’s what got it, isn’t it? 

“No. What you did got it. You were closing that sale 
from the minute you began to talk two hours ago. You 
just kept piling up benefits Bronson would derive from 
our products and service until you had completely satisfied 
every need he could think of. Always remember that a sale 
is made in the mind of the prospect, nowhere else. He 
bought, you didn’t sell; you merely helped him to buy 

“But I froze up twice. | could have lost that order both 
times.” 

“I don't think so. Bronson would have helped you un 


consciously because he was anxious for action at the end 
But you were afraid. Now, let’s face it once and for all. 
What is there to be afraid of? 

Afraid the guy won't buy 

A pertectly natural thought. But let's look at it another 
way. If a prospect refuses to buy it means, in seven cases 
out of ten, that you haven't sold him, haven't made him 
want your line badly enough. Of course, every salesman is 
bound to fail sometimes because of circumstances beyond 
his control. But to the old pros in this selling business a 
buyer's “No!’ is a red light, an alarm bell, a signal that 
they have failed somewhere. It makes ‘em get busy and 
analyze the sale to see where they have slipped so as not 
to make the same mistake again. A buyer's ‘No!’ can be 
a mighty big favor.” 

Jerry Quayle stared at me incredulously but said noth 
ing. He was giving the suggestion courteous consideration 
before throwing it out the window. Then, gradually, a look 
of concentration came over his face. He thought for a long 
time. At last he looked at me 

“Now be honest,” I challenged him, “do you really think 
there's anything to be afraid of?” and when he finally said 
No, I knew he meant it. Slowly he relaxed. He called 
the waiter and ordered cigars. I expected him to ask what 
movies were in town, but instead he said: “Just to clear 
up a couple of points about this order book routine, why 
did you feature it so much with Bronson? 

It was my turn to relax. This was clear sailing 

“The book can be used for almost any situation—you 
should never be without it—but in Bronson’s case it was 

‘must.’ It was the only safe way to handle the dozens 
of items and sizes in such a complicated order. It not only 
saved time and prevented errors but it enabled us to get 
the decision while Bronson was still completely sold 

‘Yeah. I've just been trying to imagine what might have 
happened if I had waited to get the book out until we had 
lined up that order and then tried to write in all those 
details. It could have taken another hour.’ 

“That's the danger, as I learned years ago from dis 
astrous experience. And here's why: almost every buyer 
spending his own money no sooner places a good-sized 
order than a reaction sets in. He begins to question his 
own judgment; he wonders whether he hasn't been over 
sold. The sight of all that nice money going to somebody 
else gives him a chill, and all the reasons he shouldn't buy 
come rushing back on him. His first panicky thought then 
is to hold off, give the matter more thought. This phase 
is only temporary if he has really been sold—the advan 
tages of the proposition eventually come back to him 
but no salesman can afford to get caught with a big order 
to write up at a time like that.” 

“No, brother!” said Jerry. “A prompt, graceful exit is 
definitely indicated.” Then he laughed and raised his right 
hand as if taking an oath of office. “I hereby solemnly 
swear that I'm going to throw the book at everybody from 
now on.” 

He pulled on his cigar 
tell me that there are a lot of other ways to close sales, 
that the order book is only one of them? 

“Sure, lots of other ways,” I replied, getting up from 
the table. “Let's make a few late calls and try some of 
them.” 

“But,” he yelled, “it’s nearly four o'clock 

“The best time to catch the bosses in,” I reminded him 
grinning. “Let's go!” 


And by the way, didn’t you 
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Attractively shelved electrical items 
are formed into aisles at Northwest 
Electric Supply Co. Inside sales- 
men greet customers, escort them 
through sales areas and help them 
select merchandise. 


One-floor construction of new Northwest 
building was especially suitable to the com- 
pany's new merchandising plan. 


Super Market Merc 


NEW idea in super market mer 
chandising of electrical products 
instituted by 
Port 


has been recently 
Northwest Electric Supply Co., 
land, Ore—that of helping the cus 
tomer help himself to any number of 
items displayed on the super market 
floor 
Basically, here is how this new sys- 
tem works. When a customer enters 
the store he is greeted by an inside 
salesman escorted through the 
shopping area. The customer is not 
abandoned to self-service. The inside 
salesman, pushing a shopping cart, 
walks with the customer to the mer- 
chandise requested. All merchandise is 
attractively shelved throughout the en- 
tire super market floor 
As the customer goes through his 
list, the different products are taken 


and 
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from the shelf and placed in the 
shopping basket. As the salesman goes 
through his rounds with the customer 
he has the opportunity to point out 
extra value merchandise and to give 
short sales pitches on special items. A 
checkout counter, replacing the ever 
present counter, is provided to speed 
the sales system 

Displayed on the super market floor 
area are all types of electrical mer 
chandise, including wire and conduit 
and other supplies sold to the electrical 
contractor and the industrial customer 
Although some of these displays are 
limited and occupy a small space of 
the overall floor area, they do serve as 
reminders to both customer and sales 
man 

In many cases, a manufacturer's en 


tire line of products is stocked and 


Owners of Northwest Electric Sup- 
ply and their wives, Mr. and Mrs. 
G. W. Exel and Mr. and Mrs. G. 
R. Phillips, at grand opening of 
new quarters. Company was found- 
ed in 1949 


andising 


lisplayed in the main shopping area 
In other instances, the main stock is in 
the warehouse, easily reached from the 
sales floor. One employee is charged 
with the responsibility of maintaining 
merchandise on the shelves, keeping 
items tagged and bins and _ shelves 
clearly labeled 

man 


and 


Northwest 
W. Exel 


Phillips, this new sales system 


According to the 


agement, partners G 


G. R 


has already resulted in many extra 


sales dollars and is now a well-estab 


lished operation of the busi 
ness 


Northwest 


young 


Electric was 


Supply 
founded in 1949 and, in keeping pace 
with its growth and position in the 


electrical industry of the Northwest 


has recently moved into new and 


larger quarters 





News and Views of... 


The Spring Convention 


A program designed to encourage more attention to product selling and market devel- 
opment was served to more than 300 electrical supplies distributors and their quests 
at the Spring Convention of the Pacific Zone of NAED at the Huntington Hotel, 
Pasadena, Calif., June 8-11. Official meetings brought to the wholesalers’ attention 
experts who discussed, among other things, the present and future markets for build- 
ing materials and an analysis of how copper supply and pricing is determined 














E. J. Shurtz 
The Department Store Market 





R. M. Oliver 


More Housewares Business 


{ERE is a closer relationship be- 

tween department store management 
and the electrical distributor than ex- 
ists between the store management 
and any other supplier of goods, stated 
E. J. Shurtz, vice president and man- 
ager, The Broadway, Los Angeles 

The weakest point in a department 
store's operation is its selling, he told 
the distributors. He believes that dis- 
tributors should develop a program to 
train department store sales personnel 
in product sales techniques and prod- 
uct education. He said that the dis- 
tributor will find the department store 
buyer willing to work out such a plan 


HE electrical distributor handled 

57.3 per cent of the traceable vol- 
ume of electric housewares in 1951 
and his percentage of this nearly $1 
billion business went even higher in 
1952, said R. M. Oliver, Westinghouse 
Electric Corp., Mansfield, Ohio, in his 
talk before the session devoted to the 
appliance business. This share can be 
bigger and in my opinion should be 
bigger, Mr. Oliver stated. Electrical 
distributors are still the backbone of 
the portable appliance business and 
we believe this will continue to be so. 

Mr. Oliver pointed out that in spite 
ef the many billions of dollars worth 


Mr. Shurtz brought up what he 
called “a skeleton out of the closet’- 
the discount house operations prev- 
alent in the Los Angeles area. He 
stated that the integrity of the busi 
ness reputations built by the great 
manufacturers, distributors and retail- 
ers is seriously threatened by trade 
diversion. He believes that top man- 
agement in retailing, distribution and 
manufacturing must recognize the 
seriousness of the problem and pos- 
sibly institute a campaign to educate 
the “unwary, gullible public” to the 
fact that they get exactly what they 
pay for 


of small appliances purchased before 
and after the war, the unsaturated 
market bigger. He 
showed that 80 per cent of the homes 
still do not have steam irons, 29 per 


seems [to get 


cent don’t have toasters, 49 per cent 
have no coffee makers, 91 per cent do 
not have roasters. But still the biggest 
market for electrical distributors is in 
the “saturated appliances” — the old 
standbys like irons, toasters, fans and 
other products we have been selling 
for years in constantly increasing 
numbers. They are still the big volume 
lines and will continue to be for a 


long, leng time, he said 
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Of NAED's Pacific Zone 


The expression of ideas from the speechmaking tables as well as in the convention 


hall lobby is the basic ingredient for any successful convention—for what is a 


meeting without the generation of constructive opinion. Believing that the views 
as well as the news is of interest to its readers, ELECTRICAL WHOLESALING, in 
reporting this important Pacific Zone convention, has included members’ views of 


five of the excellent thought-provoking speeches at that western conference 





VIEWS 











“I was glad to hear Shurtz say that department 
stores want more training for their sales people 
most department stores well need it. But I'd like 
him to explain that better to some of the appliance 
buyers. Maybe they want sales training for their 
staff, but they want it on their own terms.” 


“Maybe the department stores want sales training; 
maybe they want to sell appliances. But you've got 
to prove it to me. Maybe Shurtz’s store is an ex- 
ception. Certainly it has a fine reputation. But the 
average department store has become nothing more 
than a looking-ground for the people who are go- 


“Oliver just explained why we are in the electrical 
housewares business. We thought three years ago 
there might be money in it and we tried—now 
we're doing nearly a $!2 million in those little 
appliances, and at a nice profit, I might add. But 
I don’t agree with Oliver that it necessarily requires 
a specialist salesman—we're doing most of ours 
through our supplies salesmen.” 


“I guess I'm like the rest—I never really looked at 
small appliances as a chance to make money. I just 
carry a few lines because the contractors like to 
get one now and then. From what Oliver says, I'd 
better put the heat on my salesmen and start selling 
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ing to a discount house to buy after they know 


what they want.” 


“Department stores are not going to get all the 
help and cooperation they want until they get over 
their ‘key account’ phobia, and until there’s a stop 


to this associate distributor business.’ 


“How do we know that the department stores won't 
use any sales training we give their help to push 
their own private brands’ 


that small stuff. Looks like there’s more money in 
them than in some of the supplies I have to let go 


at about cost.” 


“Sure electric housewares are big business, but how 
are we supposed to sell them when some major 
appliance distributors hurt the business by offering 
special deals and making tie-ins with their majors 
so the dealer has to take a bunch of small ones 
along with the big ones.” 


News and Views 
Continued on Next Page a> 





Pacific Zone Spring Convention (cont.) 


J. M. Dean 
The Residential Market 


USINESS from the residential con- 
struction market will continue high 
through 1953, says J. M. Dean, secre- 
Materials 


tary-mManager, Building 


Glenn E. Ralston 
Uncertainties on Copper 


NE of the most clarifying pictures 
of the copper production and pric- 
ing scene ever presented to this West 
Coast wholesaling group was made by 


Elliott Taylor 
Better Sales Meetings 


Most sales meetings can be made 

twice as effective by developing a 
simple, orderly technique of organiz- 
ing each meeting, said Elliote Taylor, 


Credit Association, Los Angeles. But 
there will be more problems involved 
in getting that business and in getting 
paid for it, he pointed out. While no 
drop in residential construction is ex 
pected, interest rates will be much 
higher and money will be more scarce 

Mr. Dean told of the changes that 
have taken place during the past few 
years 


1952 business was 7 per cent 
above 1951, and 1953 is even higher, 
so far—credit sales increased 90 per 
cent in 1952 over 1951. He pointed 
to these warning signals—collections 
in the 11th Federal Reserve Board dis 
trict have dropped off severely and 
bankruptcies have increased sharply 
from 130 in 1950 to 280 in 1952. 


Glenn E. Ralston, vice president and 
general Rome Cable Co 
He outlined the various foreign and 


manager, 


domestic sources for the nation’s sup- 
ply of copper and discussed frankly 
the many factors influencing the cost 
of that copper before it reached the 
wire and brass mills. 

Mr. Ralston anticipated a good sup- 
ply of copper for the future, and at 
the same time, expected a continuing 
market for copper products with only 
the utilities and public building mar- 
kets diminishing. 

He expected the dropping off in 
European buying of Chilean copper 
and the coming into production of 
high priced domestic producers. 


manager, public relations, Pacific Fi- 
nance Co., Los Angeles. 

To get the best results in organiz- 
ing a sales meeting, Mr. Taylor sug- 
gested the following check-list: Plan- 
ning—why is the sales meeting being 
held, what kind of meeting will best 
do the job, who will conduct the meet- 
ing and who will speak, when to hold 
the meeting. Preparation—look for 
the dramatic, consider audio-visual 
aids. Presentation—getting started on 
time, arrangements for handling ques 
tions, arrangements for pictures. Fol- 
low-up—analyze how to do it better 
next time, send the thank you letters, 
know what results were desired and 
follow up to get these results. 


“He’s probably right that the 
residential field will keep on be- 
ing a good market — but for 
whom? It’s getting so I’m not 
sure who is making money on 
that business. Certainly, most of 
the jobbers are cutting prices to 
a no-profit level.” 


“Dean gave us some good rea- 
sons to watch credit from now 
on. I wish our salesmen had 
heard that talk. Too many of 
them seem to think that just 
because we're in so-called ‘good 
times’ every contractor has a 
triple-A rating.” 


“If some of these foreign dic- 
tators can run their governments 
on profits from copper, why 
can’t we get more than 5 per 
cent. It’s getting so that han- 
dling copper is just a conveni- 
ence we provide the manufac- 
turer and the customer—nothing 
else.”’ 


“Look, who's worried about cop- 
per prices? It’s all in the way 
you buy it. 1 can undersell any 
other jobber in the state by 10 
per cent—and I usually do—and 
don’t forget it, buster, I’m mak- 
ing money.” 


“Of course, Taylor wasn’t talk- 
ing particularly about our busi- 
ness because I’m sure he would 
have mentioned bringing the 
credit manager and the comp- 
troller into the sales meetings 
and giving them a specific part 
of the program. We've found 
that helps very much in getting 
salesmen to understand costs. 


“We've found that a little com- 
petition within the organization 
helps our sales meetings — the 
appliance manager tries to put 
on a better program than the 
A & S guy. 
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HE American Market has expanded tremendously since 
T 1947. And every region has shared in this recent 

growth. When business managers surveyed the market 
scene after World War II, they found that it was wise 
to go West. That was the era that registered the greatest 
gains over the period 1939-1946. Businessmen, anxious 
to increase sales in the New American Market of 1953, 
might profitably begin by re-examining their present 
market areas. There are more people, richer people, freer 
spending people in every section of the country. 

The New American Market of 1953 is nationwide 
There are more people and more families in every region 
The regional shares of the total population have not 
changed much since 1947. That's because population 
gains have made it possible for all regions to grow to- 
gether. None of the regions has expanded at the expense 
of another 

Incomes are at peak levels in every region. Despite 
a slight tendency for regional incomes to become nearly 
equal over the period 1947-1952, the Mid-Atlantic, Great 
Lakes and Pacific areas continue to lead the income 
parade. Savings, too, have shown a tendency to become 
more nearly equal. But the cumulated income advantage 
enjoyed by the Mid-Atlantic, Great Lakes and Pacific 


Breakdown of Regions for 


NEW ENGLAND SOUTH CENTRAL 


New Hampshire Tennessee 
Maine Alabama 
Connecticut Kentucky 
Massachusetts Mississippi 
Rhode Island 


Vermont GREAT LAKES 


Ilinois 

Indiana 

Michigan 
MID ATLANTIC Ohio 


Wisconsin 
Delaware 


Maryland 

New Jersey 

New York 
Pennsylvania 
District of Columbia 


PACIFIC 
California 
Oregon 
Washington 
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The New American Market 


By The McGraw-Hill Department of Economics 


The American Market has changed greatly since 1947, expanding in all 
directions. All regions—and almost every crossroads settlement—have 
shared in this growth. Its impact is such that businessmen, anxious to 
increase sales, might profitably begin by re-examining their present 
market areas. This six-page report provides the basic frames of reference 


for such a re-examination, opening the way to local market development 


regions has given them a decisive lead im the accumula 
tion of savings 

The great occupation shift is from the farm to the 
city job. It’s a story common to every region. The number 
in sales and clerical positions has grown most rapidly 
The number of factory workers and professionals has 
risen considerably, also 

The Pacific, Great Lakes and Mid-Atlantic regions 
in that order—led the way in the construction of new 
housing units in 1952. The Mid-Atlantic led in the 
number of new tenant occupied units. New home owners 
were most prominent in the Great Lakes 

The New American Market is not unmapped territory 
but it merits further prospecting by business management 
In a recent address, Prof. Earl L. Butz, of Purdue Uni 
versity, commented on the New American Market as 
follows: “We are a vigorous, growing nation. Every year 
we add to our population a brand new city the size of 
Detroit, Mich.—2!% million new people every year. W¢« 
are going to have to feed these people, clothe them, 
educate them, travel them, recreate them and meet other 
demands we have not yet dreamed of in America 
there is a tremendous potential market right at our back 


door for practically everything we can produce 


Purposes of This Study 


SOUTH ATLANTIC NORTH CENTRAL 
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CHART 


The number of people measure the 
New American Market in one dimen 
in the number 


sion. But the increase 


65 and Over Group 
Gains Rapidly Since 1947 




















Per Cent Increase 








of households is probably the best in- 
dicator of the growth of the market 
for new homes, automobiles, appli- 
ances, home furnishings. There were 
14.4 US 


in mid-1952 represents an in 


households in the 
This 
crease of 12 per cent since June 30, 
1947. Chart Il 


households are located 


million 


shows where these 
It modifies the 
impression of the New American 


Market furnished by the regional fig- 


ures on total population. The Pacific 


region, for example, is the fifth most 
populous area. In terms of households, 
that The 
disparity means that the Pacific region 
smaller 


however, area ranks third 


has more—and relatively 
family groups in terms of its pepula- 
market The 


consequently, has a 


tion than’ other areas 


Pacific region, 


The age distribution of the popula 
a crucial fact about the New 


Market 


have a more intense demand for drugs 


tion Is 
American People over 65 
and medicinals, for plain foods and 
leisure-type apparel. Their demand for 
autos, air transportation, sporting 
goods tends to be slower. That section 
of the population under 5 has a very 
specialized demand for food, clothing, 
drugs and toys. The most impressive 
gains (see Table I) have been regis- 
tered in the 65-and-over bracket. Chart 
IV indicates the extent to which each 
region has shared in the increase in 
the number of older people. There are 
3 million more people in the 5-14 


bracket than there were in 1947. These 


The United States population in 
July, 1952, 156 million 
This represents a gain of 9 per cent 
over the 1947 total of 143 million 
Chart I shows the number of people 
in each region and the percentage of 


was almost 


the total population found in these 


different market areas. Chart I] com- 
pares the population gains of the nine 
1947-1952 


It shows that the regional shares of 


regions over the period 
the total population have not changed 
1947 


increased their population more rapid- 


much since Some regions have 
ly than the nation as a whole. Others 
have not kept pace with the overall 
The market 


areas which showed the greatest per 


increase of 9 per cent 


centage increases accounted for but a 
small portion of the total population 


stronger potential as a market ror 
homes and durable goods than its 
total population figures indicate. But 
since the households tend to be small- 
er, some producers may overestimate 
the volume of soft goods that the 4.8 
million family groups in the area re- 
quire. The South Atlantic region ranks 
third in total population but fourth 
in number of households indicating 
fewer—but relatively 


that there are 


larger—family groups than are found 
in other regions. The smaller number 
of family groups means that demand 
for automobiles and appliances will be 
the households 


less intense. But since 


tend to be larger, the 4.7 million fami- 
lies in this area offer a relatively supe- 
rior market for soft goods required by 


all individuals 


young people eat like adults, but they 


outgrow their clothes every year. In 
the next few years, some purchases of 
durables be deferred 


household may 


because of the growing expense of 
feeding and clothing these youngsters 
Every region has its share of people in 
the various age brackets. The Mountain 
region, for example, has a shade more 
cent of 


than 3 per the total popula- 


tion. It has about 4 per cent of the 
population under 5, about 3 per cent 
ot the 5-14 group, 3 per cent of the 
15-64 and 3 per cent of the people 
over 65. If businessmen have a first 
rate product for older people, they 
don't have to concentrate their selling 


efforts in California or Florida 
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POPULATION HIGHLIGHTS 


Concentration of Cities with 
50,000 or More Population 
Today 


HIGHLIGHTS 


Population and Households 


. California 25 Cities 
Texas 17 Population Households 


Ohio 16 5 Leading States % of U.S. Total 5 Leading States % of U.S. Total 
New Jersey 15 1952 1947 1952 1947 
Pennsylvania 15 ._ New York 9.74% 9.79% New York 10.05% 9.85% 


New York 
. HMlinois 
Michigan 
Indiana 


North Carolina 


OOSOWMNOWS wo = 


—s 


14 
13 
13 
9 
7 


Concentration of Cities with 
100,000 or More Population 


Today 


. California 
Ohio 

Texas 

New York 
New Jersey 
Pennsylvania 
Indiana 
Florida 

. Michigan 


. Tennessee 


COMIN EWro- 


a+ 


12 Cities 


->hbauidO-~1O © 


Cities with Current Population 
Over 50,000 


Biggest Per Cent Gains 


1940-1950 


. Richmond, Calif. 
. Baton Rouge, La. 


. Compton, Calif. 
. Albuquerque, 
N.M 


. Euclid, Ohio 
. Burbank, Calif. 
. Lubbock, Texas 


+ 321.1°, 
+ 261.8 
+ 196.3 


+125.2 


Biggest Per Cent Losses 


1940-1950 


. Wilkes Barre, Pa. 


° Scranton, Pa. 

. McKeesport, Pa. 

. Passaic, N. J. 

. Johnstown, Pa. 
Altoona, Pa. 


Atlantic City, N. J. 


. California 

. Pennsylvania 
. Ilinois 

. Texas 


7.31 7.11 . California 
6.85 6.98 
5.72 5.78 Illinois 


5.26 5.12 Ohio 


Pennsylvania 


8.01 8.05 
6.86 6.66 
5.91 5.98 
5.25 5.41 


Smallest States 


. Nevada 

. Wyoming 

. Delaware 

. Vermont 

. New Hampshire 


Biggest Gains Over 
Absolute Numbers 


. California 

. New York 

. Texas 

. Pennsylvania 
. Michigan 


1,196,000 


644,000 


Biggest Gains Over 1947 
Percentage 

. New Mexico 

. Arizona 

. Florida 

. Wyoming 

. Colorado 


Least Gains Over 1947 
Absolute Numbers 


1. District of Columbia 
2. Vermont 

3. Nevada 

4. Delaware 

5. Maine 


Least Gains Over 1947 
Percentage 


. District of Columbia 
. Tennessee 

. West Virginia 

. Alabama 

. Arkansas 


Smallest States 


5 

1. Nevada 

2. Wyoming 

3. Delaware 

4. Vermont 

5. New Hampshire 
6. North Dakota 


Biggest Gains Over 
Absolute Numbers 


New York 
Pennsylvania 412,000 
California 373,000 
Texas 300,000 
Illinois 256,000 


564,000 


Biggest Gains Over 1947 
Percentage 


New Mexico 
Florida 
Arizona 
South Dakota 


Kansas 


Least Gains Over 1947 
Absolute Numbers 


District of Columbia 
Vermont 

Delaware 

Nevada 

Maine 

Wyoming 


Least Gains Over 1947 
Percentage 


District of Columbia 
2. Tennessee 
3. Arkansas 
4. Alabama 
5. Maine 








TABLE | 
% of Total 


% of Total 





Population No. of People Population 


Under 5 


Between 5-14 
Between 15-64 


Over 65 
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No. of People 


14,761,000 
22,249,000 
95,944,000 
10,416,000 


10 6,1799,000 
16 25,383,000 
67 100,419,000 

7 13,165,000 


11 
16 
64 

9 








Income of Regions 


New England South Central 
471% 

Mountain 

299% 


Today’s American Market is also 
market in history. Na 
tional income climbed from $185 
billion in 1947 to $257 billion in 1952 
When 


the effect of rising prices is eliminated, 


the richest 


an increase of 39 per cent 


the growth in income still comes to a 
substantial 16 per cent increase. Chart 
V shows how total income is divided 
among the different market areas. It 
shows that national income is dis 
tributed among the regions in a pat 
tern that conforms closely to the num- 
ber of individuals and households in 
the different market areas. The main 
divergence concerns the Mid-Atlantic 
and Great 
these areas have almost 43 per cent 
whether 
measured by individuals or households 
But they have more than 48 per cent 


Lakes regions. Together, 


of the total population — 


of the national income 


Per Cent Increase 

















Income 


5 Leading States % of U.S. Total 
1952 1947 


. New York 

. California 

. Pennsylvania 
. Hlinois 


. Ohio 


12.53% 13.22% 
8.94 8.66 


6.92 
6.80 
5.93 


7.39 
7.18 


Smallest States 


. Nevada 16 
. Vermont 21 
. Wyoming 21 
. Delaware .29 
. North Dakota 35 


VibWhO=| |W Vahwn= 


INCOME HIGHLIGHTS 


Per Capita 
Income 


. Nevada 

. Delaware 

. District of Columbia 
. New York 

. Connecticut 


. Mississippi 
Arkansas 

. Alabama 

. North Carolina 

. South Carolina 


Biggest Gains Over 1947 in Dollars of income 


1. New York $7,737,000 
2. California 6,959,000 
3. Texas 4,887,000 
4. Ohio 4,497,000 
5. Illinois 4,195,000 


1. District of Columbia 
2. Delaware 

. Nevada 

. Texas 


. Ohio 


Biggest Gains Over 1947 in Percentage 


+ 19% 
+179 
+60 
+57 
+57 


1. Arizona 

2. New Mexico 
3. Texas 

4. Nevada 

5. Delaware 


. District of Columbia 
. Delaware 

. Texas 

. Arizona 

. New Mexico 


Least Gains Over 1947 in Dollars of Income 


1. North Dakota 

. Vermont 

. Nevada 

. Wyoming 
Idaho 

6. New Hampshire 


$25,000 
127,000 
145,000 
176,000 
179,000 
179,000 


. North Dakota 
. Idaho 

. Kansas 

. Mississippi 

. North Carolina 


Least Gains Over 1947 in Percentage 


. North Dakota 
. Kansas 

. Maine 

. West Virginia 
. Rhode Island 


. North Dakota 
. Kansas 

. Idaho 

. Montana 

. Nebraska 


Per Household 
income 


. District of Columbia 
. Delaware 

. Nevada 

. New York 

. Connecticut 


. Mississippi 

. Alabama 

. Florida 

. Kentucky 

. North Carolina 


. District of Columbia 
. Delaware 
. Nevada 
. Arizona 
Texas 


. Arizona 

. Delaware 

. District of Columbia 
. Texas 

. New Mexico 


. North Dakota 
. Kansas 

. Idaho 

. Pennsylvania 
. Mississippi 


. North Dakota 
. Kansas 

. Idaho 

. Pennsylvania 


. New York 
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Since 1947 


The recent trend is for regional in- 
comes to become more nearly equal 
Chart VI illustrates what has been hap- 
pening to income in the different re- 
gions since 1947. It shows that the 
greatest gains in regional income have 
taken place in the Southwest, Moun- 
Atlantic and 
gions. Diversification of crops in these 
areas, plus the happy combination of 
high prices for farm output and good 
crop years did much to increase farm 
activity. In addition, these regions have 
made recent gains in industrial activity. 


tain, South Pacific re- 


Textile manufacture continued to grow 
in the South Atlantic. The oil and 
chemical industries in the South West 
have expanded rapidly. Aircraft and 
aluminum manufacture have sparked 
the economic advance in the Pacific 
region. And the mobilization program 



































Average Household Income 


















































Great Pacific 
Lokes 


CHART WI 


Regional income comes into clearer 
focus when it is broken down into the 
amount of money available to families 
within each area. Chart VII illustrates 
the income per household for all the 
nine regions. But the averages can 
be misleading. A market with a per 
household income of $6,000 may have 
a large group of families in the higher 
income brackets «nd a_ substantial 
number in the lower brackets. This is 


which most family incomes tend to 
cluster about a $6,000 average. One 
thing is clear: The overwhelming ma- 
jority of all families fail to measure 
up to the average family income in 


reason: The small 


their area. The 
group of families in each region 


ranging from 2 per cent to 4 per cent 
of the total—with 
in excess of $10,000 are responsible 


an annual income 


spurred mining activity in the Moun- 


tain states. vastly different 


from 


for pulling the averages up to present 


a market in high levels 





Per Cent Increase 
5 10 IS 20 25 30 35 40 45 





South West 








Mountain 


‘ean Me sass 





South Central 
South Atlantic 
Great Lokes 
North Central 
Pacific 
Mid-Atlantic 
New England 


United States 


CHART Wy 


The volume cf savings in a region is important market- 
ing information. An area with high savings is in a better 
position tO put on an extra buying spurt if consumer 
sentiment favors a rush to the stores. And if a business 
slide brings falling incomes, the regions where savings 
are highest will be best able to maintain consumption 
levels. Chart VIII compares (since 1947) the percentage 
increase in the total volume of time deposits with the 
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increase in each region. It shows that, despite compara- 
tively modest gains since 1947, the Great Lakes, Mid 
Atlantic and Pacific regions have the greatest concentra 
tion of savings. These three areas contain a shade more 
than 50 per cent of the number of households. But they 
have nearly 75 per cent of the national total of savings 
deposits. That leaves the 50 per cent of households in the 


other six regions with but 25 per cent of total savings. 


Time Deposits 
South West 
353% 
New Englond 
468% 


South Atlant 
& oe 


“HART IX 


Chart IX gives some indication of the national savings 
pattern by showing the percentage of total 1952 time de 
posits—amounting to $39 billion—in each region. It is 
not likely that the concentration of savings in the Great 
Lakes, Mid-Atlantic and Pacific regions will be sharply 
reduced in the next few years. Their high volume of sav 
ings reflects the fact that these 
income parade for many years 


regions have led the 





What’s Happened to Employment Since 1947 


CHART X 


2\ J 1 21 2! 14 0 | 28 











South West North Central 




















Mountain Great Lokes 





























South Atlantic 16 New England 














South Central United States 




















An individual's occupation is an McGraw-Hill Department of Econom vides some detail about this shift 
important clue to his buying habits. ics—place the number of farm workers It is possible to get some further 
A person working with his hands at 9.6 million. This represents a de- breakdown of job classifications by 
usually requires different foods than cline of 15 per cent compared to the — using the 1950 census. Table II shows 
those which appeal to people in seden 1947 figure. The Bureau of Labor Sta- the job shifts in each region over the 
tary occupations. And the business tistics estimates the total number of — census period 1940-1950. It shows that 
clothes of the factory laborer and the non-agricultural workers to be 47.9 the combined effect of a growing la- 
professional person are certain to be million—up 11 per cent from 1947. bor force and the shift from farm to 
quite different. The farmer's demand The exodus from the farm has been a city jobs has been a substantial in- 
is distinctive in many ways. Depart- national event. Similarly, all regions crease in the number of people hold 
ment of Agriculture statistics on farm shared in the increase in the number ing sales and clerical positions. And 
employment—extended to 1952 by the — of non-farm employees. Chart X pro- this trend was evident in every region 





TABLE Il 
WHITE COLLAR WORKERS MAKE IMPORTANT GAINS 


OCCUPATIONAL BREAKDOWN 
1940-1950 
Mid Great South North 


Atlantic Lakes Atlantic Centra! Pacific 
1940-1959 1940-19590 1940-19590 1940-1950 1940-1950 


Professionals 9X / 8Y 8Y 5% 1% BY BY / 11% 
8 8 9 


Manogers, Proprietors 9 8 11 
Sates & Clerical 21 20 15 15 22 
Craftsmen & Foremen 13 16 12 9 1 
Factory Workers 22 23 21 12 1 
Service Workers 14 10 11 10 1 
Laborers 7 6 7 5 

Farmers & Farm Mgrs. 3 6 11 22 
Farm Laborers 2 3 8 10 


South New United 
Southwest Central England Mountain States 
1940-1950 1940-1950 1940-1950 1940-1950 1940-1950 


Professionals 6% BY 5% 6% 8% 10% 8% 9G 
Managers, Proprietors 8 5 8 10 10 9 
Sa'es & Clerical 13 9 15 18 
Craftsmen & Foremen 8 7 10 14 
Factory Workers 11 14 15 14 
Service Workers 13 11 11 11 
Laborers 7 7 6 6 
Farmers & Farm Mgrs. 21 26 16 10 
Farm Laborers 13 16 9 7 


=k ok od ot 
2) 


_ 
sos NOUW 











ELECTRICAL WHOLESALING—July, 1953 








Employ 


5 Leading States 


. New York 1 
. Pennsylvania 
. California 
. Hlinois 
Ohio 


Smallest States 


. Nevada 

. Wyoming 

. Vermont 

. North Dakota 
. South Dakota 


Absolute Numbers 


. California 
. Texas 

. New York 
. Ohio 

. Michigan 


Percentage 


1. New Mexico 
2. Arizona 
3. Kansas 





STATE AND URBAN EMPLOYMENT HIGHLIGHTS 


Nonagricultural 


ment 


% of U.S. Total 
1947 
12.89% 
8.42 


1952 


2.23% 
7.65 
7.64 
6.91 
6.16 


7.14 
7.30 
6.19 


13% 
18 
.21 
24 

A 


Biggest Gains Over 1947 


582,000 
481,000 
307,000 
282,000 
200,000 


+ 38% 
+35 
+28 


+28 
+25 


4. Texas 
5. Florida 


Least Gains Over 1947 
Absolute Numbers 


1. Vermont 

2. New Hampshire 
3. West Virginia 
4. Nevada 

5. Rhode Island 


Percentage 


1. Pennsylvania 
2. Vermont 

3. Rhode Island 
4. Illinois 

5. Massachusetts 


Factory 
Employment 


% of U.S. Total 
1952 1947 


11.97% 12.49% 
8.91 10.00 
8.12 8.17 
7.67 8.14 
6.66 6.84 


5 Leading States 


1. New York 
2. Pennsylvania 
3. Ohio 

4. Illinois 

5. Michigan 


5 Smallest States 


1. Nevada 
2. North Dakota 
3. Wyoming 


024% .O2Y 
.04 .04 
.04 .04 


OT 
10 


4. South Dakota 
5. New Mexico 


Biggest Gains Over 1947 
Absolute Numbers 


1. California 
2. Texas 

3. Ohio 

4. Indiana 
5. Kansas 


Percentage 


1. Arizona 

2. New Mexico 
3. Kansas 

4. California 

5. Texas 


Biggest Losses Over 1947 
Absolute Numbers 


1. Pennsylvania 
2. Rhode Island 
3. Massachusetts 
4. West Virginia 
5. New Hampshire 


Percentage 


1. Rhode Island 

2. Pennsylvania 

3. Vermont 

4. West Virginia 
5. New Hampshire 


07 
10 





® 
= 


State 


California 
Texas 
New York 
Illinois 


Concentration of New Urban Housing Units in 1952 


Number of Units 


102,197 
60,395 
40,555 
31,563 


Per cent of U.S. 


16.57% 
9.19 
6.58 


5.12 . Fort 


. Queens, New York’ 

. Houston, Texas 

. Philadelphia, Pennsylvania 
. Dallas, Texas 

orth, Texas 


Ohio 29,783 
Florida 29,303 
Pennsylvania 25,911 
New Jersey 24,630 
Michigan 20,990 
Massachusetts 18,347 


Urban Area Number of Units 


Los Angeles, California 28,351 
. New York City, New York 22,297 


OSC ONOWRwWIO= 


o = 
=< 


4.83 
4.75 
4.20 
3.99 
3.40 
2.97 


Per cent of U.S. 
4.60% 


3.62 


Detroit, Michigan 
Brooklyn, New York’ 
. Bronx, New York* 
. Memphis, Tennessee 
. San Antonio, Texas 
. District of Columbia 
. Baltimore, Maryland 
. Milwaukee, Wisconsin 
. Wichita, Kansas 
. New Orleans, Louisiana 
. Miami, Florida 


. Chicago, Illinois 
. San Diego, California 


>wn— 


10,718 
9,730 


1.74 
1.58 


Dwelling Units Built in 1952 


Home building has been proceeding 
at a record-breaking pace since 1947 
The fact that there are so many new 


broadened 


home owners has greatly 
the dimensions of the market for elec 
tric appliances, house and garden tools 
and all sorts of home furnishings. Ten 
ants in the new multi-family units are 
also heavy purchasers. They may not 
be interested in gardening equipment 
but 


apartments are part ot the market tor 


or power tools, tenants in new 
television sets, new rugs and furniture 
Chart XI shows the number of dwell 
ing units built in the different market 


areas in 1952 
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Private Owned 


y~ (Ul family) 
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CHART XI 
a 


Mountain 


318% 








Normal Requirements- Moisture and Flame Resistant, 
Smooth, Slick, Easy Working, ““Canvas-Back’’ Loomwire is 
the new, smaller diameter NE cable that’s most economical 
for the regular wiring job. Available with Type R or Type 
TW conductors, Canvas-Back is built for installation where 
the wiring is not subject to undue moisture, drastic changes 
in atmospheric conditions, or severe usage. 


WET... Then It’s NE-0-Prene Loomwire 


ny ADAM 


j 
Yip? 


Severe Usage— NE-O-Prene Loomwire is built to seal out 
Fumes, Flames, Moisture, Oil and Grease. It has high 
resistance to Rot, Acid Action, Fungus and Mechanical 
Abuse. In short NE-O-Prene gives you protection in loca- 
tions where destructive conditions limit the life of other 
approved types of wiring. 


BURIED... Then It’s Flexlay Cables 


6-2 - TYPE USE STYLE RR - 600V —- 


Underground Service—Fiexiay Cables are engineered and 
constructed for economical, permanent, underground service. 
When you want to eliminate overhead wires, Flexlay is 
designed for direct earth burial. Withstands flexing, kinking 
and gives you protection against corrosive elements in the 
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Whatever it Is. 
there's a 


In addition there are NE accessories 
for all wiring installations 


"REDEGE”’ Outlet and Device Box4s 


"EZ" Conrectors 


REMEMBER... 
you re always safe with 


NE Wiring Systems 
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In 1953 


TRUMBULL (T) DISTRIBUTORS 
are headquarters for 


LOW VOLTAGE CIRCUIT BREAKERS 


4 


Trumbull Distributors enjoy the leader’s position in competition for 
the expanding low voltage circuit breaker market. The Trumbull line 
is complete, enabling the distributor to provide an exact fit for almost 
any requirement. Superior design and construction features enabled 
Trumbull to develop specialized breakers that withstand the mois- 
ture, high-shock and vibration of shipboard service required by the 
U.S. Navy. The same basic Trumbull advantages assure improved 
performance in the Trumbull Circuit Breakers you stock and sell. 


Po 


Trumbull Circuit Breakers are available in ratings from 10 to 600 
amperes and voltages up to 600 volt AC, 250 volt DC, either the open 
type or with surface or flush-mounted enclosures, of semi-dust-tight, 
water- and dust-tight design. Accessories available for conversion to 
non-automatic, remote tripping, bell alarm and other special require- 
ments. 

Ask your Trumbull representative to show you and your sales force 
how to make full use of Trumbull leadership in the circuit breaker 
field. Or write direct for literature which will give you more informa- 
tion on Trumbull Circuit Breakers, as well as breaker-equipped load 
centers, panelboards and switchboards. 





Trumbull TQL (plug-in) and 


Trumbull AT enclosed circuit 
breakers feature “trigger” 
trip, automatic tripping, silver- 
alloy contacts, individual cali- 
bration. 2- and 3-pole construc- 
tion, from 15 to 600 amperes, 
125 to 600 volt AC or 125 to 
250 volt DC. Single pole avail- 
able in 50-ampere frame size 
breakers, 125 volt AC or DC. 


TQ Circuit Breakers feature 
both thermal and magnetic pro- 
tection, “trigger-type” quick- 
make and break, trip-free oper- 
ation, trip-indicating handle, 
silver-plated contacts, are- 
quenching chamber. Individ- 
ually calibrated and sealed in 
compact, dead front phenolic 
cases. Ratings: 10 to 50 am- 
peres, 120 volt AC, single pole. 


TYPE TQL 





Trumbull K-173 Marine 
Hi-Shock Circuit Breakers, 
3-pole, 125 volt AC or DC, 50 
ampere frame size. Suitable for 
protection of lighting mains, 
feeder circuits, single load cir- 
cuits supplying motors, radar, 
sonar, ete. 





TRUMBULL 


mag ane 


DEPARTMENT OF GENERAL ELECTRIC COMPANY 
PLAINVILLE, CONN. 
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A NEW MERCHANDISING TWIST... 
COMES TO BAKELITE WIRE CONNECTORS 


Self-service packaged merchandising tech- 

niques have been solely responsible for re- PLUS— 

morkable strides in all retail fields of selling! 4 color counter display 
METALECTRICS now announces its handy, merchandiser holding 
easy-to-sell and PROFIT-FULL line of PACK- 30 lithographed bags. 
AGED BAKELITE WIRE CONNECTORS. 

Here‘s the full story: 10 assorted ‘D-E’ wire 

connectors 





2 #13; 6 #14; 2 #16; 
SMALL MEDIUM LARGE 


i} 
Packaged in durable Polyethylene 


heat-sealed transparent bag 


Remember—D-E* Packaged Bakelite W ; Standard Packing: 6 Counter Display Boxes in 
give retailer these advantages corrugated shipping container 


* LARGER UNIT OF SALE! oa ee Nene 


+ NO COUNTING & NO WRAPPING [iapaMiaiiemina ibe 


4-page three-color envelope stuffer 


and counter flyer imprinted with your 


* PRE-PRICED ling rie, wih space for you 


name and address 


... AND GIVE YOU neers 


Larger PROFITS-40% eg 


other item 


677 Broadway * New York 12, N. Y. 


Manufacturers of 


wire connectors, cable and conduit fittings 
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NOW JEFFERSON 
BRINGS YOU A 


— CONSTANT WATTAGE 
SERIES BALLAST 


WITH 





“p= 





> 























Constant Light Output 


Jefferson's new ballast combines the out 
standing advantages of constant wattage 
with the money-saving features of the series 
rapid start circuit. This gives you positive and 
quick starts, ideal lamp operation, and con- 
stant light output—despite line voltage vari- 
ations of as much as 20%. 


100% Lumen Output 


Superiority of design makes sure that you get 
an average of 100% lumen output — even 
with the normal voltage variations encount- 
ered. This means greater customer satisfaction. 


J 
Cool Operating , 
Great efficiency and low watt loss assures 
you of a unit that meets all current speci- 
fications regarding this type unit. This jis 
attested to by the Electrical Testing Labora- 
tories’ Certification. / 


Completely Safe 


With the Jefferson ballast a series circuit is 
safely isolated. This eliminates shock hazard 
and permits safe lamp replacement when the 
current is on. 


Easier Wiring 

Rapid Start lamps fit conventional bi-pin 
holders. There are no starters to wire. And, 
the new Jefferson unit fits standard rapid 
start fixtures — no new fixture tooling to 
worry about. 


Jefferson 254-621 ballast is listed by 
Underwriters’ Laboratories. 


JEFFERSON ELECTRIC COMPANY 


BELLWOOD, ILLINOIS 


ee 


+ + + + 











Catalog No. 254-621 
Write For Bulletin 532-11 














Save ON-THE-JOB JOURNEYMAN KNOWS 

BUCKEYE FROM EXPERIENCE: “My 

boss learned that extra time spent on 

threading and rethreading a batch of poor 

Se i quality conduit is money wasted. That's 
threading time why we use only Youngstown Buckeye 
rigid steel conduit now. When we work 

with Buckeye, threading goes fast and easy 

because high quality steel gives perfect 


with threads every time.” 
ELECTRICAL INSPECTOR HAS HIS 
SAY: “As far as I'm concerned, poor 
threads open the way to troubles. One way 
to avoid poor conduit threads is to get the 
Youngstown best steel available. In my opinion, that’s 
Youngstown Buckeye standard threaded 
rigid steel conduit.” 


_ Buckeye Conduit 


finish. This enables Youngstown to con- 
trol the complete manufacturing process 
from ore to final inspection, which insures 
that each length of Buckeye conduit is 
made of top-grade steel. High grade steel 
makes perfect threading easier, saves time 
and money. On your next job, be sure you 
get Youngstown Buckeye full weight 
standard threaded rigid steel conduit 


Y 


Youngstown manufactures full weight Rar. 
rigid steel electrical conduit from start to =AQy,,,” 
“a \ Ny, J 


Shipments of Buckeye rigid steel conduit 
are now being made from our conduit mills 
at Indiana Harbor and Youngstown. 


¢ 





THE YOUNGSTOWN SHEET AND TUBE COMPANY Sv" ®t __ Sevestiows © Obs 


Manufacturers of Carbon, Alloy and Yoloy Steel Export Office-500 Fifth Avenue, New York 


COLD FINISHED CARBON AND ALLOY BARS - ELECTROLYTIC TIN PLATE - COKE TIN PLATE - WIRE - PIPE AND 
TUBULAR PRODUCTS - CONDUIT - RODS - SHEETS - PLATES - BARS - RAILROAD TRACK SPIKES 
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MULTIPLE DWELLING 
INSTALLATIONS WALL PLATES 


Install P&S Duplex Outlets ~ Install P&S Switches 


Designed for Easy Wiring —for 
Hard Usage Year after Year 


goo” Porcelain Cup Type Non-T-Rated 
Parallel Slots, Single Grip Con- With Narrow Ears: Brown S.P 


tacts. Narrow Ears. Brown 1560. 4301, 3-W 4303. Ivory 4301-I 

Ivory 1560-1 4303-1. With Plaster Ears: Brown 
S.P. 5301 3-W 5303. Ivory 
5301-1, 5303-1 


Designed for Easy Wiring 





Getter Setter 


Parallel Slots, Single Grip Con- Totally Enclosed Plastic, with 


tacts. Plaster Ears. Brown 1565 Plaster Ears, Non-T-Rated. Brown 
Ivory 1565-1 S.P. 1871, 3-W 1873. Ivory 1971 


1973 





) 
Gest Gest 


tacts, Plaster Ears — Meets Fed- RIGHT Plaster Ears, T-Rated. Meets Fed 
eral & REA Specs. Brown 1570 Spec. W-S-896. Brown S.P. 7301 
Ivory 1570-1 3-W 7303. Ivory 7301-I, 7303-1 


j 
Parallel Slots, Double Grip Con- PRICED Totally Enclosed Plastic, wit ¥ i 


P&S 7301 


Finish the Job with P&S UNILINE 
Every P&S device is a quality device the 
WALL PLATES . . . THE MOST MODERN result of experienced engineering, precision 
DESIGN ON THE MARKET TODAY manufacturing and rigid inspection Day and 


Brown Ivory night all P&S switches are undergoing tests on 
91071 92071 1-G Switch Plate custom-built testing machines. All P&S outlets 
91072 92072 2-G Switch Plate ¢ 


91101 92101 1-G Duplex Outlet Plate are tested constantly. When you sell pecify or 


install P&S you can be sure there is no sec 
LALLA LLL » teenevenn Pa ondary quality no secondary line 


e os Switches and outlets illustrated are recom 


mended for residential and multiple dwelling 


: 

1 ; Phi installations where price is a factor. Find out 

I : Hi ath i about these and hundreds of other first quality 
' if wiring devices. Write now for catalo 

PAM i g w yr 70a g 


PGS 91071 PGS 91101 


PASS & SEYMOUR, INC. SYRACUSE, N. Y. 


OFFICES: 71 Murray St., New York 7, N.Y. @ 1229 W. Washington Bivd., Chicago 7, Ill. 


Address Dept. W 


July, 1953—ELECTRICAL WHOLESALING 











aluminum hot line clamps 


Available for aluminum to aluminum or aluminum to 
copper connections at no difference in cost. Ali clamps 
cast of high strength, heat treated aluminum; main line 
tightening bolts and tap wire bolts cast of high strength 
aluminum silicon bronze 

High strength bronze threaded insert is cast into the 
base of the clamp body so that bronze tightening bolt 
runs in bronze threads. There is no danger of Weaver 
Aluminum Hot Line Clamps freezing on the line 
Bi-metal tap pad provides efficient copper tap wire 
connection. For aluminum to aluminum connections, 
plated tap bolt is used without bi-metal pad 
Clamps will accommodate all main line sizes from 
+ 8ACSR to +1 O ACSR over armor rods and tap wire 
sizes from 36 solid copper or +8ACSR to +2 0 
stranded copper or +1/0 ACSR 


‘loop dead end clamps 


One clamp accommodates all ACSR sizes from +6 to 
#1/0 

All wire sizes are completely enclosed and firmly held 
by the clamp. Flanges on the spacer bar and design 
of the wire grooves prevent the strands from spread- 
ing apart on tightening so that there is no danger of 
loosening. 

Top casting and tightening plate are cast of high 
strength, heat treated aluminum alloy. Spacer bar is 
cast of special aluminum alloy which firmly grips the 
cable when the clamp is tightened. 

U Bolts fabricated of high strength steel, and nuts, lock- 
washers and U bolts are all hot dip galvanized 


WEAVER PRODUCTS ARE PRODUCED COMPLETELY IN OUR OWN 
MODERN INTEGRATED FOUNDRY AND FACTORY FACILITIES. 
VISIT US WHEN YOU ARE IN ST. LOUIS. 














TELEPHONE CEntral 0881 
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BULLDOG VACU-BREAK SAFETY SWITCH 























It’s a Thoroughbred--and Looks it! 


A THOROUGHBRED — whether a dog or a safety switch both extra safety and clean-lined tailoring. See how 
—always looks the part because it’s better on all all parts and assemblies are engineered as a perfectly 
points. In the BullDog Vacu-Break Switch — the co-ordinated unit) to assure maximum efficiency, 
thoroughbred of safety switches —the trim, fune safety and economy 


ti i - ‘| r is ‘ rer "Cs ) j c uv ‘ mg . 

a ‘ sage ; baat = ct re = of fine engineering WRITE TODAY FOR FREE Bulletin B-250. and get com 
F esign ¢ erior ec one S. ’ . ae 
—* a ’ en plete details on BullDog Vacu-Break Safety Switches 


LOOK INSIDE and see how BullDog’s exclusive Vacu BullDog Electric Products Company, Dept. EW-73 


Break with its practical, compact design, gives you Detroit 32. Michigan 


BULLDOG 


ELECTRIC PRODUCTS COMPANY 


BEPCO 
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Cat. +633-618 Flush or Surface 


“Gyneral brings you a “Main and Range Plus”! The quadruple 100 Amp. main lugs feed 4 pull- 


pullout unit that actually plans for the future. Not only does this cuts connected in parallel. One 


all-in-one unit take care of today’s wiring requirements . . . it 60 Amp. functions as a main dis- 


anticipates tomorrow’s needs. Eliminates costly auxiliary wiring connect for eight 30 Amp. plug- 
. . = f b h circuit d the 60 
equipment, and unsightly additions. The “General Quadruple Oe ee ee ee 

~ Amp. sub-feed lugs. Three addi- 


Pullout unit is neat, compact, thoroughly dependable. It saves you 
P i iat Y tional pullouts (one 60 Amp. and 


time and materials . . . at a price you want to pay. No wonder eww SO fang) eontedl caglnnme 
wholesalers and contractors all over the country are saying: such as, Ranges, Water Heaters 
Switch to *Gpneral today! Available everywhere exclusively Dryers, etc. Other combinations 


through wholesalers. may be ordered. 


sero nerd F 
Write for 


in every - ite 
Major City Switch Corp. yng 


45 ROEBLING ST. + BROOKLYN 11, N. Y. 
ENCLOSED SAFETY SWITCHES e SERVICE ENTRANCE EQUIPMENT e BRANCH CIRCUIT PANELS 
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Your contractors can merchandise their work 


by installing 


CIRCUIT BREAKER LOAD CENTERS 


—Evidence of superior wiring the user can SHE and USE 


A home equipped with Trumbullite looks like 
more house, more electrical installation for the 
money, and that’s exactly what it is — quality 
circuit breaker convenience and protection right 
at the housewife’s finger tips. 


Are your contractor customers and _ specifiers 
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TRUMBULL 


posted on Trumbullite advantages, including 
the low cost and easy installation? We have 
display material and literature that will help you 
tie up profitably with our consumer and trade 


advertising. Write us today, or speak to the 


Trumbull salesman. 


CQuick Fatt 


2 to 20 circuits, 40-100 ampere mains. 
10, 15, 20, 30, 40 and 50 amp., 120-volt breakers available. 
Famous TQL plug-in circuit breakers. 


Two-pole operation of adjacent breakers, through extension 
handles. 


Disconnecting means and overload protection for each circuit 
in one device. 


Primarily for residential and commercial applications. 

No external disconnect needed with 6 circuits or less 

Covers clearly show ON, OFF, TRIPPED and RESET positions. 
Flush, surface or raintight enclosures. 


Underwriters’ Laboratories listed. 


ELECTRIC 


DEPARTMENT OF GENERAL ELECTRIC COMPANY 
PLAINVILLE, CONN. 





sit 4 | Accepted 


AIR: COOLED 


Tea Uaty 


° Accepted b 
Complete Line a, 


Contractors, 
Y4 to 1500 Kva single phase. 1 Kva to 3000 Kva 3-phase, 


U.S. 
2-phase, and phase changing. All voltages up to 15,000 volts. on wt 





Also Substations, Special Transformers, Reactors and Top Quality 





V4 Kva 
single phase 
480/240 to 
240/120 volts 








1000 Kva 3-phase a 
13,200 volts 
100 Kva single phase 





Sales Engineers in Principal Cities 


SORGEL ELECTRIC CO., 832 West National Ave., Milwaukee 4, Wis. 


Pioneers in the development and manufacturing of Air-Cooled Dry-Type Transformers—Over 35 years 
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Pulfuzswitch Type of Panelboard 
with 30 ampere, 2 and 3 pole branches. 
Box is 19!” wide and 444” deep 


y 


a 


Panelboard illustrated is a combina 
tion of Pulfuzswitch and Klamp 
switchfuz branches. Box size is 24” 
wide and 10” deep 
Branch Circuit capacities are as 
follows 
@ PULFUZSWITCH 
30, 60 and 100 amperes, 250 volts 
AC or DC; 30 and 60 amperes, 
600 volts AC, 2,3 and 4 poles 
@ KLAMPSWITCHFUZ 
30 to 600 amperes, 250 volts AC 
or DC, 2, 3 and 4 poles. 
@ SNUFARC 
30 to 200 amperes, 600 volts AC, 
2, 3 and 4 poles. 
@ SHUTLBRAK 
30 to 1200 amperes, 250 volts AC 
or DC, and 600 volts AC, 2,3 and 
4 poles. 


TIME... 
"LABOR 





Get faster deliveries with 


standardized ‘interchangeable 


PLUG-IN 
FEEDER PANELBOARDS 


Here's a panelboard that measures up fully to the modern 
demand for safe, efficient, economical and dependable 
power and light distribution. 

Built of standardized units and assembled as required 
for specific application, @@ Interchangeable Plug-In Feeder 
Panelboards not only provide adequate capacity for today's 
needs, but are so designed that future additions of circuits 
and changes in capacity can be made a simple matter of 
adding new units. 

Three dependable @@ Switches — the Pulfuzswitch, 
Klampswitchfuz and the Snufarc — make these panelboards 
the finest in safety and efficiency. All types combine switch 
and fuse in one unit so that current is “OFF” when the fuse 
carrier is removed or the door opened. This makes replace- 
ment of fuses safe, quick and simple. 

Boxes are standardized as to width, height and depth 
to meet any combination of branches or any job requirement. 
They are shipped from stock, thus facilitating delivery. 
Except for smaller sizes, all boxes have removable ends to 
permit drilling of conduit openings on the job. Smaller 
boxes have standard knockout layout in ends. Generous 
wiring space and ease of installation are other features. 

For operating switch requirements @ Shutlbrak Type A 
quick make and quick break interlocking switches are 
available. 

Want to know more about these modern panelboards? 
Your nearest @® representative, listed in Sweet's, will be 
glad to provide it. 


Srank eldam Electric Ca. 


P.O. BOX 357 ST. LOUIS 3, MISSOURI 
Ee, . CaaS 3 DEES xy Scie teem . ag na 
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BUSINESS EXECUTIVES! 
CHECK THESE QUESTIONS 


lf you can answer “yes” to most of them, 





you-and your company are doing a needed 
job for the National Blood Program 


HAVE YOU GIVEN YOUR EMPLOYEES TIME 
OFF 10 MAKE BLOOD DONATIONS 


HAS YOUR COMPANY GIVEN ANY RECOG 
NITION TO DONOR 


DO YOU HAVE A BL D DONOR 
ROLL IN YOUR COMPANY 


HAVE YOU ARRANGED 10 HAVE 
MOBILE MAKE REGULAR VISITS 


HAS YOUR MANAGEMENT ENDORSED THE 
LOCAL BLOOD DONOR PROGRAM 


HAVE YOU INFORMED EMPLOYEES OF YOUR 
COMPANY PLAN OF ( PERATION 


WAS THIS INFORMATION GIVEN THROUGH 
PLAN BULLETIN OR HOUSE MAGAZINE 


HAVE YOU CONDUCTED A DONOR PLEDGE 
CAMPAIGN IN YOUR COMPANY 


HAVE YOU SET UPALI F VOLUNTEER 
THAT EFFICIENT PLANS CAN BE MADE 
FOR SCHEDULING DONOR 


OOQOO0O00C0O 


Remember, as long as a single pint of blood 
may mean the difference between life and 
death for any Americar the need for 
blood is urgent! 


NATIONAL BLOOD PROGRAM 





America’s blood bank needs more blood, now. Be a regular depositor and know 
that your dividend is saving a life of some American somewhere 


It may be a soldier shot down in battle, suffering from shock. Or someone 
here at home, sick and in dire need of new blood to restore life. A mother in 
childbirth, or a child in an accident 


America must give. America is you. Won't you call your Red Cross, Armed 
Forces or Community Blood Donor Center right now, for an appointment? 


GIVE 
=} Mele)» 


.. Zive it again and again 
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Chicage 12. Vlineis 





Put your finger on 


~ 


CHESTER means dependability plus in wires 
and cables for every electronic and electrical 
application. The compounds used in all 
CHESTER Wire and Cable constructions are 
made in the CHESTER plant. Thus, complete 
control over selection of raw materials and man- 
ufacturing techniques, provides full control of 
quality ... your assurance of uniformity in every 
foot of conductor bearing the CHESTER label! 


TW BUILDING WIRES 





WEATHERPROOF WIRES 
THERMOSTAT CABLES 


FLEXIBLE CORD 





FIXTURE WIRE 
HEATER CORD 
OFFICE & BELL WIRES 


TELEPHONE WIRES 


ALARM & SIGNAL WIRES 


NEON SIGN & OIL IGNITION CABLE 


*Solid colors or spiral marking 


“ ” 
ASK WOU FOR the New Chester Liter- 


ature. Complete data on wires and cables 
for electrical and electronic wiring. 
Request yours, today! 


% wy REGISTERED 
CHESTER CABLE CORP “— eee 
* | , 
¥ 6° RK 


CuWHeEeS TF BR ° N E W 
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give your tape sales 
a lift 


= JENKINS 


FRICTION AND RUBBER TAPES 


A PRODUCT orf JENKINS Bros 
MAKERS OF FAMOUS JENKINS VALVES 
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ITS NO FLIGHT 
OF FANCY... 


the record Long Life of 
Sylvania Fluorescent. Lamps 


eM 
c NA A 


v Ay 
Cd cs Ps py 


7s 
/ 


| yo treed 


It’s no empty claim about the 
bigger savings and longer life 


offered by Sylvania Fluorescent Lamps. 


They're rated at 7500 hours and 
guaranteed to give your customers 
best all-around performance or 
their money back. 

You see, Sylvania is a pioneer 
in fluorescent lighting. We draw 
our own tungsten wire... design 
and test our own coils. 

This quality production plus 
research in coil coatings and 
fluorescent powders have resulted 
in lamps of outstanding performance 
and record life. Remember, 
“Fluorescent at its Finest” 
Sylvania. 


means 


SYIVANIA 
Vv 


LIGHTING e 


128 


RADIO - 


Extra rugged Lamp Holders win customers approval ! 


co 


Your customers will appreciate 
the splendid performance and 
durability of Sylvania Fluorescent 
Lamp Holders. 

These holders are especially 
designed for easy lamp insertion 
with little risk of breakage at 
the insertion point. Strong, 
precision-tested springs also keep lamps 
permanently seated ... prevent them 
from becoming loose or falling out. 
Available in types and sizes for every need. 
For full details call your Sylvania 
Representative today! 


SYEVANIA.- 


Guaranteed Sylvania Starters WIN Extra Sales! 























Sylvania now offers the most complete line of quality starters on 

the market. All are ETL Approved, UL Approved, and CSA Approved. 
And, all are fully guaranteed for an entire year. 

Remember, Sylvania fluorescent lamps and starters are made for 

each other. That’s why every Sylvania lamp sale presents a bright 
opportunity for an extra starter sale. New illustrated folder 

gives detailed information about the complete Sylvania Starter line. 
Ask your Sylvania Representative for your copy NOW! 


*SYLVANIA* 


Sylvania Electric Products Inc., 1740 Broadway, N.Y. 19, N.Y. 


In Canada: Sylvania Electric (Canada) Ltd. 
University Tower Building, St. Catherine Screet, Montreal, P. Q. 


ELECTRONICS ¢« TELEVISION 
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ROYAL 
ELECTRIC 
WIRE 


has earned 





the confidence 





of users everywhere 


by uniform 


DEPENDABILITY 





for quality... 


SELL IF , | 
for profit / 


OVA 





4 thru wholesalers 


ELECTRIC WIRES 
FUSES * WIRING DEVICES 
CORD SETS * TROUBLE-LITES 


= CHRISTMAS LIGHTING 
ROYAL ELECTRIC CO., Inc. * PAWTUCKET, R. |. 
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Here’s 
profitable business! 


A complete line of electrical conductors 
for every industrial and domestic use... 


U. S. Royal Portabie Cable U. S. Laytex” Control Cable U. S. Grizzly” Non-metallic U. S. Neolay® Aluminum 
Sheathed Power Cabie Feeder Cable 





Send for free booklets! 16 Convenient Branch Offices to Serve You 


: 999 Lee Street. SW e 1101 Central Parkway e« 19] Hudson Street 
I'he booklets listed below give valuable, detailed poet Cincinna New York 13, W. ¥ 
ef +» . . . nner J erry 3 na hi 
data about the “U.S.” Line of wires and cables. 429 S. Charles Street. © 7208 Euclid Avenue ite th Gcaaiah Smins 
rite aa helow : +t us k . Baltimore 1. Md Cleveland 3, Ot Philadelphia 6, Pa 
Write to address below and let us know which Lexington 3808 Express 1-406 Mfrs mes gg 


ones you want for your reference files: 560 Atlantic Avenue —»_-6125 Pee treet 101 Sandusky Street 
Boston 6, Mas: Dalias 9. | Pittsburgh 12, Pa 

= Liberty 2-6360 Dixon 2651 Fairfax 1-3200 

U.S. Laytex Telephone Cables « U.S. Laytex Supervisory E Ben Stren 17] ok Sree 305 S. Broadway 


13 

Control Cables « U.S. Cord Sets and Power Supply Cords Buffalo 3, N.Y De Mich St. Louis 2, M 
: a _ a ‘ ‘ Washington 0827 6-2121 Chestnut 4990 
- U.S. Uscolite Splice Housing «+ U.S. Electrical Wires The Merchandise Mart «© 16th & Swift Avenes 160 Motor Avenue 
and Cables for the Coal Mining Industry « U.S. Aluminum Chiang 54, iit . Kansas City 16, M Salt Lake City I Utah 

ichigan < BOC rclay 3575 S r 3 
Power and Lighting Wire Handbook «+ U.S. Electrical “ mae Sen Patio St ns Angeles 14. Calif sen a ; 
Wires and Cables for the Chemical and Petroleum Indus- 


tries+ U.S.General Catalog of Electrical Wires and Cables. 


UNITED STATES RUBBER COMPANY 


Electrical Wire and Cable Department 











ROCKEFELLER CENTER ° NEW YORK 20, 
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Permanent, Efficient’ Grounding’ 
from a Dependable Mid-West Sot 


Extra-rigid steel core — will 

on driving. or 
x% Completely covered, including) both ™ 

ends, with heavy copper s 1, mol- 

ecularly bonded to core to give’ yoy 

permanent grounding. be / 
*% Rolled finish produces hard scurrbulet, a 

ant surface for driving in rocky Soi” 


% Produced in the Mid-West for que 
delivery to all parts of the U. S. 


Stocked by Leading Wholesalers 


BLACKBURN : Note uniform copper 


covering, molecularly 


(‘ofpoer- ontled : bonded to steel core. 


GROUND Ui) ae Dive 
it ' on the West Coast by 


KORTICK Manufacturing Co 











JASPER BLACKBURN CORPORATION 
35 Madison St. * St. Louis 6, Mo. * Phone CEntral 3007 
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TO GIVE YOU 


CH AN GE-- wasiiill SERVICE-- 


The Wagner Malleable Prod- 
a 
ucts Co. is licensed to mer- B-M <i 
CONNECTOR 


chandise original B-M all 
steel thin wall Fittings and 


Tools. 








THE WAGNER B-M METHOD 





% Los Angeles 12, Californiz PI ——Michigan 5619 
WAGNER REPRESENTATIVES ee a MURPHY -HAIN COMPANY. 720 East Second Street . ' 


listed below will answer your questions and work * Minneapolis 1, Minnesota Phone—Main 1681 
St. Paul Phone—Nestor 5622 
R. H. CUPPLES COMPANY, 718 N. Washington Avenue 


New York 22,N. Y. Phone—Murray Hill 8-7980-1-2-3 
KEARTON & NAGLE, 444 Madison Avenue 


with you. Stars indicate local warehouse stocks. 


Atlanta 3, Georgia Phone—Main 7219 
EDGAR E. DAWES & CO., 401-402 Rhodes ding : a eee 
ae wh S08 hades Huleing *% Philadelphia 7, Pa. Phone—Lembard 3-7472-3-4-5 


Baltimore '8, Maryland Phone—Belmont 5551 JAMES T. HEAGARTY & COMPANY, 918 Vine Street 


QUICK & BATCHLER, INC., 2323 North Charles Street : a . . mine 
Also see Washington, D. C ; ‘ - Pittsburgh 22, Pennsylvaina Phone—Grant 1-3833 


CRESCENT SALES CO., INC., 50—26th St., and A.V.R.R 
fe Boston 10, Massachusetts Phone—Liberty 2-4518 ; : : rere ; : a ad 
W. MacLEOD COMPANY, 5 Pittsburgh Street \ % San Francisco 3, California Phone—Underhill 2367 
; ; HODGES & GLOMB, 1264 Folsom Street 
Charlotte. North Carolina Phone—6-8428 . 
PAUL LUMPKIN, 222 Builders Buyding *% Seattle 4, Washington Phone—Elliott 8882 
ta ae NORTHWESTERN AGENCIES, 4130 First Avenue, South 
*% Chicago 10, Illinois Phone Delaware 7-0191—0192 : 
J. A. JAQUES COMPANY, 450 West Superior Street St. Louis 24, Missouri Phone—Parkview 8362 
P . . . ARBEITER-STEELE COMPANY, 8147 Delmar Blvd 
Cincinnati 2, Ohio Phone—Main 525 
ARTHUR L. EHLERS COMPANY, 49 Central Avenue Syracuse, New York Phone—Syracuse 2-9664 
. WALTER E. DAW, 1155 Oswego Blvd 
Cleveland 13, Ohio Phone—Cherry 1-5070 
KILKENNY COMPANY, 223 Rockefeller Building : Washington, D. C. Phone—Sterling 4488 
; QUICK & BATCHLER, INC., Room 433, Munsey Building 
*& Dallas 2. Texas Phone—Riverside 5931 Also see Baltimore, Maryland 
GEORGE E. ANDERSON COMPANY, 1901 Griffin Street 
Toronto 3, Canada Phone—Lloydbrook 2139 
*® Denver 2, Colorado Phone—Tabor 3991 STEEL ELECTRIC FITTINGS, LTD., 35 Golden Avenue 
FRED E. STAIBLE & SONS, 2046 Arapahoe Street i : 
Hawaiian Representative Phone—Douglas 2-4220 
*% Detroit, Michigan Phone—Townsend 8-6258 GARNETT YOUNG & COMPANY, 390 Fourth Street 
HEMPHILL & COMPANY, 12638 Hamilton Avenue San Francisco 7, California 


Kansas City 2, Missouri Phone—Logan 2550 Export Phone—Barclay 7-7293-4-5 
W. F. HOWE & COMPANY, 500 Porter Building LANGGUTH-OLSON COMPANY, 11 Park Place 
Broadway at 34th New York 7, New York 


WAGNER MALLEABLE PRODUCTS CO. Srnec octane tints 
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WORLD'S LARGEST MANUFACTURER 


Abvance nn a 
TRANSFORMER 
co. que O% Ball%e uy CABLE ADDRESS: 
1122 W. CATALPA AVE., CHICAGO 40, ILL., U.S.A. 
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NEWS OF THE INDUSTRY 


Inventions, New Industries—Prosperity 


@ Electrical manufacturing industry, successful in discover- 
ing new products, maintains rapid growth trend 


@ The list of growth products for 1950-1961 seems likely 
to be larger and more varied than 1940-1951 


EW YORK, N. Y.—Some econo 

mists have evolved the theory that 
prosperity depends on invention and 
the growth of new industries. Accord 
ing to the McGraw-Hill Department 
of Economics the theory is right 

The booms of the 19th century oc 
curred with the growth of textile mills 


The 


twenties 


and the railroads prosperity of 


the roaring coincided with 
the rise of the electric power industries 
1940 the 


nation has had a period of unparalleled 


and the automobile. Since 
growth in almost every industrial field 
e Past and Future—Rapid growth 
in the past does not mean a necessarily 


Rapid 


growth usually springs from techno 


rapid growth in the future 
logical advancement. Industrial output 
is likely to taper off unless it comes up 
with important innovations as new 
products come into widespread use 
The increase in production of diesel 
locomotives, for example, has tapered 
off since they are in use on most lines 
Future growth in this field depends on 
whether or not gas turbine locomotives 
can be developed to replace the diesel 
The upward movement of the busi- 
ness cycle is also retlected by growth 
This applies in particular to residential 
building, which in 1950 reached an all 
time high that probably will not be 
exceeded during the next decade 
e Successful Industries—Certain in 
manufac 
have been con 


dustries—notably electrical 
turing and chemical 
sistently successful in discovering new 
and 


growth trend. Some industries, such as 


products maintaining a rapid 


air transport and electronics where 
the present growth trend is so strong, 
indicate an above-average growth for 
some years to come, almost irrespec 
tive of general economic conditions 

It seems likely that the list of growth 
products for 1950-1961 will be larger 
and more varied than the list for 19-40- 
1951 
scientific research and product testing 
close to $4 


Expenditures for industrial and 
are running billion per 


134 


year, compared with less than $1 bil- 
lion in 1940. In fields such as atomic 
energy research efforts have not yet re- 
sulted in many commercial products 
However, more research seems sure to 
mean more new products and more 
growth industries 

e Growth Products-Services — The 
following is a list of growth products 
and services pertaining to the electrical 
field. The percentage indicates the 
average annual increase in output from 
1940 through 1951 


ELECTRICAL APPLIANCES 
113.2% 
71.0 
709 

Air conditioners 2.5 

Disposals 35.3 

Electric blankets 30.1 

Dishwashers 21.4 

Water heaters 

Ranges 

Shavers 


Television sets 
Freezers 
Clothes dryers 


Washing machines 
Clocks 

Vacuum cleaners 
Lamps 


SERVICES 


Repairs, household durables 


Electric power 


CAPITAL GOODS 


Electronic type components 
for Communication and in 
dustrial electronic controls 


Industrial electrical control 
equipment 

Power transmission equipment 

Electrical measuring instru 

ments 


Power generating equipment Ta 


Among the products which have 
not made their mark, but promise to 
show outstanding growth during the 
next decade are electric heat pumps, 
electric resistance heating equipment 
and electronic business machines 
e Sources — This data comes mostly 


Markets After the De 
earlier 


from a study 


fense Expansion,” published 
this year by the U. S. Department of 
Commerce. Some estimates for capital 
goods industries are less precise than 
indicate 


the Commerce data but do 


how capital goods fit into the growth 


picture 


Jefferson Electric 

Expands Sales Division 
BELLWOOD, ILL John D 

O'Brien, recently elected vice president 

and charge of sales of the Jefferson 

Electric Co., 

expansion in the sales division 


has announced a major 

Frederick A. Delaney, former head 
of advertising and merchandising, has 
been named 
Joseph J. Archibald is the new adver- 


sales service manager 
tising manager. He has been assistant 
merchandising manager since 1951. 
Included in the sales division expan- 
sion is the separation of advertising 
Mer- 
chandising and sales promotion will be 
administered by John E. Lee, formerly 
merchandising manager of Bauer and 


and merchandising functions. 


Black's industrial division 


Electricity Production 
To Triple By 1975 
ATLANTIC CITY, N. J.—U. § 


electricity production in 1975 will 


amount to one trillion, 400 billion 


kilowatthours—a figure more than 
three times the 1952 output by all 
sources. This was one of the forecasts 
of the 21st annual convention of the 
Edison Electric Institute held last 
month in Atlantic City 

In the ten year period ending in 
1955, the electric industry will have 
more than doubled its generating Ca- 
pacity from 50 million kw. to about 
115 million. During that time the elec 
tric companies will have spent about 
$20 billion on new construction 

In the ten year period ending De 
1952, kilowatt 


hours increased 115 per cent. Custom 


cember 31, sales of 
ers increased 50.4 per cent. The aver- 
112 per 
kilowatthour 


age domestic use increased 


cent. Annual average 
use per industrial worker increased 58 
per cent 

B. L. England, president of the Edi- 
commented, 


“When we remember that the electric 


son Electric Institute 
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industry itself is the concrete embodi- 
ment of what was once considered the 
wild figment of an individual imagina- 
tion, nothing seems impossible, and 
we see no limit to what electricity can 
do for mankind.” 


New Sales Districts 
Announced By G.E. 


SCHENECTADY, N. Y.—Two new 
sales districts have been established by 
the General Electric Company's appa- 
ratus sales division 

William J. Woods, of Buffalo, was 
named manager of the new Empire dis- 
trict, which includes offices at Albany, 
Binghamton, Elmira, Jamestown, Ni- 
agara Falls, Rochester, Syracuse and 
Utica, all in New York State. This area 
was formerly covered by the G. E. New 
York district, which will continue to 
handle apparatus sales in the rest of 
New York, northern New Jersey and 
all of Connecticut 
M. Ellis, of 
newly appointed manager, heads the 
new Pacific Southwest district. This dis 


Edward Los Angeles, 


trict Comprises offices at Bakersfield, 
Los Angeles, Riverside, and San Diego, 
( alif Also 


Tucson, Ariz. This territory was part of 


offices in Phoenix and 
the company’s Pacific district, which 
now covers the remainder of Califor- 
nia, a major portion of Nevada and 


Hawaii. 


Chicago Salesman 
Wins Bermuda Trip 
CHICAGO, ILL.—Dale Waggoner, 


appliance specialties salesman for the 
Westinghouse Electric Supply Com- 
pany, won a seven day, all expenses 
paid trip to Bermuda in the recent 
“Treasure Island” vacuum cleaner sales 
contest. Awards in the contest, con 
ducted by the Westinghouse Electric 
appliance division, were based on sales 
quotas covering tank type and upright 
vacuum Cleaner models 


May Construction Up; 
$2.9 Billion Spent 
WASHINGTON, D. ¢ 


struction expenditures rose 10 per cent 
during May to $2.9 billion. This was 
6 per cent above May !952, according 
to estimates of the U. S. Labor Depart 
ment’s Bureau of Labor Statistics and 
the Building Materials Division of the 
U. S. Department of Commerce. 
Most of the April-May rise occurred 
private residential construction 
(Continued on page 142) 
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OVERALL LIGHTING in the Mennen Company's new plant is accomplished 


with Smithcraft area installation 
over the world in this department 


Products are packaged and shipped all 
The ceiling, along with air condition- 


ing and other facilities, is designed to be a morale factor in securing and 
retaining high calibre employees as well as providing a minimum of glare 


and shadows 


The electrical distributor was the G. E. Supply, Newark, N. J 


Production Area Gets Overall Lighting 


MORRISTOWN, N.] 
been many installations of overall light- 
ing in drafting rooms, control rooms, 
laboratories, offices and other special- 
ized places. A Smithcraft area illumina- 
tion installation in the new plant of 
the Mennen Company is believed to be 
one of the first and largest in a produc- 
tion area. Under this lighting, baby 
products and men’'t toiletries are pack- 
aged for shipment. The distributor was 
General Electric 
Newark, N J 


An overall lighting installation con 


Supply Company, 


ceals a network of pipes, ducts and 
beams. The size of the area is 84 ft. by 
30 ft., with a finished ceiling height 
of 12 feet. All utilities and sprinkler 


Second E.E.W.A. Show 
Opens In September 


NEW YORK, N. Y.—The Second 
National Industries Show, 
sponsored by the Electrical 
Wholesalers Association, will 
September 29 at the 69th 
show will 


Electrical 
Eastern 
open 
Regt 


Armory. The continue 


through October 2 

Plans for an adequate wiring pro 
motional theme are now being worked 
out. Its aim will be to bring attention 
to the importance of safety in con 
junction with adequate wiring in 
homes and businesses, stressing “Safety 
Through Adequate Wiring.’ 


There will be more than 125 elec 


136 


There have 


heads are above the system so the entire 
area is a single surface, broken only 
by rows of acoustical materials and 
low-bright louvers which 
pattern. 

Lighting provided is designed to be 
comfortable with a minimum of glare 
and shadows. There is an average main- 
tained intensity of 50 footcandles 
S.A.1. Units, 96 16-ft. by 8-ft., with 
i-ft. by 2-ft 
louvers, provide shielding of 45 by 45 
degrees. The lamps are 96-in. T-12 


rows of 
form a 


white metal egg-crate 


slimline; 32-in. on the centers. 

Lamp replacement is performed by 
releasing any of the 4-ft. by 2-ft. louvers 
which hinge from either side or can 
be removed completely for cleaning 


trical displays. Though exact details 
have not determined, special 
awards will be given for the best dis- 
plays in different categories 


been 


The latest advances in product de- 
velopments and methods will be ex- 
hibited. Manufacturers of 
equipment 


electrical 


who distribute through 
wholesalers are eligible to participate 
in the show 


trade only, by invitation of exhibitors, 


Visitors will be from the 


distributors and the directors. The ex 
act schedule of events has not been 
completed but it is planned to show a 
number of industrial films, at least one 
a day, and to have a number of demon- 
strations 


ELECTRICAL 
CONSTRUCTION 
AND MAINTENANCE 


7] ELECTRICAL URGE 


QUALIFIED 
CONTRACTOR 


ose combined circulation 


wh 
our 


reaches many of y 
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RECT MAIL 
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... plus pROD 
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ci features. 


T & B produ 
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Easy installation using ] 
only a standard key 
wrench. 


Fitting operates on 2 
screw-and-saddle prin- 
ciple. 


Built-in lock washer 3 
keeps fitting tight. 


Serrated saddle and 4 
body for better grip. 


Force applied here is 5 
greatly multiplied by 
leverage screw .. . 
gives tight all-around 
grip on cable. 


T & B designed sad-6 
dle securely holds 
large cables or small 
cables of all types. 





leach (as 


-- just a 


7” handful 


LOCK-TITE CONNECTORS 


on all your jobs 


LOCK-TITE LUG 


One-piece design holds all 
kinds of conductors: solid, 
stranded flexible, extra flexi- 
ble, hemp core, rod, and tub- 
ing. Uniform all-around pres- 
sure means high conductivity. 
Only 7 sizes handle all cables 
from #4 solid to 1000 MCM. 


LOCK-TITE TEE-PARALLEL TAP 


A versatile, one-piece fitting 
for use as a tee, parallel, elbow, 
crossover, two-way, or reduc- 
ing connector. Hinged top 
hooks over the “‘main”...lower 
opening holds the “branch”. 
Only 13 sizes connect all com- 
binations of “main” cable (1/0 
to 1000 MCM) to “branch” 
cables (#2 to 1000 MCM). 


LOCK-TITE TWO-WAY CONNECTORS 


Neat and smoothly-rounded fit- 
tings for end-to-end connec- 
tions. Cables are held by indi- 
vidual overlapping, serrated 
saddles. Each connector takes 
several cable sizes—you can 


to tap...terminate...or splice 


TWO ether hondy, 1 & 8 
pressure connectors 


BINJON JOW1OR TEE-PARALLEL ws 
Compact, piece connec 
3. Solty branch 
ound. To make @ 
tee tap, just bend the — 
wire at right angles. en 
easily with only a screw waa 
Twelve sizes connect @ 


‘ 7 “main” cables 
binations of “™’ 48 to 1000 


MCM) to 
‘*branch’”’ 
wires (#14 
to #1). 


jaws ep 
cables ell ar 


Lugits — Quickly —-*. 
minals for small cables. 0 A 
ble thickness at the —— 
locks the screw '" place. 
per tongue 
sitive grip © 
14 to 4/0). 
tightened. 


n cable (sizes 
Screwdriver 


T & B Lock-Tite fittings are engineered for long use it as a reducer. The com- 
service ... they cost you less to install— pleted joint is small, stream- 


i lined, easy to tape. Only seven 
be sure to use them on your next job. sizes handle all cables from #4 


solid to 1000 MCM. > 


f..« 
LOOK FOR THIS SIGN —  EMCINEERED IT’S THE MARK OF AN AUTHORIZED T & B DISTRIBUTOR 
The complete line of T & B fittings for conductors and raceways is sold only by 
recognized electrical wholesalers. it's our way of assuring you the service and savings 
of a friendly local source. Call him for all your electrical needs 


THE THOMAS & BETTS CO. 


INCORPORATED 
20 Butler Street * Elizabeth 1, New Jersey 
Thomas & Betts Ltd., Montreal, P.Q., Canada 
MANUFACTURERS OF FINE ELECTRICAL FITTINGS SINCE 1898 
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MASONRY ANCHORING DEVICES 
for maximum 


holding power 


> 


oe a 
ee “— / oe 5 " tae 


Arro anchoring devices are designed to give you 
MAXIMUM HOLDING POWER... year in and year 
out. When you think of anchors, think of Arro! 


<> 


ARROFIUTE CARBIDE MASONRY DRILL 


LAG SCREW EXPANSION SHIELD 
SPRING-TYPE 


TOGGLE BOLT 


A-C-E EXPANSION SHIELD 
SPRING HEAD 


STEEL TOGGLE BOLT 


heed RIVETED HEAD 
TOGGLE BOLT 


COcemaan<) 


LITTLE MAJOR TURNBUCKLE 


AE) 


FOUR-POINT HAND STAR DRILL 


DOUBLE EXPANSION SHIELD 


O-E EXPANSION SHIELD 


ARRO 


MACHINE SCREW ANCHOR 
rr 


y 


STUD BOLT ANCHOR 


THREE-POINT ORILL POINT 


[SS _— 


FOUR-POINT DRILL POINT 


SE > 


LEAD SCREW ANCHOR TWIST DRILL POINT 


RUBBERGRIP 


MAL-LEAD BOLT ANCHOR a aan 


See your industrial, hardware or electrical supplier 


ARRO EXPANSION BOLT COMPANY 
1440 Boone Ave., Marion, Ohio 


PHOS SHH SSH HHEHS EHH HEHEHE SEEHSHEHHETHESEHTSHEHSHHE HEHEHE HEEOH EEE OEE EEEEESOEEEEE SEEEEE @eeeeeeeoeees 








Said Off-the-Floor 


(Continued from page 79) 





e Study Margins — A number of 
individual electrical wholesalers in 
conversation with this reporter ex- 
pressed a strong plea that manufactur- 
ers adopt a more realistic approach to 
setting up discount schedules for the 
electrical wholesale distributor. As in 
the case of manufacturer's warehouses, 
the distributors seemed to feel that 
major revisions in policies directly af- 
fecting their businesses were being 
made without sufficient study and in- 
vestigation 

As one wholesaler said, “When the 
market is shifting to a strong competi- 
tive economy, it is not the time to pull 
back or revise incentives downward. In 
our business we are being forced to put 
more and more pressure on an order to 
maintain a profit. An adjustment of 
even a few dollars can mean a serious 
problem for us. What hurts most is 
that changes are made for reasons that 
are neither understood nor believed 
justified by the distributor.” 

Another distributor felt that the 
adjustments would lead to less selling 
and fewer promotions by wholesalers 
The squeeze, he pointed out, is being 
felt not by the factors in this business 
that are demoralizing it, but rather by 
the legitimate, stable, soundly-organ- 
ized and financed wholesale firm 
e Better Service — A number of 
distributors interviewed thought that 
the service offered by manufacturers 
in many lines could be improved 
Problems such as expediting the de- 
livery of a special order still causes 
many headaches for the distributor 
Too often, a promise of delivery in 
30 days is repeated to a customer only 
to fall flat when the material does not 
arrive until long after the promised 
date. 

e Credit — Although few distribu- 
tors expressed themselves as tighten- 
ing up on credit with their customers, 
many appeared alert as to where their 
firm stood. In many instances the 
wholesalers reported that they had 
taken steps to warn their personnel to 
watch carefully the economic health of 
customers 

e Sales Conferences — The prac- 
tice of holding frequent sales confer- 
ences whereby distributor people are 
obligated to travel long distances was 
criticized by individual wholesalers. 
Although the larger operations found 
these meetings of quite some value, 
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the smaller businesses could not justify 
the cost in pulling many of their key 
personnel away for a number of days 
Some distributors expressed the opin- 
ion that the manufacturer's franchise 
was a pretty powerful inducement to 
insist that the distributor fulfill this 
engagement even though the dis- 
tributor could show that the manufac 
turer would actually lose sales in his 
territory while the wholesaler people 
were attending the conference 





Seasonal Patterns 
(Continued from page 81) 





second half has been about 51 per cent 
of total annual output. Most experts 
are in agreement that steel production 
will drop slightly in the second half 
of this year. That would indicate an 
other step away from the 1939 pattern 
But if the auto manufacturers—who 
in 1950 purchased 20 per cent of the 
total supply of finished steel—switch 
from a January to a fall model change 
over, the pattern in steel may move 
back towards the 1939 seasonal 

It's too early to say whether the 
prewar seasonal pattern of steel out- 
put will ever be restored. The answer 
must wait until steel production re- 
sponds primarily to the forces of sup- 
ply and demand, rather than emer 
gency needs 
e In Housing—Residential construc 
tion—despite the boom of recent years 

-has not varied much from the pre- 
war seasonal pattern. Despite various 
government controls affecting this in- 
dustry, builders’ schedules have not 
changed significantly in the postwar 
years. 

The following chart shows how 
housing starts were distributed over 
the four quarters of 1939, and in sev 
eral recent years 


Per Cent of Starts in Each Quarter 
1939 1950 1951 


Ist Quarter 20 20 24 
2nd Quarter 28 31 30 
3rd Quarter 27 29 25 
4th Quarter 25 20 21 


Most new home construction—about 
55 per cent of all starts—takes place 
in the six-month period from April 
through September. Even the tre- 
mendous increase in home building in 
California and Florida—where con 
struction activity can be carried on 
throughout the year—has not altered 
this fundamental seasonal pattern 

Since homebuilding is the largest 


July, 1953—ELECTRICAL WHOLESALING 


A CINCH 10 
INSTALL 


—and sure 
to perform as 
specified 


e@ Above, the attractive neu 
Belt-Air Wall Panel Fan 


© Right, the new, highly ver- 
satile “Buffalo” Type “NV” 
Heavy-Duty Design 80 Pro- 
peller Fan 


NEW “Buffalo” 
BELT-AIR and BREEZ-AIR FANS 


Major design changes in both wall panel sizes; (3) quieter operation than ball 
Belt-Air Fans and Breez-Air Attic Fans bearing designs. Write for details on 
provide: (1) higher capacities at lower, these Smee easily installed package 
quieter speeds and lower power con- fans. Like all “Buffalo” Fans, their in 
sumption, (2) fan operation at any — stalled performance is as good or better 
angle from horizontal to vertical, shaft- than “on paper’’—and that means more 
up, because of a new sleeve bearing de- satisfied customers for you 

sign on fan shaft, in 24”, 30” and 36 


NEW “Buffalo” Heavy-Duty “NV” PROPELLER FANS 


Talk about flexibiliry—you can operate V-belt Drive, in sizes from 24” to 84", 
these husky 4-bladed fans on either free or 4,000 cfm to 90,000 cfm—a range of 
air delivery or against pressures up to easily installed fans to handle any job 
1” with very stable performance and you'll run into—to perfection. Write 
high efficiency. Pick either Direct or TODAY for Bulletins! 


First For 
Fans 


BUFFALO FORGE COMPANY 


214 MORTIMER ST. BUFFALO, NEW YORK 
PUBLISHERS OF “PAN ENGINEERING” HANDBOOK 
Canadian Blower & Forge Co., Ltd. Kitchener, Ont 
Sales Representatives in all Principal Cities 


PANEL BREEZO FANS BELTED VENT SETS BELT-AIR FANS 
BREEZ-AIR ATTIC FANS “L” BREEZO FANS “NV” BREEZO FANS 





section of the construction industry, 
the regular seasonal pattern which pre- 
vails means similar seasonal demands 
for most types of construction mate- 
rials, as well as for all sorts of furnish- 
ings and appliances that go into new 
homes 

e In Non-Durables—Many non-dur- 
able goods industries have pronounced 
seasonal patterns. The food processing 


industry is a prime example. Canning 


activity always comes to a peak in 
July, August and September when the 
crops are ready for processing. And 


every year, ice cream production in 
New York is higher in August than it 
is in December 

The textile industry, on the other 
hand, is characterized by short, sharp, 
irregular swings resulting from the 
variations in market demand for tex 
tile products. Consequently, every re 
cent year displays a different pattern 
of production. It’s true that apparel 
sales are concentrated in the Easter 
spring weeks. But, as yet, the postwar 
statistics fail to reveal a consistent sea- 
sonal pattern of textile mill produc- 
tion. The following table illustrates 
this point by comparing cotton textile 
production in 1939—when there was 
some seasonal pattern—with several 


recent years 


Per Cent of Production in Each Quarter 
1939 1950 1951 1952 


Ist Quarter 25 24 29 26 
2nd Quarter 23 24 26 24 
3rd Quarter 24 25 22 24 
SLICKER 4th Quarter 28 27 23-26 


The fact that postwar textile pro 


Cc duction does not yet reveal a consistent 
seasonal pattern is a matter of prime 


EASIER TO HANDLE 


non-metallic concern to the chemical industry. The 


textile industry is gradually shifting to 
sheathed cable ie. Si 
a chemical base. In recent years it has 


) 


purchased more than 20 per cent of 


I 
the dollar output of the entire chemical 
industry. When textile activity is 
spotty and irregular, it doesn’t take 
much time before the results show up 
on the sales charts of the large chemi- 
cal companies. On the other hand, a 
regular seasonal in textiles would mean 
seasonal ups and downs for many 





chemical producers 

Some experts in the textile field 
suspect that the industry may have 
returned to a seasonal pattern of pro- 
duction commencing in the late fall 
of 1952. But the new pattern may 
differ from the 1939 seasonal, which 
ATED WIRE CO. | had high fourth quarter production. 
E., PAWTUCKET, R. 1, | The new pattern may see a modest 
| step-up in output during the fourth 
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quarter, leading to peak production in 
the early part of the year. Summer 
output is expected to remain slack. The 
experts emphasize that this theory of 
a new seasonal is preliminary and 
very tentative. 

e The Future—There is no reason to 
believe that all the prewar seasonal 
patterns of production will be restored 
Indeed, the odds are all against it 


Today's economy is different. There 


are more people with more money and 
different buying habits. And the re 
gional pattern of production is differ 
ent, too 

Technological developments for ex 
ample, could easily bring about new 
seasonal patterns. There's talk of plas 
tic automobile bodies and aluminum 
engine blocks. Obviously developments 
of this sort would have a major effect 
on the seasonal pattern of steel pro 
duction. 

Fer business as a whole, some sea 
sonal pattern of production seems 
bound to emerge during the next few 
years, and the return to seasonal ups 
and downs will present management 
with a problem it has not had to face 
in a decade—a situation perhaps most 
notably true in the automobile in 
dustry. 


CALENDAR OF EVENTS 


International Association Electric 
Leagues 
18th Annual Meeting 
Fairmont Hotel 
San Francisco, Calif 
August 5-8 
Speakers, banquet 


Western Electronic (Trade) Show 
9th Annual Show 
Civic Auditorium 
San Francisco, Calif 
August 18 21 


, , , 
Technical sessions, display booths 


IES National Technical Conference 
Commodore Hotel 
New York, N. Y. 
September 14-18 
Technical sessions, entertainment 


National Electronic Distributors Assn 
1953 Convention and Conference 
Chase Hotel 
St. Louis, Mo 
September 14-16 
Panel discussions, booths, education pr 
grams, entertainment, ladies programs 

Rocky Mountain Electric Association 
5Oth Annual Fall Convention 
Broadmoor Hotel 
Colorado Springs, Col 
Septen ber 20 
S{ ¢ ake rs, committee meeting de mon 
Sfraltons banquet golf, entertainment 


(Continued on next page) 
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Why PIERCE Fuses 


Mean REPEAT BUSINESS To You 


.. plus consistently 
‘HIGH. PROFITS 


Per , e : HOT 


SCREENED - 
VENTING 


s Keeps them 10 to 40% Cooler ! 











Note how air circulates freely through 
the fuse permitting it to handle safe 
overloads. The resulting cooler opera- 
tion prevents rapid charring and 
deterioration of the fuse case. One 
reason why Pierce Renewable Fuses 
have 6 to 8 times longer case life. Yes, 
Pierce fuses are easy to sell — and they 
stay sold! 


“The TOP 

- QUALITY FUSES — 
Above All 

, COMPETITION 


Pierce quality construction puts it in a 
class far above ordinary fuses. Only 
Pierce Fuses have the extra-strong 
tubular bridge which assures continu- 
ally correct knife blade alignment and 
perfect lifetime clip contact. Here's 
positive, economical, electrical protec- 
tion that users want and demand! 


All Pierce quality fuses are equipped 
with the famous Balanced Lag Links. 


WRITE TODAY for this 

helpful booklet on fuses 
thot positively avoid 
after blow. 

















B.ows ws 
UnmectssaRey 


J ALSO A COMPLETE LINE OF QUALITY NON-RENEWABLE FUSES 


PIERCE RENEWABLE FUSES, INC. 





International Association of Electrical 
Inspectors 
Silver Jubilee Meeting 
Edgewater Beach Hotel 
Chicago, Ill 


@ ” September 21-26 
Speakers, demonstrations, exhshits, enter 
tainment 
Eastern Electrical Wholesalers Assn. 


2nd National Electrical Industries Show 


NO DELAY-NO WAITING New Yok, NY. 
September 29-October 2 
Exhibits 


Porcelain Enamel Institute 
LAI 4 // 7/7 22nd Annual Meeting 
The Greenbrier 
White Sulphur Springs, W. Va 
DTX Non-metallic Sheathed Cable September 30, October 1-2 
General sessions, discussions, recreation 


lunc h eon 


Electric League of Western Pennsylvania 
Fourth Industrial Electric Exposition 
Hotel William Penn 
Pittsburgh, Pa 
October 6-8 
Exhibits, booth 


TI 1h. Electrical Association of 


: Philadelphia 
Fixture Wire — all types Electrical Progress Show 
Convention Hall 
Philadelphia, Pa 
October 13-15 
Exhibits, booths, luncheon 


Flexible Cords — all types 


National Farm Electrification Conference 
U. S. Dept. of Agriculture Building 
Cord Sets Washington, D. ¢ 
October 27-28 
Speakers, technical sessions, panel discus 


sions, banquet 


National Electrical Manufacturers 
Association 
Haddon Hall Hotel 
Atlantic City, N.J 
November 9-12 


Conferences, exbibit 


Refrigeration & Air Conditioning Exposi- 
tion 
Eighth Exposition 
Public Auditorium 
Cleveland, Ohio 
November 9-12 


Military Communications Cordage : : 
Exhibsts, discussion 


Warehouses and representatives 

in principal cities. General sales 

office: Sycamore, Illinois. Fast (Continued from page 135) 
prompt shipment from factory and roadbuilding. However, adverse 
stocks maintained on all items. weather kept these types of work from 


. sing < 1 as usu: May. Tot: 
Write for Catalog CO3 rising as much as usual in May. Total 


private expenditures were up 8 per 
cent from April to almost $2 billion 
in May. Public outlays rose 13 per 
cent to $933 million 

New construction as a whole totaled 


DIAMON D WIR E & CAB LE eo a record $12.6 billion for the January- 


SYCAMORE, ILLINOIS May 1953 period, almost 6 per cent 
above the 1952 figure. Private con- 


Manufacturers of Electrical Wire | . 
struction, $8.7 billion value, accounted 
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for nearly the entire gain over last year 
This was from largely increased out- 
lays for new dwellings and commercial 
building. Public expenditures totaling 
$3.8 billion were slightly above the 
January-May 1952 total. 


Pacific Zone Convention 


Stresses Personal Service 
PASADENA, CALIF.—The future 
of the electrical industry and its mar 
ket, particularly in the western United 
States, were just a few of the more 
pressing subjects (see story on page 
100 for additional coverage) talked 
about at the Spring Convention of the 
Pacific Zone on the National Associa 
tion of Electrical Distributors held at 
the Huntington Hotel here, June 8-11 
W. E. Cranston, president of Ther 
mador Electric Mfg. Co., Los Angeles, 
told the more than 300 members and 
guests that, in order to get their full 
share of business, electrical distribu- 
tors must put more emphasis on per- 
sonal service to their customers. Im 
portant in this respect, Mr. Cranston 
said, will be the development of better 
trained distributor salesmen, particu 
larly the young men who have been 
taken into the industry since the war 
in what has been primarily a sellers 
market 
Carl V. Haecker, merchandising dis- 
play manager, RCA Victor, Camden, 
N. J., presented his famous “successful 
selling capsule” in which he outlined 
“the four ingredients plus one”—ag- 
gressive planning, aggressive advertis 
ing, aggressive window display, ag- 
gressive point of purchase, plus sales 
power in demonstration. He asserted 
that “if the members of the appliance 
industry . . . have an aggressive plan 
of advertising, displays and point of 
sale material” there is nothing wrong 
with the market that can't be cured 
During the final session, the dis- 





ENJOYING themselves at the Nikoh 
party during the recent N.A.E.D. Chi- 
cago convention are Mr. and Mrs 
Eddie Hokin (left) and Mr. and Mrs 
A. Anixter. Mr. Hokin is president of 
the Nikoh Tube Co. Mr. Anixter is 
treasurer of the Englewood Electrical 
Supply Co., Chicago 
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FULLMAN Pelawiivs 


Electrical Products 


plo iin 
Cie 


ADJUSTABLE ~- 
WATERTIGHT 
FLOOR BOXES 


_apsust ABLE 
FLOOR Boxe 
ADJUSTABLE 


GANG FLOOR BOXES 
1-2-3 AND 4 


NOZZLES any 
ACCESSORIES 


FLOOR JUNCTION 
OXxes 


TLETS 
yauty 0” 


INSULATOR 
SUPPORTS 


— 
pro con® 


ARMORED 
CABLE SUPPORTS 


CABLE CLIPS 


STAPLES 


esi ike 


DEPENDABLE 


Clean and compactly designed 
to cut installation time to the 
bone and give smooth, trouble- 
free service “Latrobe” Products 
give a full measure of value. 


Adjustable Watertight 
Floor Boxes 
All “Latrobe’’ Adjustable Watertight Floor 
Boxes are now equipped with a positive elec 
trical bonding wire between the exposed flush 
parts which make them completely fire-proof 


Pipe and Conduit 
Hanger 
Convenient and dependable for hanging pipe or 
conduit '2", 34”, and 1” to steel beams up to 
43” thick. Permits pipe to run at any angle 
to the beam 


Pullman Manufacturing Co. 


1209-1215 


JEFFERSON STREET 


LATROBE. PA. 





make hallways say,“Come in!” 


with 


GRATELITE 


LOUVER-DIFFUSER 


At last—you can fill wide 
hallways and corridors 
with practical light! New 
Guth “V” Corridor Units 
provide “wall-to-wall” 
illumination. The 
GRATELITE Louver- 
Diffuser shields lamps and 
is easily maintained. 
Hallways and corridors 
“come out of the dark” 
and turn into safer, more 
cheerful lines of light 
that guide the eyes 

and the step. V:C:U’s 
available in 4’ & 8’, 

1 & 2 light models. 


*Patents Pending 
Trademark Registered 


THE EDWIN F. GUTH CO. ST. LOUIS 3, MO. 











tributors and guests heard from Roy 
Hagen, president of the Chamber of 
Commerce of Los Angeles, who dis 
cussed the future of business in the 
continually growing metropolitan area 
of that city 

Convention arrangements chairman 
of the meeting was Ken Hartley, with 
Pacific Zone Secretary R. A. Balzari 
coordinating the activities. Presiding 
at the general sessions was Pacific 


Zone Chairman Sam Scott 


Austin Lighting Division 
Purchased By Stonco 
KENILWORTH, N. J. — Stonco 


Electric Products Company has pur- 
chased the lighting products division 
of M. B. Austin Co., Northbrook, II 

Stonco is consolidating Austin’s com 
plete line of patented cast aluminum 
floc dlights, spotlights and cluster lights 
with its own, along with weatherproof 
cast aluminum boxes, weatherproof 
switches, yard lights and vaporproof 
items 

All manufacturing has been trans 
ferred to the new Stonco factory at 
Kenilworth and production of all 
Austin items is being undertaken im- 


mediately 


Pyle-National Buys 
M. B. Austin Company 
CHICAGO, ILI The Pyle-Na- 


tional Co., has acquired all tools, dies, 
molds, machinery and equipment of 
the M. B. Austin Co., Northbrook, IIL, 
necessary to make electric service fit- 
tings, H. V. Engh, president, has an- 
nounced 

With the acquisition of this equip- 
ment, the company will add the fittings 
to its line of wiring and lighting prod 


ucts 


Ward Leonard Establishes 
Pittsburgh Office 
MT. VERNON, N. Y.—The Ward 


Leonard Electric Co., this city, has 
established a district office in Pitts 
burgh, Pa., Leonard H. Wurzel is in 
charge 

The new office is located at 3045 


West Liberty Ave 


Push Air Conditioners 
For Night Workers 


CAMDEN, N. J.—The 2,000,000 
Americans who work nights and sleep 
days are getting the facts and figures 
on room air conditioners. A special ad 


vertising and merchandising program 
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JACK McNEFF, 

Co., Pitts urgn, 

been appointed 
appliances, A 

been in the appliance 


ear 





for RCA Victor room air conditioners 
has been directed at this substantial 
market 

The campaign stresses that, with a 
room air conditioner, a nightworker 
can sleep in a cool, dark bedroom, un 
troubled by noise, humidity, heat, dust 
and confusion of summer streets. Sev 
eral companies are enclosing letters in 
the pay envelopes of the night shifts 
recommending the use of air condition 
ers. The program has already started in 
Birmingham and Pittsburgh. These 
cities were selected because of the num 
ber of steel mills, airplane factories and 
other round-the-clock industries on de 
fense production 


Minneapolis Distributor 
Holds Open House 


MINNEAPOLIS, MINN The 
North Central Electrical Distributing 
Company recently held open house for 
members of the industry in its new 
building located at 2001 Broadway 
this city. The company was organized 
last fall 

William F. Schiefelbein is manager 
and Ed Garbena is in charge of the city 
desk. Members of the sales staff are 
Russell Backes, Bert Strom, Gordon 
Stafne, Dennis Ecklund, Dick Orstad 
and Gayle Marcheseault 


Gough Industries Adds 


Sales Offices, Warehouse 
LOS ANGELES, CALIF 


tion of a new 


C onstruc 
75,000 square toot, two 
story office and one-story warehouse 
was begun by Gough Industries, Inc 
Southern California and Arizona dis 
tributor. The new structure is located 
at Sixth St., and Mission Rd., Los An 
geles 

The new building, scheduled for o« 


cupancy early in July, will provide fa 
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STAR 
ORDER TODAY 


Turn a “CRYING NEED” 
into Whopping Sales 


ne W “Pencil Point” senmnees TOOL 


@ ESPECIALLY BUILT FOR 
SMALL AND MINIATURE WORK 


Thermo-Tip 


Now, the growing trend toward smaller and 
smaller parts and connections in electrical 
and electronic equipment meets its answer 
with all-new IDEAL Thermo-Tip. Every plant 
and industry that does small or miniature 
soldering has needed a tool built expressly 
for this kind of soldering. No other solder- 
ing tool or method has fully met this need 


The low-cost IDEAL Thermo-Tip is so fast 
that some joints can now be soldered in less 
than 1 second! Using light, slim “pencil” 
electrodes, with leads to a separate trans- 
former, it provides exactly the kind of pin- 
point heat and pinpoint accuracy needed for 
close quarter work. 


It gets into small, tight spots easily, elimi- 
nates damage to delicate resistors—conden- 
sors and other parts . insures safety to 
operator and work. It positively prevents 
“cold flow’ joints, because its resistance 
heating principle requires that metal be hot 
before solder will flow. 


@ Show the IDEAL Thermo Tip, and how it 
meets the special job requirements of 
small soldering and it will sell itself! 
This is not just a “one unit" seller. 
Most larger plants need many Thermo 
Tips for production line work. 


Here's a real and growing market, an item 
not duplicated by any other—a “deal” you 
can easily turn into big sales volume. 


no ra 
FROM YOUR 


IDEAL REPRESENT ATIVE! 


Tz» IDEAL INDUSTRIES, 





INSTANT HEAT... 
PINPOINT ACCURACY! 
NOTHING TO HOLD 
BUT AN ELECTRODE 
“PENCIL” 








TIPS SCREW IN TO FIT THE JOB 
DOUBLE METALLIC 


DOUBLE CARBON 


oA 


OTHER TIPS AVAILABLE 








PENCIL THIN 
FOR EASIER SOLDERING OF 


@ Electronic Circuits and Parts 
@ Aircraft Connectors 
© Pin Type Plugs 
e Wire-To-Wire 
© Terminals 
® Radio and TV Chassis 
© instruments 
@ Printed Circuits 


" 1047 PARK AVENUE 
TIC. SYCAMORE, ILLINOIS 





THREAD F 
when tightening 


Pull Romex or BX clamps down tight... you won’t strip 
the threads on Keystone Octagon Outlet Boxes! The 

holes are extruded from normal metal thickness of 

.074” to .171”. This process more than doubles the 

thread strength . . . eliminates the costly annoyance 

of replacing jobs because of stripped threads. But the 

clamp screws are still inserted on an angle for maximum 

wire clearance to reduce labor costs. Only Keystone 

Outlet Boxes offer your customers this outstanding WON'T STRIP—MORE THAN 
feature! Stock and sell this fast-moving line! DOUBLE THE THREAD STRENGTH! 


KEYSTONE OUTLET BOXES—Heavy 14 gauge code steel with %” or 
Combination >” and %” knockouts, lanced for double-quick removal. Romex 
or BX clamps assembled to box with nested fit for quick, easy pulling of 
wires, lower installation cost. Available in 4” Octagon, 4” Square and Handy 
> Box types and gangable switch boxes, separate or in combination box and 
‘ bar hanger assemblies. Complete line of covers, 13 types for Octagon, 7 for 
Handy Boxes. Oil Burner Cutout Boxes with hinged cover also available. 





25 


A 
& 
& KEYSTONE BAR HANGERS—Made of band steel, %,” 
/ Sr” by %”. Sliding, easy-working double strength malleable 
, iron studs and loops. Available in straight, shallow, deep, or 
universal offset cleat types. Standard lengths 194”, 21” and 
24”. Other lengths manufactured to your specifications. 





SEND FOR THIS NEW CATALOG! 
It describes the entire Keystone line of wiring 
installation equipment, all U. L. approved. Com- 
plete with specifications and prices. Yours with- 





KEYSTONE MANUFACTURING COMPANY 


23328 Sherwood Ave. @ Centerline (Detroit) Mich. 


Sold Through Leading Electrical Wholesalers Coast-to-Coast 


cilities and space for the operations of 
the major appliance, traffic appliance 
and television and appliance parts and 
service divisions. A 33,000 square foot 
parking lot will be located adjacent to 
the building for the convenience of 
customers and employees. 

The second floor will house execu 
tive and administrative offices and a 
display room, while the ground floor 
will be the warehouse area, served by 
a six-car railroad spur. The television 
and appliance parts and service depart 
ment will also be located on the ground 
floor. 

S. T. Bell, vice president and former 
ly merchandise manager has been ap 
pointed general manager of the appli 
ance division. William Pomeroy is 
assistant general manager and opera- 
tions manager; James Moore is sales 
Manager major appliances; Joseph 
Carvin is ‘assistant sales manager 
major appliances; M. Matzenbacher 
is sales manager small appliances, 
Dean Herrick is sales manager G. | 
vacuum cleaners; and Al Hall is man- 
ager of branch operations 


Life, Times Of Magellan 
Subject Of Parr Book 


“So Noble A Captain,” the life and 
times of Ferdinand Magellan, is the 
result of years of study, work and 
travel on the part of the author 
Charles McKew Parr. The biography 


of the Portuguese navigator not only 


Charles McKew Parr 

deals with Magellan's great, tortuous, 
at times incredible voyage, but in- 
cludes a colorful and informative 
background of early 16th century 
history 

Mr. Parr, author of several books 
on travel and chairman of the board 
of the Parr Electric Company, Newark, 
N. J., spent much time during the past 
decade in searching original docu- 
ments in Portugal and Spain. He 
traces the course of events leading up 
to the first voyage around the world 
when Magellan and five small ships 
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set sail from Spain in 1519. Many in- 
teresting pages are devoted to such 
matters as politics and intrigue, spice 
trading and finance, wars and the peo- 
ple who fought them. Little known 
facts, such as the sabotage by jealous 
rivals of Magellan’s fleet and his un- 
necessary death in the Philippines help 
make the story the more interesting 

“So Noble A Captain,” published 
by Crowell, has been well received by 
leading students of history and various 
literary critics. It is the July selection 
of The History Book Club. Mr. Parr’s 
enthusiasm for his subject cannot but 
be enjoyed by all who take up his 
book to read. They will find it hard to 
put down 


Schoenbrod Heads 
Chicago Appeal 
CHICAGO, ILL.—Leslie K. Schoen 
brod of the Electro-Silv-A-King Corp., 
heads the 1953 Combined Jewish Ap 
peal in the Chicago area for the elec 
trical, TV, radio and plastics division 
Co-chairmen, assisting Mr. Schoen 
brod, are Benjamin Greenhouse, Ed 
ward Anixter, Charles Weicensang, 
Harry Scheer, and Arthur Davis. 


General Lamp Purchases 
Van Dyke Division 


ELWOOD, IND The General 
Lamp Mfg. Corp., has purchased the 
Van Dyke lamp division of Van Dyke 
Industries, Inc., Chicago, Ill 

All manufacturing of Van Dyke 
lamps, together with administration 
and sales, will be handled by General 
in Elwood. Sales will come under 
W. P. Cannon, general sales manager 
of the parent organization 


Van Buskirk Appointed 
To Interstate Post 

NEW ORLEANS, LA.—Jack Van 
Buskirk has been appointed personnel 
manager of Interstate Electric Com- 
pany 

Mr. Van Buskirk is a graduate of 
Whittier College and has been en- 
gaged in various phases of personnel 
management in private industry and 
with the federal government 


Gesco Opens Branch 
In San Bernardino 


SAN BERNARDINO, CALIF 
The General Electric Supply Company 
opened a new office and warehouse in 
this city on June 12. The facility, de- 
wholesaling 


signed for operations 
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ER AT THE THRESHOLD”’ 
f» 
at JOWELL insulated wire 


Your choice of a source of supply for 











insulated wires, will very likely be de- 
termined by the ability of the manufac- 
turer to give you a good quality prod- 
uct at a fair and equitable price. More 
important than this, you will want to 


know that you can rely on the manu- 


facturer you select to stand behind his 


claims for his products, and to give you that extra measure of atten- 


tion and service that comes only from a personal interest in your 


needs and requirements. 


This is why here at Lowell we are sincerely concerned with our 


responsibility towards the accounts we serve. 


LOOK TO LOWELL INSULATED WIRE 


for prompt deliveries and good service 


NEOPRENE TELEPHONE 
DROP WIRE 


MACHINE TOOL WIRES 


aedieinmnaenteereee) 








PORTABLE AND 
FLEXIBLE CORD 





SPECIAL WIRES 
AND CORDS 


a 


Write for complete catalog, samples and specifications. 


») 





OWFLL 


171 LINCOLN STREET 





INSULATED WIRE DIVISION 
OF Ie (fer hes Kou ovation 
* LO Wett. 





MASSACHUSETTS 


147 








BREAK-PROOF 
SHOCK-PROOF 


Screw Drivers 


More Sizes... More Types... More Kits 
Are Available To You... From VAaCO 


@ No more “lost sales’’ when you carry Vaco... the nationally 
advertised, nationally known line of quality drivers with famous 
Amberyl S/B (slo-burn) handle. Whatever your customer wants 
... screw drivers, nut drivers... special purpose kits... unusual 

bit styles... “reversibles” ...interchangeable blade 
drivers ... they're all available from this one source. 
And to help you get those extra impulse 


sales, Vaco offers you more counter dis- 


Fire Safe Handles! 


plays, more “buy off the board” and 

permanent wall displays than any other 
manufacturer in the business! Quality ? 
It’s ‘tops’! Prices? In line! Margins? 
Your full profit every time! 


nari 


dst a dio vteh: 
AMS hid , . 
arate | NEW, Modern, Versatile 

ti VACO VARI-BOARD 


Today's outstanding screw driver merchandiser for 
wall or counter use. A regular ‘department store” 
for screw drivers .. . every item a pre-tested fast 
seller! Two sizes for your convenience. Full informa 
tion on request 


Get Your FREE Copy 
of this Handy, Illustrated 
Catalog and Reference Book 


You can't afford to be without this veritable gold mine of 
information! Tells you all about bit sizes to fit every 
screw ... lists the various drivers by type and size. Amply 


illustrated in color. Order your copy, today 


0 317 E. Ontario St., Chicago 11, Illinois 
PRODUCTS co. In Canada: Vaco-Lynn Products Co., Ltd. 
204 Laurier Ave., W., Montreal 8, Quebec 





only, occupies more than 25,000 sq. ft 

Manager of the new branch is V. S 
Cooper. He has been with the com- 
pany in Los Angeles since 1947, serv 
ing successively as a salesman, lighting 
specialist, and sales manager of supply 


and apparatus 


Wesco Names Masterson 
NEW YORK, N.Y.—C. M. Master 
son has been appointed to the newly 
created position of manager of budgets 
and standards for the Westinghouse 
Electric Supply Company. His head 


C. M. Masterson 


quarters are at Wesco’s executive of- 
fices 40 Wall St. Mr. Masterson was 
formerly manager of accounting at the 
Cleveland lighting division of West- 
inghouse Electric Corp. 


Minnesota M & M Buys 
American Lava Corp. 

ST. PAUL, MINN.—Acquisition of 
the American Lava Corp., Chatta- 
nooga, Tenn., by Minnesota Mining 
and Manufacturing Co., has been an- 
nounced by Herbert P. Buetow, 3M 
president, and John Kruesi, president 
of American Lava 

The Chattanooga firm, in addition 
to manufacturing crucibles, nozzles 
and chemical resistant fittings, pro- 
duces many types of electrical insulat- 
ing materials used in the manufacture 
of radio and TV components 


Graybar Announces 


New Appointments 

NEW YORK, N. Y.—The Graybar 
Electric Company has announced the 
following new appointments 

J. J. Lieske, Jr, is branch manager 
at Washington, D. C., replacing F. F 
Jaspersen, who has become district 
sales manager at Philadelphia 

D. E. Clisbee is manager of the 
Hammond, Ind., branch succeeding 
Mr. Lieske. 

J. T. Baker is manager at the 
Youngstown, Ohio, branch. He re- 
places W. C. Robinson who has retired 
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after 41 years of service 

E. W. Windahl is manager at 
Duluth, Minn. He was manager, out- 
side construction sales at Minneapolis 

A. B. Young is district credit man- 
ager at Los Angeles. C. C. Bradbury 
replaces Mr. Young as district credit 
manager at Seattle, Wash. W. | 
Brown is district credit manager at 
Minneapolis 

H. N. Wood has retired after 40 
years service with the company. He 
was district sales manager at Philadel- 
phia 

Hamilton Corey is district sales 
manager at Atlanta, Ga. A. A. Wilson 
replaces Mr. Corey as manager at 
Charlotte, N. C. H. S. Corey, Jr., suc 
ceeds Mr. Wilson as manager at Ashe 
ville, N. C 

Ralph H. Smith is manager of the 
Flint, Mich., branch. He was Grand 
Rapids field representative 


Sylvania Builds TV Plant 
NEW YORK, N. Y 


has announced 


Sylvania 
Electric Products Inc., 
plans for a new 416,000 sq. ft. televi- 
sion set plant to be built in Batavia, 
N.Y. H. Ward Zimmer, president, said 
that the new plant will be built in 
anticipation of greatly increased pro 
duction and sales of Sylvania television 


sets. 


Purchasing Agents Elect 
Ray S. Brown Treasurer 


COLUMBUS, OHIO — Ray §& 
Brown, General Electric Supply Co 
has been elected treasurer of the Co- 
lumbus Association of Purchasing 
Agents for the coming year. 

Lester S. Smith, Graybar Electric 
Co., retiring director of the Columbus 


group, was named national director 


May Housing Starts Down 

WASHINGTON, D. ¢ Housing 
starts totaled 107,000 in May, a de- 
crease of about 3,000 units from April 
S. Labor Depart 
ment’s Bureau of Labor Statistics. Al- 


according to the U 


though the decline was slight, it was 
general throughout the country and 
represented the first April-May down- 
ward movement since World War II 


Essex Wire Consolidates 
Transformer Companies 
DETROIT, MICH.—Addison Hol 


ton, president of Essex Wire Corpora 
tion, has announced the consolidation 
of the Chicago Transformer division 
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SAVES BOTH CIRCUIT AND CUSTOMER 
(FOR 120/208 VOLT AC OR 125/250 VOLT DC NETWORKS) 


POSITIVE PROTECTION AGAINST SUPERCURRENTS 

Low voltage AC and DC networks give large utilities and their customers greater 
continuity of service and easy expansion of their systems. ‘The only drawback to 
this type of network is the constant threat of danger from heavy short-circuit or 
fault currents. Shawmut’s new FORM 208 Amp-trap eliminates this danger from 
these circuits. On actual test, its amazingly fast “chop-off"’ stops a short-circuit 
even before it reaches the peak of its first “4 cycle even if the available peak current 
could reach 560,000 Amps! It anticipates and prevents the destructive build-up 
of heavy fault currents so dangerous to office buildings, stores, hospitals, theatrés, 
schools, etc. FORM 208 saves both circuit and customers 


USES & SPECIFICATIONS 

Amp-trap FORM 208 is made for Entrance Switch Service, Underground Net- 
work Conductors, Distribution & Panelboards and other applications. It is built 
in Ampere ratings of 1000, 1200, 1600, 2000, 2500, 3000, 4000 and 5000 for En- 
trance Switch Service and for cable sizes from 4/0 to 1000 MCM. It runs “‘cool”’ 
and carries 100% of its rating with temperature rises less than those recommended 
in the Underwriters’ Laboratories Standards for Fuses. The watt (power) loss is 
probably lower than for any other over-current protective device. Hence it may safely 
be installed in vaults and steel enclosures and subjected to long continued loads. 


LOW IN COST — EASY TO INSTALL 

FORM 208 Amp-traps clear fault currents long before 
they can burn or wreck bus bars and switch gear. Yet they 
are small in size, low in cost and easy to apply. They have 
a variety of mountings for flat, bus or tubular connectors 
Adapters can be supplied for switch cubicles now equipped 
with copper or aluminum alloy links. FORM 208 is the 
“little brother” of the famous FORM 600 Amp-trap which 
has long been used so successfully on 600 volt circuits 
Write today and find out about FORM 208 at onc« 


Copyright 1953 The Chase-Shawmut Co 
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208 AMP-TRAP — Sunde “i /he 0A 


THE CHASE-SHAWMUT co. 


372 MERRIMAC STREET + NEWBURYPORT, MASSACHUSETTS 
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THE AD MAN WAS 








Fibre screw anchor for 
use with wood or lag 
screws. Only universal 
anchor that can be used 
in any material 

Wood screw sizes 

#6 to #20 
Log screw sizes 


#% to #% 


PAWLANcHoRS 


Heavy duty masonry 
anchor of “confined! 
lead type’’ for holding 
bolts. Made in one 
piece — double ended — 
cannot be misapplied 
Bolt sizes 4" to 1” 


ees 


Three point easy-to- 
sharpen masonry drills 
for hand and power 
drilling. For Rotary 
drilling —use Rawi Car- 
bide tipped drills, 


ees 


The improved inachine 
screw anchor. The taper 
permits use in under- 
sized holes, resulting in 
saving of drill costs. 
Machine screw sizes — 


6x32 to %x 11 


RAWLDRIVES 


Only expansion bolt 
combining anchor and 
bolt in one piece. Simple 
to use, easy to install, 
Drives like nail into 
drilled hole. Tremen- 
dous holding power. 
Sizes 3/16” to ¥e” 


R™ HAMMER- SETS 


Newest type of heavy 
duty machine bolt an- 
chor. Hammer is only 
tool needed to set it 
permanently in the 
masonry. 

Bolt sizes—3/16" to 59" 


WL TOGGLE BOL’ 


For simplicity of instal- 
lation and security of 
anchoring any fixturé or 
utility in hollow walls 
or ceilings. 








THIS AD MAN had spent 20 years dealing with the 
technical facts of industrial products. He knew most of 
the angles and their answers. Shown a small Rawlplug, 
he figured it could resist a “pretty strong pull.” 


SURPRISE! 


Then we gave him a demonstration...a #12 Rawlplug 
with a #12 screw set in concrete. Attaching a jack and 
scales we applied a direct pull. Up went the indicator... 
500, 1000, 1500 Ibs. The Rawlplug held firm. We applied 
more pull, and still more, till finally the plug started to 
creep. The indicator stood at 2% 200 Ibs. and the ad man 
was flabbergasted! 


EVERYTHING! 


The fact is, that Rawlplugs and other re ig devices 
are absolutely tops for holding power... have a safety 
factor many times in excess of most anchoring re- 
quirements. 

And on top of that, the famous Rawlplug line is com 
plete and enables you to meet virtually every anchoring 
demand of every customer and prospect. 


YOU WIN! 


The Rawlplug line is sold only through distributors. The 
line is constantly being developed . . .and effective ad- 
vertising describes its unique adv: intages to everyone 
who counts in your area. 

Write for the whole Rawlplug story... 
your sales and win brand new friends. 


it can boost 


Lisl; 


RAWLPLUG Co., Inc. 


271 Church St., New York 13, N.Y. 


Transformer Cor- 
poration, Chicago, Ill. The combined 
operation will be known as Chicago 
Standard Transformer Corporation 
follows: Addison 
Holton, president; Arni Helgason, 
L. S. Racine, J. J. Kahn, vice presi- 
dents; W. F. Probst, secretary; and 
M. A. Roesler, treasurer 


with the Standard 


Officers are as 


Lionel Elects Directors 

NEW YORK, N. Y John L 
Busey, vice president of the General 
Electric and Bernard Relin, 
senior partner of Bernard Relin Asso- 


( ompany 


ciates, have been elected to the board 
of directors of the Lionel Corp. Mr 
Busey was 
Electric Supply 
years and is a former president and 
National Electrical 
(N.A.E.D.) 


president of the General 
Corporation for 15 


director of the 


W holesalers 


Ass¢ ciation 


Diebold Joins Elgee 
ZANESVILLE, OHIO Robert 


Diebold, this city, has joined the sales 
staff of the Elgee Electric Co., 219 N 
Fourth St., Columbus, Ohio. He will 
call on the retail electrical trade in 
eastern Ohio. Mr. Diebold has had ten 
with elec- 


years experience dealing 


trical wholesalers 


SWITCH 


AND 


WALL 


PLATES 


Packed in in- 
dividual en- 
velopes with 


screws. 


Chrome plates 
protected 
with paper un- 
til installed. 
. 

industry’s No. 
1 plates at 
competitive 
prices — head- 
quarters for 
satisfaction 
and economy. 
Buy from this 
reliable 
source. Get 
info on com- 
HONER 


baie 
Axe 


Cnameeneus 
PLATES WITH plete 


HORITOMTAL ‘ 
OPENINGS line. 


NOTHING TAKES THE PLACE OF STEEL 


HONER MFG. CO. 


Electric Division of Honer-Norton 
115 S. Clinton St. Chicago 7, Ill. 
RA6-7662 
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. the line with PLUS VALUES 


One Source for all of your require 
PLUS ments in hanging and fastening 
VALUE devices. Saves you paper work — 
John Oster, Jr. can save you on freight. 


New Officers Named PLUS Top-Flight Quality. The newest and best in manu- 
By John Oster Company VALUE facturing methods and quality control give you flaw- 


less products your customers like to use 
RACINE, WIS.—John Oster, Jr., PLUS Strong, Colorful Cartons with complete easy 

succeeds his father as president of the VALUE reading content identification 

John Oster Manufacturing Company Customer Demand stimulated 

John Oster, Sr., has been elected chair PLUS with abundant promotion that 

man of the board VALUE includes advertisements like 
Robert Oster is executive vice presi oo 

dent and treasurer. Gilbert E. Brach is 

secretary. These changes in top man 

agement positions were made at the 

recent annual meeting of the com 

pany’s board of directors 


Fan Manufacturers 
Elect New Officers 
ABSECON, N. J.—The National 


Association of Fan Manufacturers 





WE FURNISH 
THE CHERRIES 


THE FINISHING TOUCH FOR A 
FINE BUILDING IS THE LIGHTING 


WE MAKE OVER 200 
BEAUTIFUL LANTERNS 


MODERN © COLONIAL © GOTHIC nti vps 


These are all fine pieces made of cast iron, products. 


Pate | 
bronze or aluminum to outlast the building ead easily: * nf sen 
>s spre oint ° th 
es eee crack at P ik 


INTERIOR AND EXTERIOR on 
SMALL OR LARGE FOR 9 gan, ee 
CUSTOM HOMES van agin 
CHURCHES ae vce PRINES 

PUBLIC BLDGS. anete 
FACTORIES on the full THE Best 


line write 


SEND FOR for catalog. 
OUR 
¥ CATALOG = 


ESTAB. hee 


us 
concrete 
An¢ hors 


w aways T 


cRAFTSME 


Name 


THE HERWIG CO. = ay 
1759 SEDGWICK STREET pwr 
CHICAGO 14, ILL. 


ress 








THE PAINE COMPANY, 3 Westgate Road, Addison, Illinois 
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“What Is It?” 


ae 


“What kind of 


is this, anyway! 
“We took this 
time ago, stuck 
and now we wa 
“But is it hes 
the load?” 


ankety-blank wire 


bil off a job some 
in the store room, 
to use it again. 


enough to carry 


“Send it down to Engineering 
to have somebody figure the wire 
gauge, somebody says. 


“Great. Gotta be miked. 
Gotta look up the current- 
carrying capacity ina 
handbook. Gotta get it 
delivered back to me. Very 
practic al suggestion... 


“And then, what kind of 
jacket has it got? 


“I suppose now some- 
body is going to tell me 
to send it out toa chem- 
ical laboratory to get it 
analyzed. 


“Not me. I'm going to 


sit right down and 
write... 


| of The Green 





Inc., has elected the following officers 
for the J. M. Birken- 
stock, president; R. A. Wasson, vice 


ensuing year 


president; and L. O. Monroe, secretary- 


| treasurer 


Mr. Birkenstock is general manager 
Fuel 
Inc. Mr. Wasson is vice president and 


Economizer Co., 


| yeneral manager of the Clarage Fan 


Company 


A. B. Platt Represents 
The Trade In Scranton 
SCRANTON, PA—A 


vice president of the Scranton Electric 
Construction Company, — has 
elected to the board of directors of the 
Commerce to 


Scranton Chamber of 


represent the wholesale trade 


Capehart Names Krug 
NEWARK, N. J 


tors, 69 Elizabeth Ave., this city, has 


Krug Distribu 


been appointed distributor of TV and 
radio by The Capehart-Farnsworth 
Corp., Fort Wayne, Ind. The area serv- 
iced by Krug will take in the twelve 
counties in northern New Jersey 


National Display Contest 
Expects 50,000 Entries 
NEW YORK, N. Y 
display contest sponsored by the Elec- 
the Na- 
Manufacturers Assn., 


The national 


tric Housewares section of 
tional Electrical 
is expected to draw 50,000 dealer par 
ticipants ; 

Stanley G. Fisher, chairman Electric 
Housewares Section, NEMA, says that 
the section is gratified to have encries 
The number also 


start early this year 


| is expected to be greater than in any 


previous year 
Mr. Fisher is sales manager, electric 
housewares division, Landers, Frary & 


Clark 


STANLEY G. FISHER (left) points out 
some early entries in the national! dis 
play contest as Samuel Fingrutd, presi 
dent, Everybody's Supply Co., Philadel 
phia, Pa., looks on. Mr. Fingrutd is 


Blair Plate, | 


been | 





} 
| 





chairman of the Electric Housewares 
Section of the N.A.E.D 


The tough 60% by weight 
Neoprene protecting jacket on all 


portable cords and cables is 


BRANDED with 


THE NAME—BRONCO 60 
NEOPRENE CERTIFIED... 


THE TYPE-—SO, W, G, or 


NUMBER OF CONDUC- 
TORS—1, 2,3,4,5,6,7,8... 


THE SIZE—18, 16,14, 12,10,8, 
6,4, 2,1, 1/0, 2/0, 3/0, or 4/0 


VOLTAGE—300V,600V , etc. 


P116BM—approved number 
of the U.S. and Pennsylvania 
Bureau of Mines. 


SELF-MEASURING! 
The branding is repeated 
every two feet. Want 20 
feet of cable? Count 10 
BRONCO’s and cut. 


Furthermore, we brand 
BRONCO cords because 
we are proud of the way 
they perform. Years from 
now we want you to be 
able to identify the cord 
or cable that has de- 
livered such outstanding 
continuous service. 


WESTERN INSULATED WIRE CO. 


LOS ANGELES 58, CALIFORNIA 
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OPLE IN THE NEWS 


Alfred A. Snowball is vice presi- 
dent in charge of sales, Pittsburgh 
Standard Conduit Co., Etna, Pa. James 
M. Young is vice president in charge 
William Kretzer is 
vice president in charge of the com 


of production 


pany’s Pittsburgh pipe coil and bend 
ing division. R. R. Ruthrauff is plant 
manager of the Etna Works and James 
D. Logan is plant manager of the new 
plant at Morrisville, Pa 


William F. Edwards is vice presi- 
dent in charge of sales, Shavex Co., 
Los Angeles, Calif. 


T. P. Jones, Philadelphia branch 
manager, announces the appointment 
of six new area managers for the West 
inghouse Electric Corp. They are F. D. 
Brown, C. F. Duffield, J. A. Graves, 
M. O. Herbster, C. H. Rice and 
H. M. Towhey. 


W. Walter Watts has been elected 
vice president in charge of technical 
products, Radio Corporation of Amer 
ica. T. A. Smith was 
president of engineering products de 
partment 


named vice 


Ronald R. Menti is assistant to 
H. Gordon Smith, executive vicc 
president, United States Rubber Co 


Harding L. Taylor has been ap 
pointed Southwest district manager of 
Orangeburg Manufacturing Co., Inc., 
Orangeburg, N. Y. He replaces Harry 
N. Dietz. 


T. R. Mathews is assistant general 
sales manager of the television and 
radio division at Raytheon Manufac 
turing Company's Chicago headquar 
ters. 


John R. Smith, Jr., will assist Mel 
Adler, 


Transformer Corp., Chicago, in his po 


president of the Precision 


sition as sales manager 


Meyer Loebelson, general sales and 
advertising manager of Lightolier, Inc., 
since 1949, has been appointed vice 
president and a member of the board 
of directors 


Frank Thompson iS manager of 
the north Texas territory, Cory Corp 
His headquarters are in Dallas 


A. Cameron Duncan, is manager 
ot the 
home instrument dept., RCA Victor 


of merchandise operations 
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SECONDARY RACKS & SPOOLS 


al 


HOUSE BRACKETS 


=f 3-O 


TELEPHONE INSULATORS 


| —— >| 
ke. yy 
ew 

~~ 


KNOBS, TUBES, CLEATS, FENCE INSULATORS 


OUTLET BOXES, SURFOLETS 


Porcelain Products, tac. 


FINDLAY, OHIO 








No. 253 Entrance Head 
fits cable sizes 10/3 
to 6/3 $.E.C 


SERVICE ENTRANCE 
HEAD 


THIS is the slickest fitting yet devised for 
economy use in entrance cable wiring. 
It's quick — slotted top cover lifts off by 
merely loosening one screw. It's rugged 
— made of non-rusting cast aluminum 
with bakelite insulators. Finished, too — 
with two screw clamps to secure cable in 
neat, dependable installation. Here is 
quality priced to today's market. Write 
for full details. 


Non-Watertight Connectors — Ground Clamps — Service Entrance 
Kits — Service Entrance Caps, Straps and Sill Plates — 8X and 
Romex Connectors 


lium “Geta tings, 


VL The M. & W. ELECTRIC MFG. CO., Inc. 


EAST PALESTINE, OHIO 


6 SIZES 
"14-1000 MCM 


COPPER TUBE AND PRODUCTS, INC. 


5746 MARIEMONT AVE. © CINCINNATI 27, OHIO 


WwW. W. “SONNY” KINGSBURY, has 
joined The Briegel Method Tool Co., as 
ales manager. He will head the new 
program, which takes effect on August 

t, whereby all sales will be direct to 
wholesalers through a newly appointed 
group of manufacturers’ agents. He will 
make hi headquarters at 201 North 
Wells St., Chicago. T. W. Briegel, presi- 


dent, made the announcement 





division, Radio Corporation of Amer- 
ica. Joseph J. Kearney is renewal 
sales manager for RCA radio batteries 


Norman W. Foy is vice president 
in charge of sales of Republic Steel 
Corp. He succeeds J. M. Schlendorf 


who retired July 1 


Douglas Lapham, manager of clock 
sales, Sessions Clock Co., has announced 


PORTABLE 
POWER 


wie = KA * aa 


\KATOLIGH 


for use anywhere! 


Meets the growing demand for portable 
power to operate time-saving A. C 
tlectrical equipment such as saws 
tools, heaters and tights. Nationally 
advertised. precision made, priced low 
Also KATOLIGHT Power Plants from 
350 watts to 42 KVA. D. C. Models 
500 W. to 15 K.W., for continuous or 
standby service. Generating equipment 
to 300 


WRITE FOR 
DETAILS 


KATOLIGHT -orroranon 
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the appointment of four new sales rep 


resentatives. They are: James E. West- 
rich, Jr., represents the company in j A C 
the Southwest with headquarters in 


Dallas, Tex.; James E. Ravenel takes | R € F L & C T re ] R s 
over the Southeast territory with head- | ° : P 

. roblems 
quarters in Atlanta, Ga; John W. Solve Lighting 


Vochko, Jr., represents Sessions in the for Industrial Plants 


Pittsburgh-Cleveland territory; and 
Fred John Ritzer represents the com 
pany in the New York metropolitan 


area. You have the solution to every industrial light 
ing problem with the JACKSON line of Industrial 
Reflectors. Quality and Prompt Service make 
: every installation pay . . . a reliable and profit 
of merchandise manager, Thermador able line for the Wholesaler! 
Electrical Manufacturing Co., Inc., 
Los Angeles, Calif Manufacturers of 
Reflectors @ Yardlights 
Robert R. Wine is laundry equip Vaporproof Units 
ment sales training supervisor for the Weatherproof Sockets 
Westinghouse Electric appliance divi 


James P. McMahon has been ap 
pointed to the newly created position 





Sold only thru 
Distributors SEND 
FOR : 
Wray A. Huckins is regional rep CATALOG / 
resentative for Hamilton Beach Co., . r 
division of the Scovill Manufacturing on o 


sion with headquarters in Cincinnati 
Ohio 


‘ 
‘ 
‘ 


-——-— 


Co., in southern Texas. His head 


8 are JACKSON ELECTRICAL COMPANY 


Max Noble has rejoined Cory Cor 900-910 W. VAN BUREN STREET CHICAGO 7, ILLINOIS 
poration in an executive sales promo- 
tion Capacity 








Wf, Y-eER Eas | Confusion 





(/ 


t ff 
KY , 

\ aa | here... 
Only Y-ER EAS has all these features 


© Creamy, non-corrosive lu 
Write for bricant. Never greasy or 
descriptive messy. 
booklet © Prevents sticking or set 
ting. Specially helpful on steps, paging and signaling clearly 
saddles and turns. and faithfully, day-after-day, 
Does not run back on year-after-year. 
cables. 
Never harmful to hands 
or clothing. 
Permanently non-harmful 
to cables or conduif. 


> 


There’s order in this plant—and in the 
many, many other factories and offices 
equipped with Faraday signals and 

systems. They stop confusion and save 


For generations, Faraday engineers 
have designed bells, buzzers, 
horns, chimes and complete systems 
to meet an endless variety of 
signaling needs and sound level 
requirements, 





WRITE FOR DESCRIPTIVE LITERATURE 





HOLTZER-CABOT FARADAY STANLEY & PATTERSON 


Improved Y-ER EAS tested and approved by the 
Underwriters’ Laboratories, Inc 


AT ALL LEADING ELECTRICAL SUPPLY HOUSES 


= )/epeerea,comrount cb SPERT | FARADAY NC. ADRIAN, MICH. 


3810 W. 150th St., Cleveland 11, Onic J BELLS - BUZZERS - HORNS - CHIMES - VISUAL AND AUDIBLE PAGING DEVICES AND SYSTEMS 


CONSOLIDATED BY 
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ts new! Ite great! 


COMING SOON... 
A NEW PARAGON 


Memory Master 
Time Switch 


HEADED STRAIGHT FOR 
THE PROFIT BULLSEYE 


Fer ATURE for feature, the great, new Paragon 3000 series time 
switches are the most advanced time controls ever offered 
anywhere. And best of all... they'll sell at the same low price 

as the job-proved 300 series. 
Wait! Don’t buy any “on” or “off” time switches until you see 
the big announcement in the September issue of this magazine. 


PARAGON ELECTRIC COMPANY 


1630 12th STREET TWO RIVERS, WISCONSIN 





THE SWITCH THAT REMEMBERS AND LETS YOU FORGET 





WEATHERPROOF LAMPHOLDERS 
AVAILABLE FROM STOCK 


SEND FOR 
BULLETIN G 
FOR COMPLETE 
DESCRIPTION OF 
THESE UNITS AND 
OTHER ACCESSORIES 


CAT. NO. 801 
CAST ALUMINUM BODY CAT. NO. soit 
AND ARM. FURNISHED 


WITH SLIP 
FITTER FOR CAT. NO. 807 
2” POLE JUNCTION BOX 
MOUNTING FOR MULTI MOUNT 
UP TO 5 UNITS 


WITH AF WIRE LEADS. 


CAT. NO. 803 
HOLDER FOR 
COLORED LENS 


ELECTRIC MEG. INC. 


4223 W. LAKE ST. CHICAGO 24 











MANUFACTURERS APPOINT 
SALES REPRESENTATIVES 


Ledlin Lighting, Inc., New York 
City, has appointed The Annex, Inc., 
1224 Spring St. N.W., Atlanta, Ga., 
as its representatives in the following 
North Carolina, South Carolina, 
Georgia, Alabama, Tennessee, Florida 
and Virginia, excluding Arlington and 
Fairfax counties 


states 


Columbia Cable & Electric Corp., 
Brooklyn, N. Y., has appointed the 
following sales representatives: Chas. 
K. Ramond Co., 1021 Carondelet 
Bldg., New Orleans, La.; Stout Elec- 
trical Sales Co., 338 W. Fourth St, 
Cincinnati, Ohio; Tom Hodges & Co., 
120 S. Cheyenne, Tulsa, Okla., and 
201 Merchandise Mart, Kansas City, 
Mo 


The Conduit Pipe Products Co., 
Columbus, Ohio, has appointed as 
stocking representatives for the San 
Francisco area, Eckert-Lloyd Co. Ware- 
house stock will be maintained at 144 


Townsend St. 


Feedrail Corp., New York City, has 
appointed Elmer W. Rasmussen repre- 
sentative for the state of Florida, east 
and Wakulla 
counties. He succeeds F. C. Picker 
who has retired. New offices are 
located at the Court Square Building, 
606 Court St., Clearwater, Fla. 


of and including Leon 


Plymouth Rubber Co., Inc., Canton, 
Mass., has appointed Shumway-Fresen 
Company as exclusive representative 
of its line of friction, rubber and plas- 
tic tapes in the Chicago and Milwau- 
kee area. 





A credit service — national in scope — 
specializing in the Electrical Industry 


ELECTRICAL ceeoir'sureau. inc. 
205 W. Wacker Drive, Chicago 6, Illinois 
ANdover 3-3080 
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OBITUARIES | MASSEY still making the 


John L. Owen 7 “old reliable’ BAKELITE 
Beg ert terol ge HEAVY WALL PLATES 


Latham & Company, New York City 


distributors, died on May 27th in @ The demand is big . . . and 

Nainhel . 75 - always will be. Your greatest 

Plainfield, N. J. He was years of age profit potentiat le in suppty- 
Mr. Owen started working at the ing MASSEY. 


age of 12 as a slate picker in a coal Advantages Galore 


More of this wall plate design 


breaker for the Lehigh & Wilkes-Barre is in use than any other styl 


Coal Co. Through these early years he Always uniform 

: Match up is easier 
One complete line trom 
one source. 
Catalog, styles, numbers, 
etc., remain the same 
Up to 25% heavier 
Lower in cost 
Comply with Federal W-R- 
1S5la and REA specitica- 
tions. 


Send for catalog and prices today 


ingle and 

moors | A. H. MASSEY, Inc. 
Wall Plates 300 LONGBROOK AVE. 
managed to attend night school, and in and een STRATFORD, CONN. 

time became bookkeeper for a station wiring Dev! 

ery company. In 1899 Mr. Owen went 

to work as a bookkeeper for the E. B 

Latham & Co., then located at 136 


John L. Owen 


Established since 1936 


ae 


MINERALLACT BETTER SEEING TOOLS FOR INDUSTRY 
“PULL-IN” A Light the Vital 


Seeing Zone 
Pp on Machine Tools, Inspection 
and Assembly Benches 
No. 100 


> 


MODEL 3267-H-174 
® at LISTED E Overall length 32%". 
oa! e 
sectsim and Three instantly adjust- 
CoOmPOoUN? APPROVED Directs Light able joints. Flat oblong 
Envetly where Maeda f base for machine screw 
by as Easily as Pointing 
UNDERWRITERS Your Finger $6 12 EACH in pkg. of 6 
LABORATORIES - Single Units $7.65 ea. 
5 @ Rugged Construction withstands vibration and rough 
Li handling 
For Rubber, Synthetic, Plastic @ Instantly Adjustable with fic xible ball and socket joints 
d Wi C bi Baked Enamel Finish Exterior, Smooth Gray— Reflector 
or Lead-Covere res or Lables Interior, high temperature White 
Approved by Underwriters Laboratories Reflector accommodates 100 watt or any A-19 or A-21 


for lubricating wires and cables to facil- medium screw base lamp 

itate pulling them into conduits. Not in- Wired Complete with switch socket and 8 ft oil resistant 

jurious to wire or oo stngoteg = cord and moulded plug 

objectionable odors. ite in color. Wi 

a drip or run. Conveniently packed in ' WRITE FOR COMPLETE CATALOG of 

pint, 2 gal., gal. and 5 gal. cans. Avail- Localite models with various type 

able through your electrical jobber. re rs ‘ we arms and bases for every 
industrial use 


MINERALLAC ELECTRIC COMPANY THE FOSTORIA PRESSED 
25 North Peoria Street, Chicago 7, Illinois STEEL CORPORATION 


MINERALLAC @MEnmrET ee 
localites are available through electrical 


wholesalers everywhere 


mounting. 


Seg U 5 Par OF 
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Abitibomnt 
SPACIN-DOR 


MEDICINE CABINETS 


@ EXTRA CAPACITY 
@ NO EXTRA COST 


DOUBLE CAPACITY of ORDINARY CABINETS 


Available in both Fluorescent 


Lighted and Unlighted 


ALL CHROME Cabinet Front, 
GLASS MIRROR Beveled and Engraved 


LIGHTED Models Underwriter Approved . . . 
Ready for installation complete with lamps. 


Expansion requires representation in some territories. 


WRITE THE 


OHIO WINDOW GLASS CO. 


4045 ST. CLAIR AVE. . CLEVELAND 14, OHIO 








% 3.3.67 2 


SERVE 
YOUR 
CUSTOMERS 
BETTER 





Sold Exclusively through 
Electrical Wholesalers 


Oe WADSWORT Hebe CTRICMEGE INC. 
W Covington, Kentucky Wy 


Liberty St., New York 

In 1902 when the company was in- 
corporated, Mr. Owen was elected 
treasurer and a few years later added 
the title of general manager. He was 
elected president of the Electrical Job- 
bers Club of New York in 1920 and 
served six years on the executive com- 
mittee of the National Electrical 
Wholesalers Association, now the 
N.A.E.D 

Mr. Owen is survived by his wife, 
Mrs Clara Owen: a son, John, of 
Cleveland, and a daughter, Mrs. Ken 
neth Gellner, of Plainfield, N. J 


William H. Hansen 

William H. Hansen, assistant secre 
tary and assistant treasurer, Landers, 
Frary & Clark, died unexpectedly on 
May 6th 

Mr. Hansen was born in Hartford, 
Conn., and lived in New Britain for 
the past 18 years. He joined the com- 
pany as an auditor in 1919. At the time 
of his death, Mr. Hansen was director 
of sales budgets, assistant secretary and 


assistant treasurer 


G. W. Mapother 

George W. Mapother, New England 
representative for the Murray Manu 
facturing Corp. Brooklyn, N. Y., 
died after a long illness on June 8th 


Lee Williams 


Lee Williams, vice president ana 
general manager of the RCA Victor 
Distributing Corp., Kansas City, Mo., 
died on May 4th after an illness of five 
months. He was 59 vears old 

Mr. Wiliams, prior to moving w 
Kansas City from Newark, N. J., in 
1939, was distributing manager of the 
General Electric Supply Company, 
Bridgeport, Conn., and Newark. He 
was a member of the Electric Associa 
tion of Kansas City 


‘| FLUX 


for 
SODERING 


BRAZING 
WELDING 


L. B. ALLEN CO., INC. 


6701 Bryn Mawr Ave. 
Chicago 31, U. S$. A. 
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These CLIFTON i, 
Products are in 
STRONG DEMAND... 


LONG SUPPLY 


Clifton Armored Cable 


"Cliftx" Non-metallic 
Sheathed Cable 


Clifton Flexible 
Steel Conduit 


The reputation for outstanding 
quality which CLIFTON products 
have long enjoyed among elec- 
trical contractors assures an ac- 
tive and continuing demand— 
and the supply of these CLIiF- 
TON wiring products is ample 
enough to permit us to guaran- 
tee immediate shipment of all 
orders. 


OTHER CLIFTON PRODUCTS in- 
clude CLIFTON E.M.T., Rigid 
Conduit, and Pierceway Plastic 
Duct Wiring Systems. 


WE MAKE NO BONES 


day drew 





ABOUT IT... 





ARE THE BEST 
IN THEIR FIELD 


CLIFTON 


CONDUIT CO., Inc. 


General Offices 


75 Montgomery St 
Jersey City 2, WN. J. 


Factory: Baltimore, Md. 
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ASSOCIATION NEWS 


CHICAGO—The Electric Association 
is cooperating with the Metropolitan 
Home Builders Association in staging 
the 1954 Modern Living Exposition to 
be held at Navy Pier, April 3-11, 
Merle J. Lucas of the Common 

Edison Co. is chairman. The 
250.000 paid 


1954 
wealth 
drew over 


1953 show 


admissions 


KANSAS CITY, MO.—The second 
annual Electrical Buyers Guide, pub 
lished by The Electric Association of 
Kansas City, has been mailed to pros- 
pective buyers of electrical products 
Missouri and 
iSO. different 


throughout western 

eastern Kansas. Over 
brand names of all types of electrical 
products are included under 122 cate 
Where To Buy It 


132 


gories listed in the 
The 


pages of product listings and is de 


section guide consists of 
signed to show buyers throughout the 


trade territory what is available 


OMAHA — The Nebraska 


Iowa Electrical Council's golf and field 


annual 


a record crowd. This year’s 
affair was held at the Omaha Field 
Club Dave Larson was 


master of ceremonies 


President 


PHILADELPHIA — The Electrical 
Progress Show will be held at Con 
vention Hall, October 13, 14 and 15 
Sponsors are the manufacturers divi 
sion of The Electrical Association of 
Philadelphia. C. B. Maris, chairman of 


the show committee, states that nearly 


all the 200 booths have been reserved 
Other members of the committee are 
J. B. Derr, Curtis J. Yamas, James T 
Heagarty, William C. Welde, Sr., J. R 
Squires, Sheldon Johnson, D. A 
Wildauer, H. Russell Jeffery 
Howard J. Martin 


and 
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1455 SPRING GARDEN AVE., 
PITTSBURGH 12, PA. 





—*- £224 854 2 £62822 3 + 2 22 
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IMMEDIATE 
DELIVERY 


Eyuipto 
lron-Grip Steel Shelving 


Exclusive stud eliminates nuts, 
bolts, or tools... speeds 
shelf assembly 
@ Each shelving unit is complete in 
itself fits with all other units 
@ New units may be added later 

rearrangements made anytime 


All shelves are instantly adjust- 
able with studs on 1)" centers 
There are no nuts. no bolts, no 
ungainly clips 

Unlimited arrangement of units, 
shelves, and dividers, Custom tat 
Equipto stock units to 
your exact storage needs 


ior these 


available in all sizes 
sed, with or 
bin fronts, 


Units are 
either open or « 
without divider and 
drawers 


WRITI 
CATALOG OI 


A slope in the keyhole 
ons with the 
the stud to 
tightest and 
f grips. An exclusive 
EQUIPTO design 

Equipto 
through 
wholesaler 
direct 


FODAY FOR FREE 
COMPLETE LINE 


S 


taper on 
form the 
strongest 


sells only 
you, the 
never 


Division of Aurora Equipment Co 
695 Prairie Avenue, Aurora, Illinois 
Manufacturers of 


stee! shelving ports bins drawer units 


159 





the MANY PLACES 
you can MAKE MONEY 


ww» WILSTER 2ticees “ 


Ye WILSTER Automatic Air Circulators will solve 
many problems for hundreds of dollars that would cost thou 
sands by other methods. This patented item creates healthier 
working conditions this results in greater production and 
reduces absentecism. Is used everywhere, offices, factories 
stores, taverns and many other places 
It is fastened to the ceiling out of the way and circu 
lates air WITHOUT DRAFT. Papers and other materials are 
not blown about. Many hot spots and areas that lack venti- 
lation can be made comfortable. Production line workers are 
cooled and production increased. In winter the same circu- 
lators diffuse the air automatically—circulate the warm air 
at the ceiling and the cold air at the floor level. This pro 
vides uniform temperature and REDUCES FUEL COSTS UP 
TO 20% 

WILSTER Automatic Air Circulators are very effective in 
diffusing air from unit heaters. They are badly needed in 
thousands of places. Here is a YEAR ROUND money maker 
cools air in warm weather for comfort. Circulates air in cold 
weather for comfort and lower fuel bills 


Mtg. Representatives Write for Details 
We have good territory open for well 
established representatives calling on Ww | L S T E R ' l N Cc . 


an aeeenenens 1323 E. 152nd St., E. Cleveland 12, Ohio 











ELECT OUR 


World-wide recognition for 


QUALITY FITTINGS this outstanding line of 


electric soldering irons — 
HEXACON 
#901 — F oS 


ly Non Metallic ~ specified by the big names 
Connector for the TOUGH JOBS! 


WESTERN ELECTRIC, BENDIX, 
MINNEAPOLIS HONEYWELL 
RADIO CORP. OF AMERICA, 
#523 STROMBERG CARLSON, SPERRY, 
WESTINGHOUSE, EMERSON, 
Entrance KAISER, etc. 


PLUG OR SCREW TIPS 40 to 700 Watts 
V4" 10 1¥,” Tip Dia. 

Follow the leaders and you'll 

specify HEXACONI They'll effi. 

ciently solve your soldering 

problems. Write for literature. 


Here’s the famous HATCHET 
TYPE 


These irons feature better balance 
for reduced operator fatigue. Effi- 
ciency 1s stepped up, and quality 
of work is improved. The ideal 


ATLANTIC CONDUIT ff ren for accessible and tates 


FITTINGS CO. 
BOSTON, MASS. HEXACON ELECTRIC CO. 
ep CLAY AVE., ROSELLE PARK. N 








MORE FACTS 
ON PRODUCTS 


Control Centers—Specifications and 
enclosure sizes are given in a new 
booklet. Also discussed are the advan 
tages of centralized control in a plant 
and exclusive features of the control 
centers. Photographic examples are 
also given. The booklet is issued by 
the Federal Electric Products Co 


Newark 5, N. J 


Sales Facts—A 16-page “Sales Facts 
booklet describes features of air condi- 
tioners in an at-a-glance form. Listed 
are technical specifications of all mod 
els, operating features and 12 different 
dial settings for degrees of cooling, 
dehumidifying, ventilating and circu 
lating. The booklet is published by the 
Admiral Corp., Chicago 47, III 


Residential Lighting — “Decorative 
Lighting for the Home,” is the title of 
a 72-page catalog. It is illustrated in 
full color and lists the latest trends and 
most current styles of lighting for all 
rooms in the house. Included among 
the styles represented are modern, early 
American, imported crystal and crys 
tal trim chandeliers and rustic light 
ing. Published by Halcolite Co., Inc 


Brooklyn 32, N. Y 


Industrial Belting—Each of three 
divisions of a 48-page manual coe 
tains a general information section 
covering transmission, conveyor and 
elevator beltings. The booklet is of 
fered by the Boston Woven Hose & 
Rubber Co., P. O. Box 1071, Boston 
3, Mass 


Light Bulb Changer—Light bulbs 


ranging in size from 15 to 1,500 watts 





WANTED 


Manufacturers Representatives 
FOR 


FEEDRAIL* 


TROLLEY BUSWAY 

ELECTRIFICATION SYSTEMS 

SOUTH OHIO PREFERRED HEAD- 
QUARTERS IN CINCINNATI 

KENTUCKY PREFERRED HEAD- 
QUARTERS IN LOUISVILLE 
Write, in confidence, of those quali 
fications which you feel fit you to 
represent these “customer preferred” 
protected movable electric power dis- 
tribution systems, to M. JOHNSEN, 


Feedrail Corporation, 125 Barclay 
Street, New York 7, N. 
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All over the country 
el-fejell= 
want 
galelac 


outlets! 


Plugmold 2000 


multi-outlet system is the 


best answer to 
this tremendous 


demand! 


| Battery 
rated at 











Home-buyers — and present 
owners — are insisting on more 
outlets! Factories everywhere 
want more power outlets right at 
work benches. Offices, hospitals, 
schools need more outlets. 


This nationwide demand is a 
multi-billion dollar market—even 
when cut down to size in your 
own town, it is tremendous! And 
it’s there . . . right now. 


Plugmold 2000 is the fastest, 
easiest, cheapest way you can 
provide multiple convenience out- 
lets. If you aren’t working with 
Plugmold now, write today for 
full information. Better yet—order 
the 20-foot Introductory Package 
from your distributor. 


PLUGMOLD is guaronteed, like all Wiremold 
products. You'll find this firm guarantee 
on page 7 of Wiremold’s Catalog No. 19. 


paca Vey mB) 


Makers of 


PLUGMOLD— multi-outlet systems 
WIREMOLD— electrical raceways 
PANCAKE - 


THE WIREMOLD COMPANY 
HARTFORD 10, CONN. 
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overfloor raceways 


Soldering Irons 


located some distance trom the 
may be taken care of with a new lis 


bulb changer 


Hoot 


Lightweight aluminum 


poles, of any desired length, may be 


obtained. J. B. Sebrell Corp 
Los Angeles St., Los Angeles | 


Incandescent Fixture 


mounted incandescent lighting fixtu 


will accommodate a 200 or 


standard incandescent lamp. | 


control of fixture ts 


the use of diffusing Alba glass si 
panels and a 12 in. by 12 in 
bottom panel 


N. Y 


the 
Brooklyn 1] 


lens in 
Lighting 


Rust-Cutting Oil—A rust-cutting 


sprayed from an 


acrosol 


] 
loosen corroded nuts bolts 


call 


ind stu 


400 Sour 


Ceiling 


re 


aftected througl 
de 


OU) wart 


« nt 


Pyrex 


Gruber 


helps 


1 
iS 


The product is designed primarily tor 


electrical linesmen. It is packed in 


six ounce can. James R 


Corp., 4236 Clayton Ave., St 


10, Mo 


Portable radi B batt 


volts. It measures 61 


high, 17g in. wide and 1! 


RCA Victor div., 
of America, Camden, N. |] 


Fasteners Complete new lin 


available for round, re 
] 


Shaped studs 


Cleveland 


fasteners arc 


tangular or “D 


man Products, Inc Oh 


Flashlight Battery 
flashlight battery has longer service 
shelf life” making 
unnecessary Jacket 1s 
National Carbon Co 


N. ¥ 


and long 


coated 


York 17 


Industt ial solde I 


iron booklet uses phot s, d 


tables to describe construction 


inl deep 


Kearne \ 


in 


ot 


( 


chart describes the purpose of flux ai 


Established * 


MIDWEST 
COVERAGE 


For Manufacturers of Electrical Products 
Four Salesmen 
8000 Sq. Ft. Ground Floor Warehouse 


Truck-load Dock Facilities 


nt ELECTRIC 
SALES, INC. 


2323 W. 18TH STREET 
CHICAGO 8. ILL 


| Mine! 


Gencral purpose 
life 
datins 
vinyl-plastic 


Ne Ww 


lagvrams ana 
ipphi 


cation, ratings and prices. A full page 


Radio C rporation 


ny 
i 


/ 


id 


Only 


PLUGMOLD 2000 
gives you SWITCHED 
and HOT OUTLETS 


in the 
SAME Receptacle! 


WinGMoLD’s exclusive 

SNAPICOIL eliminates 

multiple connections 
between short lengths - 
receptacles are pre-wired 
in 50 foot coils. 


The Snapicoil 3-wire duplex 
receptacles of the new Plugmold 
2000 multi-outlet’ system have 
one side switched and one side 
“hot” —this exclusive Plugmold 
feature means extra convenience 
offices . . - 


in homes, stores, 


everywhere. 


4 
4 


The same size Plugmold 
2000 raceway also accepts Snapi- 
coil 2-wire duplex all “hot” or 
NEMA 2-wire grounded recep- 
tacles. Only one size raceway is 
needed on the job! 


4 - Beate wel 
‘ me °- price Rene 
Plugmold 2000 is easier, 


faster and cheaper to install! 


Write today for the new, 
free Plugmold 2000 book! 


PLUGMOLD 2000 


a o3 
WIREMOLD’S Zee 


multi-outlet system 





THE WIREMOLD COMPANY 
Hartford 10, Connecticut 








DM RM 


WEY, 


: Stock the All-New 


SWITCH-KING. 


FINEST RESIDENTIAL SWITCH IN ITS CLASS 
> 


o 
* 
° 


THESE SPECIAL FEATURES 
CUT INSTALLATION COST 
. . « ASSURE MAXIMUM SERVICE 


1. Rigid Copper- 
Plated Mounting 
Strap. 


2. Extra Heavy 
Duty Housing. 


3. Deep Wire-Re- 
taining-Walis to 
Secure Conduc- 
tors. 


4. Heavy 8-32 
Binding Head 
Terminal 
Screws, Backed 
Out For Quick- 
er Wiring. 


5. Positive ) 
More Rugged 
Mechanism. 


At last,a top 
quality resi- 
dential switch 
for your vol- 
ume market! 


Rae: | 
Switch-King . . . result of two years 
engineering is designed to give 
maximum service while cutting in- 
stallation time. The Switch-King Line 
combines heavy duty housing and 
a sturdy, positive switch mechanism 
insuring long usage and fool proof 


operation. 


Underuriters Sold Only Thru Leading 
Laboratory Listed Electrical and Hardware 
C.S.A. Approved Wholesalers. 


FOR A FREE SAMPLE AND FURTHER INFOR- 
MATION WRITE US ON YOUR LETTERHEAD. 


Cable Electric Products, Inc. 


234 DABOLL So. &:E F 
PROVIDE MCR BR. t. 





which flux is suited to the base mate 
rial or applied finish. Copies may be 
had from General Electric Co., Sche- 


nectady 5, N. Y 


Garden Lighting—Garden and resi- 
dential lighting 


are described in a new catalog 


outdoor play area 
units 
issued by Steber Mfg. Co., 
Ill 


Broadview, 


Fans—Attic and ventilating fans are 
New 


window fans plus a 


described in a 2-color catalog 
16 in. and 30 in 
line of horizontal and vertical attic and 
industrial fans are included. The H. ¢ 
Biglin Co., 177 Harris St. N.W., At- 


lanta, Ga 


Picture Tube Data—Eighth edition 
of the tube data chart lists 
specifications for more than 150 tubes 


pic ture 


of all manufacturers. Chart also incor 
porates all newly manufactured 21, 24 
and 27 inch tubes registered with the 
RTMA at the time of printing. It is 
published by the cathode-ray tube di 
vision of Allen B. Du Mont Labora 


tories, Inc 


Lighting Fixtures—Various types of 
modern lighting fixtures are described 
in a 39-page booklet issued by the 
Spear Lighting Fixture Mtg. Co., 61 
Clymer St., Brooklyn 11, N. Y. 


Putty, Tape—How to use insulation 


and plastic electrical tape is 


a pocket-size folder for 


putty 
covered in 
electricians and electrical contractors 
It is available on request from Minne- 
sota Mining and Manvfacturing Co., 
St. Paul, Minn 


Home Wiring—Architects and build- 


ers will find useful information in 
planning the wiring and lighting for 
both old and new homes. Six how-to- 
plan-home-wiring articles are by an 


expert in his particular field. The se- 











MANUFACTURERS’ REPRESENTATIVE 
WANTED 


Chicago manufacturer of the new Slide-O- 
Nette Sliding door bathroom medicine cabi 
net requires representation in various terri- 
tories nationally to the electrical supply and 
fixture jobber and other building specialty 
outlets. Attractive Commission. Please state 
length of service in territory, territory cov 
ered and other major lines handled 


PREMIER-HALL MFG. CO. 
3955 W. Fullerton Ave., 
Chicago 47, Illinois 








GLUTTONS ¢o- 
PUNISHMENT 





and CORD SETS 


MADE BY 
ENGINEERS 
FOR 
ENGINEERS 


* QUALITY-controlled wires 
that you KNOW will stand the gaff — on smart 
spools, in convenient lengths for fost over-the 
counter action. * Also Neoprene-jacketed cords 
(types SVO, SJO and SO) for valiant resistance 
to oil, heat and light. © U-L approved 
Cord Sets for every conceivable purpose 
foes of CORDelirium 


CORNISH WIRE COMPANY, wwe 
50 Church Street, New York 7, N. Y. 





SPERO ‘Guaranteed 


PORCELAIN ENAMEL 
REFLECTORS 


*Guaranteed equal to any 
standard specification 


200 LINE OB LINE 





500 LINE 


—, — 
-.& 


YARD LITES 











SPERO also makes: 
[mitele) + /ilcl )t me Mes Ve) miici imi). a8 
@ INSULATORS @ SWITCH PLATES 


tHE SPERO 


ELECTRIC CORPORATION 


CLEVELAND , OHIO 
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_— make it a 
QUALITY job with 


UNIVERSAL 


PORCELAIN 
INSULATORS 


® Whatever your insulator needs, 
there's a Universal Porcelain Insula- 
tor to make every job a quality job. 


=< UNIVERSAL 


CLAY PRODUCTS CO. 


1549 EAST FIRST ST. 
SANDUSKY, OHIO 
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ries Covers: potential in electrical liv 
ing; service entrances and branch cir 
cuits—design and installation; outlets 
and switches—design and principles 
governing location—built-in lighting; 
modernization with wiring; and a look 
into the future of electrical living 
The booklet is published by Westing 


house Electric Corp., Pittsburgh 30, Pa 





SALES AIDS 











Nesco, Inc., Jacksonville, Ill—Cash 
and merchandise prizes are offered to 
home economists in a new contest 
Prizes will be awarded for the best 
letters, SOO words or less, describing 
new or better uses, recipes or menus 
involving electric roaster-ovens and 


their accessories 


Electromode Corp., Rochester, N. ¥ 

Masonite color display is designed 
to hold four heaters. It stands 6 ft 
high and is 344 in. deep. The platform 
base is self-supporting. At the top of 
the display is an illustration of the 
patented cast aluminum heating ele 


ment contained on the electric heaters 


Cory Corp., Chicago, Ill Nicro 
stainless steel filters for standard range 
or automatic vacuum-type coffee brew 
ers are master-packed in dozen lots in 
a ‘‘self-selling” display. Carton cover 
folds back and in half to slip into place 
behind back row of filter boxes 


John Oster Mfg. Co., Racine, Wis 
Ful! color display piece promotes a 
new cookbcok premium given, free of 
charge, with each liauefier-blender 


Kisco Company, Inc., St. Louis 4, Mo 

Combination display rack and ani 
mated revolving display card. The rack 
accommodates 3 window fans and up 
to 8 of the floor model air circulators 








WANTED 


MANUFACTURERS 
REPRESENTATIVES 


For a quality line of Conduit Fit- 
tings. Texas, Louisiana, Oklahoma, 
Arkansas, Mississippi, Alabama, Flo- 
rida, Georgia, South Carolina, Michi- 
gan, Pittsburgh Pa., Ohio, Indiana, 
Illinois, Missouri, Wisconsin, Min- 
nesota and the New England States. 


RW 8170 Electrical Wholesaling 
330 W. 42nd St., New York 36, N.Y. 











xceptional 
quality... 


el olalaelicte Mei 
saleli Cle lol (emi gels 
castings and steel 


admium plated 
elmaeladettiols 
acttiiielilas 


ver-all 
completeness 
of line 


educes 
Takivelitehitela 


AVAILABLE 
ONLY 
THROUGH 
ELECTRICAL 
WHOLESALERS 


makes 
“the best 
connections" 


Write for 
ilustrated 
Catalog and 
Price List 
ELECTRICAL 
FITTINGS 
CORP. 
Dept. L-12 
Woodside 77, 
New York 





oremost in 
contemporary lighting 


gRESOOLT 


px) 


Prescolite manufactures 

a complete line of Swivel Lites, 
Architectural and Recessed 
fixtures for any installation. 
Write for complete catalogs to: 
Prescolite, 2229 Fourth St., 
Berkeley 10, California. 


R-7 Recessed 
S-2 Swivel Lite 
A-l Architectural 


Call your nearest Prescolite Sales Representative: 


Atlanta, Ga 
Baltimore, Md. 


Charles L. Woodyard, 161 Simpson, N.W 

T. H. Bailey, Jr, 409 National Marine Bank Bidg 
Beston 10, Mass.john W Fay, 176 Federal Street 

Cedar Grove, NW. J.-P. M. Sales Co., 118 Sunrise Terrace, Box 14 
Chicage, tilineis—Rudoiph H Soukup, 1585 Merchandise Mart 
Cleveland, Ohio—Cam Norton Company, 2725 Derbyshire Rd 
Gallas, Texas—John Hancock Company, 2921 Fairmount 

Dayton 2, Ohio-—Gary Roof & Assoc., 1147 Third National Bidg 
Oenver, Colo.Kenneth B Schumann, 1073 Galapago St 

Oetreit, Mich.—1.H. Beck, Electric Sales Co., 13050 W. Chicago, 2F 
Erie, Pa.—D. S. Poliock Co., 622 W. 9th Street 

Flourtewn, Pa..Bond & Kyack, 1510 Bethlehem Pike 

Kansas City, Mo.—Carl W. Thorsell, 1195 & 77th St 

Knoxville, Tenn.—-C. E. Pitner, P.O. Box 693 

Les Angeles, Calif.Barney DeRamus & Assoc., 125 S. Santa Fe 
Milwaukee, Wisc.—Willis H Murphy, 4520 N. Woodruff Ave 

New Orleans, La.£. ) Hagan, 3820 Louisiana Ave 

Oklahoma City, Okla.Tom Fielder Company, 313 NW. 4th St 
Omaha, Nebr.—-Geo. C. Mittaver, 11124 Farnam Street 
Richmond, Va.—W. H. Lassiter Sales Company, 300 E Main Street 
Salt Lake City, Utah—) R Christensen Agency, 247 E. Sth South 
Sacramento, Calif.—A. \. Perdue, 4305 Ravenwood Ave 

St. Louis, Me.—j. A. Noser, 3204 Bailey Street 

St. Paul, Minn.—Charles \. Schwab, 345 N. Wheeler 

St. Petersburg, Fia.—Frank C. McPherson, 6417 - 7th Ave, North 
San Diego, Calif.—john Alien Ware & Assoc., 301 West G Street 
Seattie 5, Washington——G'easons Migs’ Reps, 657 E 45th Street 
Syracuse, W. ¥.—Fay-Sullivan, inc., 1117 Cumberland Ave 
Vancouver, 8. C.J. S. Edwards, 1206 Hamilton St 


Mexice City, 0. F.—Egon Mabardi, 45 Uruguay 


Export Avents; Uniworld Industrial Mart, 31 £ 10th St, New 
York, N.Y 


PRESCOLITE MANUFACTURING CORP. 
Berkeley, Calif. Neshaminy, Pa. 


164 





ADVERTISERS’ INDEX 


Abolite Lighting Div., Jones 
Metal Products Co. 

Accurate Mfg. Co. 

Acme Electric Corp. 

Adam Electrie Co., Frank 

Advance Transformer Co. 

Advertising Council, The 

All-Steel Equipment, Ine. 

Allen Co., Ine., L. B. 

American Brass Co., The Ameri- 
can Metal Hose Branch 


American Steel & Wire Div. of 


U. S. Steel Co. 58, 


Anaconda Wire & Cable Co. 
Appleton Electric Co. 32, 
Arro Expansion Bolt Co. 
Arrow-Hart & Hegeman 
Co., 
Atlantic Conduit Fittings Co. 


Elec. 


Blackburn Prod. Corp., Jasper 
Blackhawk Industries 

Briegel Method Tool Co. 

Buffalo Forge Co. 

BullDog Electric Prod. Co. Si, 
Bussmann Mfg. Co. 


able Electric Products. Ine. 
‘thampion Lamp Works 
thase-Shawmut Co., The 
thester Cable Corp. 
dark Controller Co., The 
jifton Conduit Co., Ine. 
ollyer Insulated Wire Co. 
olumbia Cable & Electric Corp. 
onduit Nipple Mfg. Co., Div. of 
Pittsburgh Nipple Works, Inc. 
conduit Pipe Products Co. 
‘ornish Wire Co., Ine. 
‘rescent Ins. Wire & Cable Co. 
‘rouse-Hinds Co. 42, 
‘utler-Hammer Ine. 


~~ a a i i te 


Diamond Wire & Cable Co. 


Economy Fuse & Mfg. Co. 

Edwards Co., Ine. 

Electrical Fittings Corp. 

Electrical Manufacturers Credit 
Bureau, Ine. 

Electro Compound Co. 

Equipto, Division of Aurora 
Equipment Co. 

Etteo Wire & Cable Corp. 


Federal Electrie Products Co., 
The 

Feedrail Corp. 

Fostoria Pressed Steel Corp., The 


Fullman Mfg. Co. 


Gedney Electric Co. 

General Cable Corp. 

General Electric Co., 
Lamp Dept. 

General Electric Co., 
Telechron Dept. 

General Switch Corp. 

Guth Co., The Edwin F. 


Herwig Co., The 
Hexacon Electric Co. 
Honer Mfg. Co. 


Ideal Industries, Ine. 
Ilsxeo Copper Tube & 
Ine. 


Products, 


The 67, 


59 
64 
35 


138 


68 
160 


131 
16 
52 

139 

119 


Back Cover 


162 
50 
149 
126 
1 
159 
140 
23 


159 
47 
162 
12 
13 
6 


142 


1-T-E Circuit Breaker Co. 54, § 


Jackson Electrical Co. 
Jefferson Electric Co. 


Jenkins Bros. 
Jones Metal Products Co., The 
Katolight Corp. 

Keystone Mfg. Co. 


Leader Division, Benjamin 

Electric Mfg. Co. Second Cover 
Lint Electric Sales, Ine. 161 
Lowell Insulated Wire Division 147 


M&W Electric Mfg. Co., Ine. 
Massey, Ine., A. H. 

McGill Mfg. Co.. Ine. 
Metalectries, Ine. 

Midwest Electric Mfg. Co. 
Minerallae Electric Co. 
Mitchell Mfg. Co. 

Multi Electric Mfg. Ine. 


INGVINeNUIU 


- 
v 
~ 
: 


Se A ak et eee 


National Electric Products 
Corp. 20, 21, 110, 1 
Nikoh Tube Co. 


Ohio Window Glass Co. 


Paine Co., The 

Paragon Electric Co. 

Pass & Seymour, Inc. 
Phelps Dodge Copper Prod. 

Corp. 

Pierce Renewable Fuses, Ine. 
Plymouth Rubber Co., 

Inc. Third Cover 
Porcelain Products, Ine. 153 
Premier-Hall Mfg. Co. 162 
Prescolite Mfg. Corp. 164 
Pyle-National Co., The 44 


Pyramid Instrument Corp. 66 


RLM Standards, Ine. 61 
Rawlplug Co., Inc., The 150 
Republic Steel Corp. 56 
Revere Electric Mfg. Co. 62 
Rodale Mfg. Co., Ine. 31 
Rome Cable Corp. 18, 19 
Royal Electric Co., Ine. 129 


Sorgel Electric Co. 122 
Spang-Chalfant (Div. of the 

National Supply Co.) 53 
Spero Electric Corp., The 162 
Sperti Faraday, Inc. 155 
Square D Company 2 
Steel & Tubes Div. 56 
Sylvania Electric Products Inc. 128 


Thomas & Betts Co., The 136, 137 

Triangle Conduit & Cable Co., 
Ine. 10 

Trumbull Department, General 


Electric Co. 112, 121 


United States Rubber Co. 25, 130 
Universal Clay Prod. Co., The 163 


Vaco Products Co. 148 


Wadsworth Electric Mfg. Co., 

Inc., The 158 
Wagner Malleable Products Co. 132 
Weaver Co., J. A. 118 
Western Insulated Wire Co. 152 
Wilster, Inc. 160 
Wiremold Co., The 161 


Youngstown Sheet & Tube Co., 


The 116 
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Performance 
Throughout America! 


PACKED INDIVIDUALLY 
One 66-ft. roli, 4” wide in 


single pocket-size metal can. 


CONVENIENT FIVE-PACK 
Five 30-ft. rolls, %” wide in 
handy container. 


——— 


COUNTER DISPLAY 
FOR THE DEALER 
Contains 18 rolls, 
one-half inch wide. 


TOUGHER, FASTER, NEATER 


World's 
Largest Selling 
FRICTION TAPE 


The result of more than fifty years of manufacturing 
integrity. Sold in individual cartor 
and 10-roll dispensers. 


Won't dry out or ravel at edaes. 
Exceeds all specifications! 


PLYMOUTH RUBBER COMPANY, INC. 


Established in 1896 
CANTON, MASSACHUSETTS 





for voltages up to 600 


There’s a BUSS Fuse or FUSETRON Fuse 


to fit the needs of every user 


If user wants Non-Renewable Fuses . 
Sell BUSS One-Time Fuses 


They ive thre ser rive ma > 
pe et) eg 


rl Riienatil Coeaneell 
ay  b 
Ey EE aw 


Every BUSS One-Time fuse « lepended upon to operate 


trouble be 
enhyinecriny 
i lo ill praoniucts ¢ 


BUSS Trademark 


is intended under 


lf user wants Renewable Fuses... 
Sell BUSS Super-Lag Renewable Fuses 


The hig advant ive of these fuses ove 
ll other renewable fuses comes trom the 
| 
prevention of useless mterruptions 


caused by needless blo 


The reasons for this per 
formance is tound in the 
design ot the fuse-case which 
assures good contact on the 


fuse link, even if the fuse 


a) } renewed by an inexperienced 
2 


< tel person and by the time-lag 

; Po built into the link that pre 
t } vents the fuse from opening 
J On Motor starting currents or 


other h armless overloads, 


If user wants fuses that — abolish all 
needless blows, stop overheating 

in panels and switches, 

protect motors against burnout... 


Sell FUSETRON dual-element Fuses 


ee 
SRE ccm... Us 


With rare exceptions, ordinary tuses or circuit breakers do not 
protect except against short-circuit but FUUSETROWN fuses provide 


TEN POINT protection 


FUSETRON dualelement FUSES save 


fhhaoney hex btine they ire rmrace to PR¢« YT he ] 


At S aiieciemetadl \ mB 


“= ae 


pm: momma 


If user wants Plug Fuses... 
Sell BUSS Clear Window Plug Fuses 
“ene 


Their one piece body and “‘satet lesign 


vuarantees protection 

The ire most convenient tO use too, Me 
window and white backgrounds 
Even in 


poor light a blown BUSS fuse is easy to tind 


cause real Dig 


permits entire fuse strip to be seen 


If user wants to reduce blowing of 

plug fuses... 

Sell FUSETRON dual-element Plug Fuses 
FUSETRON Plug fuses protect like ordinar Val ) 


fuses against short-circuits and overloads 


, ; 
unlike ordinary tuses they won't blow on motor 


starting currents or other harmless overloads 
They are the type of fuses recomme nded in the 


1953 National Electrical Code 


If user wants to make safe protection 
REMAIN SAFE as well as REDUCE 
blowing of fuses . 
Sell BUSS Fustats (have Type S_ base) 
FUSTATS like Fusetron Fuses have a dual PPP Pee) 
element and theretore, stop needless blow 


1 rh j 
nw ind they do more 


The y have a type S hase that prevents any 


Ga 
eA 
-—=* 


one trom replacing them with a penny or 


substitute —— or using a size too large to protect 


Fl ST ATS fit standard plug fuse holders | Y mean 


(Bs) of an inexpensive adapter that locks im place amt 
-- 4 . 

t } needs never to be re} laced 
~ 


— 


To protect motors and apparatus of 
voltages up to 125 against burnout... 


Sell 0 to 14 ampere BUSS Fustats 
qiil> 
A FUSTAT of the proper size inst illed to (S 
handle only the motor current will protect the 
motor against any over-current that might 
cause damage. In like manner it will protect 


solenoids ous or transformers against burn 


it 
ou \ 


FUISTATS have the same degree of (Underwriters apy roval for 
both moror-running and short-circuit protection as the most 
expensive devices made. They give all the protection it is possible 


to obtain with any device on the market 


For protection of TV, Radio, Instruments, 
Radar, Avionics and Electronic Equipment. . . 
Sell BUSS and FUSETRON Small 
Dimension Fuses 


\ complete line is available. Made — 


n Dualelement (slow-blowing), Re 
newable and One-Time types in sizes ———— 


trom 1 SOO ampere uy 


And there is a companion line of ‘ 
BUSS Fuse Clips, Fuse Blocks and =a ¢ 


Fuse dolders t » take them 


BUSSMANN MFG. CO. Division McGraw Electric Co., ST. LOUIS 7, MO 





